












a protracted recession. 


budget at corporate again.” 


ust a few years after the dawn of the pow- 

erful chief information officer, a growing 

number of companies are eliminating 

ClO-level jobs and distributing informa- 

tion systems management authority to 
the front lines of their business units. 

The moves reflect a new emphasis on chop- 
ping corporate staff to save overhead costs and 
increase responsiveness to unprecedented com- 
petitive pressures. Centralized IS power and IS 
staffs are being dispersed or eliminated as corpo- 
rate America retrenches and recasts itself during 


In those companies, “‘corporate IS as we know 
it kind of disappears,”’ said Gordon Phillips, man- 
aging associate at CSC Index, Inc., a Cambridge, 
Mass.-based IS consultancy. ‘“The days of king- 
doms are over. You will never see 90% of the IS 


Continued on page 16 
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When the CIO becomes expendable 


BY CLINTON WILDER 
CW STAFF Reasons why CIOs’ predecessors left 
Percent of responding U.S. CiOs 
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Base totals 
1991 fy 430 
1990 I 614 
1989 Bi 568 


CW Chart: Michael Siggins 


LAN security marching to smart hubs 


3Com, Ungermann-Bass unveil tools at Networld; Cabletron on deck 


BY JOANIE M. WEXLER 
CW STAFF 





BOSTON — Smart-hub vendors 
have begun to attack the grow- 
ing vulnerability of information 
traveling across LANs. 

Hub vendors 3Com Corp. and 
Ungermann-Bass, Inc. used the 
Networld ’92 show here iast 
week to introduce different ap- 
proaches to embedding security 
in 10Base-T networks wired 
through their hubs. 

Market leader Cabletron Sys- 
tems, Inc. said it will follow suit 
within a year, by which time, an- 
alysts agreed, hub security fea- 
tures will be a mainstream 
check-off item. 


Likely candidates 
Hubs are likely homes for securi- 
ty because they are becoming 
the focal point of network man- 
agement and, unlike local-area 
network servers, are generally 
situated in protected locations. 
“The hub is also the first elec- 
tronic line of contact with an 
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end user’s workstation,” said 
Neville Pereira, supervisor of 
Ontario Hydro Research Divi- 
sion’s integrated computing en- 
vironment in Toronto, a major 
user of hubs. ‘Managing that 
piece and implementing security 
on an individual port basis is a 
good approach.” 

LAN security is an area of 
growing concern because once- 


airtight corporate information in 
the data center now gets distrib- 
uted willy-nilly across LANs. A 
Business Research Group sur- 
vey of 400 large companies last 
summer showed security as the 
“runaway network management 
issue for the next two years,” 
followed by performance man- 
agement, said Kevin O'Neill, 

Continued on page 14 





IBM eyes software 
upgradecampaign | 


BY JOHANNA AMBROSIO 
CW STAFF 


NEW YORK — IBM may begin 
to limit technical support to the 
two or three most recent re- 
leases of mainframe software in 
an attempt to push customers to- 
ward adopting the current gen- 
eration of products, an IBM ex- 
ecutive said last week. 
User reaction to the 


plan, even at those Push comes to shove : 
shops that rely on older | 48M ts mulling over a number of options 
software releases to Pipi ve eaes of 


save money or for some 
other reason, was gen- 
erally positive. Ana- 
lysts said the users who 
may be the most squea- 
mish about the idea are 
the smaller shops be- 
cause the very large 
shops are generally cur- 
rent. 

Marty Clague, assis- 
tant general manager of 
marketing for IBM’s 
Enterprise Systems line of busi- 
ness, said the company is looking 
to “shrink the support window 
for hardware and software’ to 
“encourage’’ customers to buy 
the latest IBM wares. 

Clague made his comments 
during last week’s briefing about 
IBM’s new processors (see story 
page 8). Although he would not 









|Sun dons pinstripes for corporate user pitch 


BY MARYFRAN JOHNSON 
CW STAFF 


CHICAGO — Sun Microsys- 
tems, Inc. rarely misses a chance 
these days to pump up its pres- 
ence in corporate computing, 
and the Sun Open Systems Expo 
opening here this week will be no 
exception. 

While the conference ses- 
sions may read like excerpts 
from the Unix techie’s bible, the 

| keynote will zero in on Unix in 
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“ ¢ are very pleased with 
our Sun workstations, 
but [HP] is really out- 


distancing them when it comes 
to dealing with commercial 
customers.” 


Susan Cravens 
Banks of Mid-America 


the commercial marketplace. 
Underscoring the show’s theme 
is Sun’s quest to expand its user 
profile beyond the scientific and 
engineering community. 

“Sun really wants to project 
this image intensively over the 
Next few months: that they are 
viable in the data center,” said 
John Morrell, an analyst at Inter- 
national Data Corp. in Framing- 
ham, Mass. “They want to proj- 
ect a service and support image 


that says they’re ready to sell to 
these people.” 

Yet the one area in which Sun 
still gets low marks from some 
commercial users is service, sup- 
port and sales-force expertise, 
Morrell added. In a December 
1991 workstation survey of 100 
customer sites conducted by 
IDC, Sun shined brightly against 
its competitors in every catego- 
ry except service and support. 
When ranked on a 1-to-10 scale 
against other major vendors 
such as IBM, Hewlett-Packard 
Co. and Digital Equipment 
Corp., Sun had the lowest score 
for service, with 7.1. 

At Banks of Mid-America, 
Inc. in Oklahoma City and Tulsa, 
Okla., support problems are the 
only significant gripe about Sun, 
said Susan Cravens, senior 

Continued on page 12 


¢ Reduce support for 


e Ensure fewer bugs in 
new software releases. 





specify what actions IBM will 
take or when this might happen, 
he said that supporting old prod- 
ucts is costly for both users and 
IBM, and it does not allow cus- 
tomers to “take full advantage” 
of the newest features. 
Approximately 50% of MVS 
users have the most recent re- 
lease, while only 20% of VSE us- 


older releases. 


e Fine-tune tiered 
pricing scheme. 


CW Chart: Michael Siggins 


ers do, according to IBM. The 
rest have software that can be 
anywhere from three to five gen- 
erations old — or older. This 
creates a large overhead cost for 
IBM. 

“‘We maintain in our laborato- 
ries the different versions of ev- 
erything we support, with asso- 

Continued on page 8 
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DEC strengthens its alliance 
with Microsoft. Page 4. 


IBM to update midrange 
with new AS/400s. Page 8. | 


Network management is 
on users’ minds at Networld 
"92. Page 14. 


Operation Sundevil nabs | 
first suspect. Page 15. 





Executive 
Report — Ke- 
vin Von Eron 

at the Aid Asso- 
ciation for Lu- 
therans realized 
a 14% increase 
in sales by outsourcing sales- 
force automation. Page 61. 
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NEWS 


4 The bond holding DEC 
and Microsoft together is 
growing tighter, which may 
mean good news for users in 
terms of interoperability. 


4 Novell didn’t complain at 
all when DEC volunteered to 
take on the task of putting 
Netware on its own host. 


6 Users may be disap- 
pointed to learn that client/ 
server technology won’t 
save them much money — 
if any at all. 


6 CA will try to keep Up- 
todate with market trends 
by rolling out groupware ap- 
plications in ’92. 

8 IBM is coaxing its older 
mainframe and System/36 
customers to migrate to the 
AS/400. 


10 Oracle shows versatil- 
ity in its announced connec- 
tivity to Sharp’s Wizard 
handheld device. 


14 IS managers struggle 
to give LAN users autonomy 
while retaining the role of 
overseer. 


15 A hacker nabbed by 
Operation Sundevil faces 
sentencing in May. 


15 Sybase strengthens 
its market position against 
competitors Oracle and In- 
gres Products Division. 


24 A blue-ribbon commit- 
tee, which has been aiming to 
save the U.S. semiconductor 
industry, finally gives up the 
ghost. 


IN THIS 
ISSUE 


Quotable 


“A computer has 
got to be as easy 
to use asa calculator 
or a telephone. It’s got 
to be nenthreatening 
Sor the technology to be 
widely used.” 


GIL DELISO 
SHARP'S WIZARD DIVISION 


On wider acceptance of hand- 
held devices. See story page 10. 
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low notebook vendors can go 
— pricewise. 
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Dell’s screen has mediocre 
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EXECUTIVE BRIEFING 


@ IBM is promising to improve high- 
end software quality but implying that it 
will cut back on support of older software. 
The move, which is meant to nudge custom- 
ers toward more current software releases, 
should be good news for large sites but may 
be a hardship for smaller users, who tend to 
upgrade less often. Page 1. 


@ Laptops and other sales-oriented 
technologies are easy to buy but tough- 
er to make pay off. IS managers and ana- 
lysts say the biggest obstacles are poor inte- 


gration, high costs, 


lack of supporting 


architecture and hostile user attitudes. 
However, notebook computer prices contin- 
ue to plummet. Some analysts predict that 
users will see systems now selling for up to 
$3,500 go for less than $1,300 by year’s end. 
See stories pages 35 and 61. 


@ Recession takes its toll 
on CIOs, some of whom are 
finding their jobs are no long- 
er needed. Pressure to dis- 
perse IS functions into user 
departments and flatten orga- 
nizational structures are also 
squeezing out IS chiefs in 
some firms. Page 1. 


@ The chance to spend 
more time working on the 
new user group she chairs 
is behind Elaine Bond’s deci- 
sion to move to part-time sta- 
tus at Chase Manhattan Bank. 
Page 73. 


BDEC and Microsoft 
move closer together, 
with DEC agreeing to sell 
LAN Manager and license 
Windows NT. DEC also 
plans to better integrate its 
Pathworks LAN operating 
system with Novell’s 
Netware. Page 4. 


@ At Networld ’92 Bos- 
ton, 3Com and Ungermann- 
Bass add security features to 
their hub products. Page 1. 
IS attendees seem preoccu- 
pied with finding a way to 
manage far-flung LANs with- 
out going back to centralized 
control. Page 14. 


@ An AS/400 overhaul is 
on tap, with performance 
boosts expected across the 
line, along with services in- 
tended to nudge System/36 
and System/38 users toward 
migration. Page 8. 


@ Nepotism and heavy- 
handed management on 
An Wang’s part were the rea- 
sons why Wang Labs went 
from 40% average annual 
growth in the decade ended in 
83 to near bankruptcy by 
1989, says a new book from 
Boston Globe writer Charles 
Kenney. Page 67. 


@ Unisys introduces a 
scalable A series line at 
the midrange level and im- 
proves its client/server offer- 
ings. Page 12. 


@IBM makes advanced 
technology moves on two 
fronts: It opens a lab to de- 
velop massively parallel su- 
percomputers and signs an 
agreement aimed at bringing 
object-oriented technology to 
its AIX CASE products. 
Pages 4 and 8. 


@ CA is suing a customer, 
charging that State Street 
Bank violated license terms 
by acting as a service bureau. 
Page 20. The first few sites 
are getting beta copies of 
CA’s Unix-based data center 
management software. That 
product line is due for general 
delivery in the third quarter. 
Page 53. 


@ Disk-array technology 
gets a boost from a San Die- 
go firm that has software to 
help Novell LANs access disk 
arrays and speed access. 
Page 41. 


On site this week: A 
maker of stuffed animals 
fights back from a rough 
1990, counting on a re- 
vamped IS organization that 
has gone from batch-process- 
ing mainframes and in-house 
applications to AS/400s. 
Page 53. Gillette and J. P. 
Morgan have their own rea- 
sons for outsourcing pieces of 
their international networks, 
but both chose the same ven- 
dor, BT North America. 
Page 50. In the continuing 
saga of learning what readers 
go through, Computer- 
world’s migration. to Unix- 
based client/server technol- 
ogy moves into phase two. 
Page 41. 
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Introducing SyncSort for VMS 


_ THE BEST SORT 
IS NOW AVAILABLE 
FOR VAX/VMS. 


Best performance. 
Best features. 
Best value. 


ice levard, Woodcliff Lake, NJ 07675 


Call 1-800-535-3355 for a free trial. 


VAX and VMS are trademarks of Digital Equipment Corp. 





NEWS 


Microsoft, DEC tighten ties 


Companies increase application interoperability; DEC users may benefit 


BY CHRIS LINDQUIST 
and SALLY CUSACK 


CW STAFF 


REDMOND, Wash. — Tighter 
links between Microsoft Corp. 
and Digital Equipment Corp. 
could mean better application 
interoperability for DEC users. 

Under an expanded relation- 
ship disclosed last week, Micro- 
soft will license the Windows 
New Technology (NT) operating 
system to DEC, while DEC will 
include Windows NT client and 
server support in its Pathworks 
network operating system. DEC 
will also become a Microsoft 
Strategic Integrator, one of sev- 
eral integrators selected by Mi- 
crosoft to resell its full line of 
networking products, such as 
LAN Manager 2.1, as well as se- 
lect applications. 

Not yet disclosed but soon ex- 
pected is DEC’s decision to offer 
Windows NT on its soon-to-be- 
announced Alpha platform. Such 
a pairing could provide a high- 
power base for the upcoming op- 
erating system. Both companies, 


Opposites attract 


however, declined to comment 
on the matter. 

However, DEC users said 
that long before anything could 
come of Windows NT on Alpha, 
they expect to benefit from the 
increased interoperability and 
openness the new deal promises. 

“We have a significant invest- 
ment in DEC, so any kind of 
third-party relationships that 
can add value for us is good,” 
said George Kerns, vice presi- 
dent of information management 
at GTE Mobile Communications 
Services Corp. in Atlanta. 

Other DEC sites said they 
hoped each company could use 
the agreement to shore up weak 
points, such as Microsoft’s lack 
of networking products and 
DEC’s lack of successful experi- 
ence in the personal computer 
arena. ‘““The relationship with 
Microsoft is a plus,” said George 
Reid, director of MIS at Sanford 
C. Bernstein & Co. “‘DEC brings 
to the table all the networking 
that Microsoit lacks.” 

“‘We’re really enthusiastic 
about NT on the Alpha chip set,” 


Microsoft has aligned itself closely with DEC as its rift with IBM broadens 


DEC becomes MS-DOS and Windows 


OEM. DEC begins using Microsoft 
networking technology. 


fg 


1986 


Microsoft and DEC agree to 
develop Access Module for LAN 


DEC and Microsoft 
become partners in 
ACE initiative. 


a, 


rye 
1990 


1991 


Manager to Decmcc Director. 


DEC takes over development 
of Netware for VAX systems 


BY ELISABETH HORWITT 


CW STAFF 


BOSTON — Digital Equipment 
Corp. last week assumed respon- 
sibility for putting Netware on 
its own hosts — a job that No- 
vell, Inc. has been doing with a 
marked lack of enthusiasm, us- 
ers and analysts said. 

DEC and Novell have been 
working for a year to further in- 
tegrate Netware with Path- 
works, DEC’s personal comput- 
er local-area network operating 
system, said DEC’s group man- 
ager, John Rose. “DEC will mar- 


ket, sell and service these prod- 
ucts as part of Pathworks.” 

Netware users will be able to 
use familiar Netware applica- 
tions and commands to access ei- 
ther Netware or Pathworks ser- 
vices. Pathworks will act as a 
liaison to DEC’s corporatewide 
Network Application Support 
(NAS) services, the companies 
said. 

The integrated Netware/ 
Pathworks product will run on 
VAX VMS, RISC Ultrix and the 
Open Software Foundation’s 
OSF/1 servers, DEC said. The 
vendor plans to officially an- 
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added Raymond V. Sasso, chief 
information officer at J. R. Sim- 
plot Co. in Boise, Idaho. Sasso 
said he has been given prelimi- 
nary looks at NT and is “really 
excited about the operating sys- 
tem.” 

Microsoft will also gain inter- 
operability once DEC builds both 
client and server support for NT 
under the Pathworks network 
operating system. And an Alpha- 
based platform would seem a 
logical location for an NT server, 
analysts said. 


Benefits for both sides 
“Tt’s a win/win for DEC and Mi- 
crosoft,”’ said Peter Schay, vice 
president and director of Client/ 
Server Logical View Group at 
Gartner Group, Inc., referring to 
the possibility of Windows NT 
running on Alpha. ‘DEC gets 
Windows applications onto its 
hardware architecture, and Mi- 
crosoft gets a phenomenally 
powerful server platform for 
NT.” 

Schay described the scenario 
as ‘‘Cutler’s Revenge,” in refer- 


DEC and 
Microsoft expand 
relationship. 


October 


Februa 
1991 2 


1992 


DEC unveils plans to run 
Windows NT on new 


Decstations. 


CW Chart: Marie Haines 


nounce and ship the VMS and UI- 
trix versions of the product by 
year’s end, Rose said. 

The OSF/1 version will be re- 
leased later. No pricing was dis- 
closed. 

The products will supersede 
Novell’s Netware for VMS, 
which Novell will continue to 
support, the vendors said. 


New offerings 

DEC’s new offerings will target 
corporations, such as Smith In- 
dustries Corp., that want to use 
VAXs as servers on Novell net- 
works. Formerly a major 
Netware user, the Malvern, Pa.- 
based aerospace manufacturer 
has been slowly converting to 
Pathworks because it was tired 
of maintaining two separate 
server platforms and was not 


ence to former DEC developer 
Dave Cutler, who is now heading 
Windows NT development at 
Microsoft. Cutler helped devel- 
op VMS and worked on a re- 
duced instruction set computing 
architecure and operating sys- 
tem for DEC until the company 
ended its Prism project in 1988. 


“DEC historically has not 
been very good with PCs,” said 
Ken Sobel-Feldman, vice presi- 
dent for midrange systems strat- 
egies services at Meta Group, 
Inc., “and partnering with some- 
one like Microsoft who under- 
stands them very well is a good 


” 


move. 


IBM licenses software 
from object-oriented firm 


BY MARYFRAN JOHNSON 
CW STAFF 


Sending a signal about its plans 
to bring object-oriented technol- 
ogy to the Unix-based RISC Sys- 
tem/6000 line, IBM went public 
last week with a joint develop- 
ment and licensing agreement 
with Versant Object Technology 
in Menlo Park, Calif. 

Although both companies 
were vague about their plans, 
they said they would work to- 
gether on future products tar- 
geted for IBM’s computer-aided 
software engineering (CASE) 
repository for AIX, its Unix vari- 
ant. Initial products are expect- 
ed to debut later this year. 

Versant was the first object- 
oriented database vendor to an- 
nounce support for IBM’s AIX 
Software Development Environ- 
ment Workbench/6000, an inte- 
grated CASE environment for 
the RS/6000 that was unveiled 
last month. 

IBM has announced its intent 
to provide AIX CASE data inte- 
gration services that support the 
Portable Common Tools Envi- 
ronment (PCTE), which is be- 
coming a de facto standard 
worldwide for integrating data 


about to get rid of the VAX that 
runs its corporate applications, 
according to Steve Ruger, 
Smith’s information systems 
manager. Integration of Net- 
ware and Pathworks on VMS 
would save Smith from the ex- 
pense of converting its remain- 
ing 25 PCs still on Netware, 
Ruger said. 

It makes sense for DEC to 
take over integration of Netware 
with its own servers, given that 
Netware for VMS “‘has ultimate- 
ly proven a distraction for No- 
vell,” said Richard Villars, a di- 
rector at International Data 
Corp. in Framingham, Mass. Us- 
ers have complained that Novell 
has been slow to provide key fea- 
tures on its VMS product, such 
as support for Apple Computer, 
Inc. Macintosh clients. ‘Net- 


handled by a variety of CASE 
tools. Versant has also pledged 
allegiance to PCTE. 

“We've all been saying that in 
order for CASE to happen on a 
grand scale, there’s a real need 
for an object-oriented distribut- 
ed repository,” said Nataha 
Krol, an analyst at Meta Group, 
Inc. in Westport, Conn. ‘We're 
seeing the start of that now.” 

“This is a very big deal for 
Versant,”’ said Andrew Chiu, a 
senior software engineer at BT 
North America, Inc. in San Jose, 
Calif. Chiu is using Versant’s Ob- 
ject Database Management Sys- 
tem running on Sun Microsys- 
tems, Inc. workstations to build 
tools for global network use in- 
ternally at BT. 

As a Versant user, Chiu is 
concerned that with the IBM alli- 
ance, his support could decrease. 

“We were getting technical 
support from the research and 
development organization, and 
now this person no longer sup- 
ports us — but someone is as- 
signed from the technical sup- 
port department instead,” Chiu 
said. ‘‘We understand that IBM 
is now their biggest customer, 
but we hope that won’t be a 
problem for us.” 


ware for VMS is basically a dog,” 
Ruger said. 

DEC can add value to 
Netware in the area of wide-area 
networking services, the weak 
point of Netware, Villars said. 
DEC’s NAS services will poten- 
tially allow Netware users to ex- 
change electronic mail and com- 
pound documents transmitted 
over X.25 networks and share 
databases across multiple, dis- 
tributed sites. 

DEC will provide a migration 
path from Netware for VMS to 
its new products, the vendors 
said. 

The upcoming Netware/ 
Pathworks product will support 
all clients now supported by 
Pathworks, including Macin- 
tosh, OS/2, DOS and Windows 
workstations, DEC said. 
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Now You Can Pick WINNING SOFTWARE 
WITHOUT CONSULTING THE BOARD. 


Betting on one hardware or software product is risky enough. But picking 
a winning combination is a million-to-one shot. 

Oracle can put the odds in your favor. Our open family of portable 
software not only works with other vendors’ products, it runs across virtually 
all computers, operating systems, networks and user interfaces. Making any 
present or future combination a winning one. 

The Oracle family includes distributed databases, system development 
tools, office information systems and business applications. They're backed 
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by the world’s third largest independent software vendor with worldwide 
education, consulting and support services. As well as an extensive network of 
vendor alliances. All of which can help you turn an impossible decision into a 
sure thing. So before you risk millions on a million-to-one-shot, here's a winning 
tip: our toll free phone number is 1-800-633-1071 Ext. 8173. Now it’s your call. 


ORACLE 


Sojtware for people who can’t predict the future. 
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NEWS SHORTS 


Bush accelerates halon phaseout 
President Bush announced last week that the U.S. will acceler- 
ate the phaseout of halon, a gas used in computer room fire- 
suppression equipment, because it is a major culprit in the de- 
pletion of the Earth’s protective ozone layer. He said 
production of halon will end Dec. 31, 1995, four years ahead of 
schedule, which will prompt data center managers to consider 
alternative fire protection strategies [CW, Dec. 9, 1991]. 


DEC, Clearpoint settle differences 
Digital Equipment Corp. and Clearpoint Research Corp. have 
jointly agreed to settle out of court all pending litigation be- 
tween the companies. The two companies have been in litiga- 
tion since May 1991, when DEC filed suit in U.S. District Court 
in Boston alleging infringement of DEC patents. Clearpoint de- 
nied infringement and filed counterclaims against DEC and its 
patents. Last week, DEC agreed to dismiss the action, and 
Clearpoint has agreed to dismiss related countersuits. Clear- 
point has also agreed to participate in all of DEC’s standard 
VAXBI and SSP licensing programs. 


IBM organizes for multimedia 

IBM recently introduced a support program aimed at develop- 
ers, designers and marketers of multimedia applications. The 
Ultimedia Developers Program is open to any multimedia ap- 
plications creator in the U.S., and acceptance is based on the 
developer’s plan to provide multimedia software on IBM com- 
puters. The program includes a variety of technical, marketing 
and related services. If you sign up before May 31, the first 
year’s fee will be $2,000 instead of $4,000, and then $4,000 
annually. 


Wireless net to gain reliability 

Ardis, the joint IBM/Motorola, Inc. wireless network service 
venture, is partnering with AT&T to provide increased net- 
work reliability to its customers, the companies announced last 
week. Under a $70 million agreement between Ardis, IBM and 
AT&T, Ardis has migrated its analog backbone to an IBM high- 
speed digital backbone and consolidated its 38 radio network 
control sites onto six AT&T facilities. AT&T’s Accumaster 
Management Services will manage the resulting backbone, Ar- 
disnet, and provide automatic rerouting around facility outages 
and fiber-optic cable cuts. IBM’s Netview will manage the logi- 
cal network. 


Stratus boosts disaster protection 
Stratus Computer, Inc. and Systems Design Associates, Inc. 
announced last week that Systems Design’s Datasafe disaster 
protection software is now available on Stratus XA 2000 and 
XA/R Continuous Processing Systems. Datasafe allows mis- 
sion-critical data files to be mirrored on two or more Stratus 
systems and provides protection against such disasters as ex- 
tended power outages, fire, telephone network failures and 
natural disasters. 


Short takes 
Addstor, Inc., has announced the latest version of its $139 
Superstor file compression utility, which now allows easier 
writing of compressed data to floppy disks, easier transfer of 
data to machines not running Superstor and improved data 
compression ratios . .. AT&T has signed a multimillion dollar 
joint venture deal with a Russian firm and will provide and mar- 
ket digital and international phone links in the former Soviet 
Union ... Advanced Micro Devices, Inc.’s 40-MHz 
AM386DXL processor surfaced today as the chip of choice in 
Wyse Technology, Inc.’s new 386/40 box ... IBM and 
Core International, Inc. will build a fault-tolerant network 
server based on Personal System/2 and Micro Channel Archi- 
tecture technology . . . A U.S. district court jury in Boston last 
week upheld Wang Laboratories, Inc.’s patent on printer 
interface technology in its 5-year-old suit, which went to trial in 
December 1991, against CFR Associates, Inc. 

More news shorts on page 16 
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Client/server may not cost less 


BY JEAN S. BOZMAN 
CW STAFF 


SAN DIEGO — Client/server 
computing is moving into high 
gear, spurred by recessionary 
concerns about costs and the 
continued networking of stand- 
alone personal computers, ac- 
cording to a Gartner Group, Inc. 
conference held here last week. 

Hundreds of pilot local-are 
network-based client/server 
projects are moving into produc- 
tion at large sites worldwide, 
Gartner said. 

But users’ hopes of saving 
money by using client/server ap- 
plications may be dashed once 
they realize that the cost re- 
quired to make each program 
work remains the same. 

Gartner estimated that there 
are about 9.3 million PCs and 
workstations installed in net- 
works that support  client/ 
server applications but predicted 


there will be 31 million by 1996. 

“Client/server really doesn’t 
save you money”’ in your budget, 
said Roy Schulte, a program di- 
rector at Gartner’s Software 
Management Strat- 
egies Service. “It 
really ends up mak- 
ing your end users 
more productive.” 

The average 
boost in end-user 
productivity is 30% 
to 50%, he said. IBM 
is throwing its 
weight behind cli- 
ent/server, Schulte said, ‘“‘be- 
cause it uses the mainframe in 
ways it’s never been used be- 
fore.” 

Yet several key obstacles re- 
main to be overcome before 
client/server applications over- 
take traditional top-down infor- 
mation systems, analysts said. 
Among them are the need for 
better client/server develop- 


ment tools and a greater accep- 
tance of relational database man- 
agement systems. 
“We believe 1992 is the year 
when more money will be spent 
for RDBMSs_ than 
for nonrelational da- 
tabases,”’ said Don- 
ald Feinberg, pro- 
gram director at 
Gartner’s software 
service. 

Several classes of 
client/server  pro- 
cessing have already 
taken hold in 

Gartner client sites, Schulte re- 
ported: 

e Using clients as front ends to 
large corporate databases. 

e Upgrading PCs from their for- 
mer role as terminal emulators 
to a new role as a local data pro- 
cessing platform. 

e Using clients as a collection 
point for data from various 
sources. 


Microsoft updates E-mail 


icrosoft plans to deliver Mail 3.0 
with enhanced OS/2 and Windows 
clients in the second quarter, ac- 
cording to Laura Jennings, group 
product manager of workgroup ap- 


Mail 3.0 is said to be a major improvement 
over Mail 2.1, with additions to both the client 
and back-end capabilities. Mail 3.0 will also sup- 
port DOS and Apple Computer, Inc. Macintosh 
clients, but they will not receive the additional 


plications. 


Previously, the company had planned to first 
deliver the enhanced Windows client for Mail 3.0 
and then foliow with enhancements for other cli- 
ents, including OS/2, in twelve months. 

The company demonstrated Mail 3.0 with 
both OS/2 and Windows clients last week at 
Networld ’92. Jennings said Mail 3.0 will begin 


features until later this year or early next year. 


shipping to beta-test sites within a few weeks. 


CA targeting groupware 
with scheduling package 


BY ROSEMARY HAMILTON 
CW STAFF 


Computer Associates Interna- 
tional, Inc. is zeroing in on the 
emerging groupware market 
and plans to introduce several 
products this year, a company of- 
ficial said last week. 

“This is something very intel- 
ligent for CA to do to get out of 
the glass house,” said Stuart 
Woodring, an analyst at Forres- 
ter Research, Inc. in Cambridge, 
Mass. 

CA will take its first step next 
month when it ships a scheduling 
product, called CA-Uptodate, for 
the Microsoft Corp. Windows 
environment, said Richard Be- 
mindt, CA’s assistant vice presi- 
dent of research and develop- 
ment. Four or five other 
workgroup-related applications 
will follow this year, although 
Bemindt did not specify what 
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they would be. However, he did 
say they will result from a combi- 
nation of acquired and internally 
developed products. 

The Uptodate software was 
acquired by CA in mid-1991 
from Strasbourg, France-based 
Polylog, and CA has been selling 
it in Europe since then. Uptodate 
allows users to schedule meet- 
ings for groups of users as well as 
maintain information on activi- 
ties such as phone calls, corre- 
spondence and projects. 


Trial run 

Nordstrom, Inc. plans to evalu- 
ate CA-Uptodate soon, said Pat- 
rick Adkisson, information ser- 
vices manager. The firm, which 
operates a chain of upscale de- 
partment stores, has been run- 
ning CA’s mainframe-based elec- 
tronic-mail software for seven 
years and is planning to “grow” 
its local-area network installa- 


The new client highlights include an updated 
graphical user interface that features a Toolbar, 
drag-and-drop functionality and multiple win- 
dows that can be resized. It also has a message 
on which would allow users to filter incom- 

messages by subject or sender, and support 
for Object Linking and Embedding. 
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tion because ‘‘workgroup prod- 
ucts are more suited for LANs 
than mainframes, ” he said. 

“We will certainly look at oth- 
er vendors’ products,’ Adkisson 
added, “‘but we have a long and 
good relationship with CA.” 

Along with the workgroup ap- 
plications, CA will continue pre- 
viously announced plans to port 
its mainframe-based E-mail soft- 
ware to a LAN platform. The 
company intends to plug the 
groupware applications into the 
E-mail system, Bemindt said. 

CA’s approach is to provide 
workgroup applications as indi- 
vidual components that can plug 
into its E-mail systems. It is 
planning to offer Mail, its E-mail 
package, as a foundation or 
workgroup platform and then 
sell workgroup applications such 
as conferencing and scheduling. 
Mail 3.0 will begin shipping in 
the second quarter. 

In contrast, Lotus Develop- 
ment Corp. sells a complete en- 
vironment. Notes is made up of 
several workgroup functions, in- 
cluding document database man- 
agement and messaging. 
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SS... ’s transferring 


data from Paris and 
L.A., processing it 
in New York, then 
sending reports back 
to the field. And she’s 
not dreaming. 


But she is asleep. 

Meanwhile, Network DataMover® from Systems Center 
is doing the work for her. With DataMover, there’s no waiting 
for tape mounts, for busy operators to run applications, or even 
for data to be sent in the first place. 

That’s because Network DataMover is the only program 
that automates data transfer between applications. Others can 
get your data from point A to point B. But with DataMover, 
you can send data from a field application to a host application, 
process it, then send data back to the field—automatically. 

If a transmission fails, DataMover will re-try it by itself, 
and call an operator only if there’s a real problem. And 
DataMover tracks and records details of all transfers and related 
activities, providing a higher level of auditability than you 
ever thought possible. 

So if managing your distributed applications is keeping you 


up nights, call 1-800-533-5128 and ask about Network DataMover. SYSTEMS 


It’s not just data transfer; it’s peace of mind. A CENTER 


HCWX920217 


SYSTEMS CENTER, INC. LONDON, ENGLAND 44 734 391139 5 WASHINGTON. D.C. 703-264-8000 


Network DataMover is a registered trademark of Systems Center, Inc 





Converts sought 
in AS/400 overhaul 


BY SALLY CUSACK 
CW STAFF 


NEW YORK — IBM will contin- 
ue its aggressive assault on the 
midrange this week by unveiling 
new Application System/400 
models spanning the perfor- 
mance gamut. 

With the Model E series, IBM 
hopes to lure some of its older 
mainframe customers with an- 
ticipated performance increases 
of more than 50% on the high 
end of the midrange. The compa- 
ny may also actively woo the siz- 
able, if aging, System 36 base of 
customers, analysts said. 

The worldwide installed base 
of System 34, 36 and 38 users 
totaled more than 116,000 in 


1991, and analysts estimated 
that between 7% and 10% of the 
System/36 base migrates to an 
AS/400 each year, while another 
10% moves to local-area net- 
work configurations. 


Too late to migrate 

J. Roger Peck, past president of 
Common, an IBM midrange user 
group in Chicago, said that most 
System/36 users who needed to 
migrate to an AS/400 have al- 
ready done so. “Current S/36 
users are very happy with their 
systems and haven’t been con- 
vinced that they should move,” 
Peck said, adding that there is 
still a “very active third-party 
market out there for parts and 
supplies.” 
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Insiders predicted that IBM 
will offer low-priced migration 
software and free software tools 
to S/36 users. In addition, users 
with relatively straightforward 
applications may be able to take 
advantage of a mail-in program 
whereby they could send IBM 
their existing applications on 
tape and the vendor would con- 
vert them to run on the AS/400 
platform at nominal cost. 

Announcements _ expected 
this week include the following: 
»A high-end E platform with a 
three-way processor that nearly 
doubles the performance of the 
current top-of-the-line AS/400 
D80. 
> An entry-level E02 that will of- 
fer more performance than the 
D02 at the same $12,000 price 
point. 
>A low-priced IBM 3490 tape 
subsystem in a rack-mount ver- 
sion. 

»System management software 
tools for high-end AS/400 cus- 
tomers. 


IBM eyes software upgrade campaign 


CONTINUED FROM PAGE 1 


ciated products from IBM and 
others,” Clague said. ““That way 
we can try to replicate a problem 
that a customer calls in and work 
to solve it.” 

Clague emphasized, however, 
that before IBM makes any such 
moves, users will receive plenty 
of notice. An IBM spokeswoman 
said customers typically receive 
at least a year’s warning before 
support is ended for any main- 
frame systems software. 

One key item IBM will need 
to address before it can persuade 
customers to buy the very latest 
software releases is the issue of 
bugs. Many users are hesitant to 
adopt the new software versions 
right away, preferring to wait 
until the kinks are worked out. 

IBM is working to bring up 
the quality of new software re- 
leases, but it may take a while. 
“The software quality is not 
quite there yet,’’ Clague said. 
“Our latest release of [MVS] 
ESA had about a six-times im- 


provement, but we’re holding 
feet to the fire for a 10-times im- 
provement” for high-end soft- 
ware in general. He said IBM will 
hit that target by year’s end. 

Users seemed to like the idea 
of staying up-to-date, provided 
IBM lives up to its pledge of re- 
ducing bugs in new releases. 
“They have to cut costs on their 
side,” said James Gray, vice 
president of North American in- 
formation systems at Tupper- 
ware Co. in Orlando, Fla. Still, he 
said, “It could be somewhat of a 
problem for us. We’re more cur- 
rent than we were, but we’re not 
bleeding-edge.”’ 

“IBM has to do something 
about old software. It’s a horren- 
dous problem — and their over- 
head is passed on to customers, if 
not in this release, then in the 
next one,”’ said John Flach, chief 
of data processing at the Texas 
Department of Public Safety in 
Austin, Texas. His shop is sever- 
al releases behind, although he 





A family portrait 


ast week, IBM unveiled air-cooled processors that 
round out the low end of its Enterprise System/9000 
family. The company also said it is shipping five 
ES/9000 processors, announced last September, ear- 
lier than planned. The Models 520, 640, 660, 740 and 
860 will be available this month. Originally, all but the 860 were 


to be delivered in March. 


Prices for a minimum configuration, which includes 64M 
bytes of memory and eight channels, begin at $462,000. It will 
be available in April and is upgradabie to any other processor in 
the 9121 family, the company said. 

The second machine is a rack-mounted model in the 9221 
group. The Model 200 is the upgrade path for existing users 
that want extra power, IBM said. A starter machine with 64M 
bytes of memory sells for $360,000. 
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plans to upgrade to Enterprise 
Systems Architecture next year, 
and “‘that will force us to get up 
to snuff.” 

Analysts, too, were bullish. 
“Tt will rattle the chains of those 
laggards that buy used IBM ma- 
chines,” said Bob Djurdjevic, 
president of Annex Research in 
Phoenix. “‘It will not affect those 
customers that give IBM a sig- 
nificant amount of business any- 
way.” A good portion of the 
used-equipment base is on older 
software releases, he said. 

IBM seems quite aware that 
this policy probably already mir- 
rors what most very large shops 
are doing. ‘Around 400 custom- 
ers give us between 75% and 
85% of our revenues,” Clague 
said. He said IBM will maintain 
its monthly leasing program for 
software because customers 
prefer it as a way of smoothing 
out licensing costs rather than 
paying for it all it in a onetime 
charge. 
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Source: Elms Information Services Group 
CW Chart: Janell Genovese 


> Interoperability of the AS/400 
in heterogeneous computing en- 
vironments. 


While the vendor 
tries to coax users on 
either side of the mid- 
range spectrum, some 
existing AS/400 cus- 
tomers may be almost 
ready to move up to 
the next platform. 
Michael J. Stone, 
manager of informa- 
tion systems at the 
state of Oregon De- 
partment of General 
Services, is currently 
running purchasing 
applications on an 
IBM AS/400 D20. 
The department 
bought the AS/400 
last year when moving 
off a Wang Laborato- 
ries, Inc. VS platform. 
“Based on the posi- 
tive response we've 
had and new software 
we plan to install, we 
may be looking to upgrade with- 
in the next 18 months or so,” 
Stone said. 


IBM establishes laboratory 
to develop parallel systems 


BY MICHAEL ALEXANDER 
CW STAFF 


KINGSTON, N.Y. — In a move 
that takes it one step closer to 
the massively parallel computer 
market, IBM announced plans 
last week to open a laboratory to 
design and build supercom- 
puters. 

The supercomputers devel- 
oped by IBM’s new Highly Paral- 
lel Supercomputing Systems 
Laboratory here will be built 
around multiple RISC Sys- 
tem/6000 microprocessors run- 
ning AIX, the company said. 

The laboratory will initially 
offer machines that will perform 


| in the range of hundreds of bil- 


lions of floating-point operations 
per second (FLOPS) and will 
eventually offer massively paral- 
lel machines that perform in the 
TFLOPS range. IBM said it ex- 
pects to announce the delivery 
date for the lab’s first product, a 
computer based on tens of pro- 
cessors, later this year. 

The supercomputers will be 
marketed only to the scientific 
and technical community, said 


— 





Be eco 


Irving Wiadawsky-Berger, assis- 
tant general manager for super- 
computing at IBM. The decision 
to open the laboratory was 
prompted by IBM’s customers, 
which have been hooking 
RS/6000 workstations into clus- 
ters to perform supercomputing 
tasks, Wladawsky-Berger said. 

“Other companies like Hew- 
lett-Packard and Sun will follow 
suit with strategies like this,” 
said Gary Smaby, president of 
The Smaby Group, a Minneapo- 
lis research firm. 

The decision to push more ac- 
tively into parallel processing 
generated considerable internal 
debate, in part because the ma- 
chines could eventually compete 
with IBM’s own mainframes, 
Wladawsky-Berger said. Ulti- 
mately, ‘‘the direction came loud 
and clear from the customers,” 
he said. 

Unaffected by the laborato- 
ry’s creation will be IBM’s in- 
vestment in Supercomputing 
Systems, Inc. and a technology 
exchange agreement with 
Thinking Machines Corp., an 
IBM spokewoman said. 


Super strategy 


IBM’s new highly parallel computing laboratory is 
part of IBM’s multilevel supercomputing strategy, ac- 
cording to the company. That strategy includes: 

e Continued enhancement of the IBM vector facility, an op- 
tional feature for numerically intensive applications on the En- 
terprise System/9000 and ES/3090 systems. 

e The development of a stand-alone highly parallel system, us- 
ing large numbers of RISC microprocessors, with an option to 
integrate the system to ES/9000 processors. 

e IBM RS/6000 clusters, consisting of a small number of pro- 
cessors that function as an entry-level batch or parallel server. 
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THE FINANCIAL SOFTWARE IMIARKET 





DBS 30% 


CA 22% 


Ross 13% 


ASK 13% 


J.D. EDWARDS 8% 


PANSOPHIC 5% 


ORACLE FINANCIALS 4% 


In UsE* 


According to a recent survey of Datamation Magazine readers 
conducted by Cowen & Co., Oracle Financials are turning the 
applications market on its head. And as the biggest players move down 
to make room for us, it isn’t hard to figure out why. 

Oracle Financials are the modern alternative to the ineffective, 
unresponsive financial software built in the ’70s. They are, in fact, the 
only major financial software to be based on relational technology. 

Which means that in a continually changing corporate environment, 
Oracle Financials can be quickly configured to keep pace 











HAS JUST BEEN TURNED UPSIDE DOWN. 


ORACLE FINANCIALS 27% 


DBS 23% 


CA 23% 


Ross 11% 


ASK 8% 


J.D. EDWARDS 4% 
SSA 4% 
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programming. So you always have the information you need to manage 
your business. 

And like all other Oracle products, Oracle Financials run on virtually 
any computer you have today, or will have tomorrow. On mainframes, 
minicomputers, workstations or PCs; whether they’re on terminals or 
in client-server configuration. 

To find out more about Oracle’s open family of portable software 
and the education, consulting and support services that stand behind 
it, call 1-800-633-1073 Ext. 8168. We'll turn your present 
notions about financial software upside down. 


with reorganizations, mergers and acquisitions. All without COR ACLE 


Software for people who can’t predict the future. 


+ Relative percent of mentions among top eight independent vendors. ©1992 Oracle Corporation. ORACLE and Oracle Financials are re gis istered trademarks of Oracle Corpx mn. Datamat rademark of Cahr 
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Apple names its price in Windows copyright suit 


BY JAMES DALY 


CW STAFF 


CUPERTINO, Calif. — Apple 
Computer, Inc. finally put a price 
tag on the industry’s most close- 
ly watched litigation last week 
when it was disclosed that it will 
seek $4.36 billion in damages 


from Microsoft Corp. as part of 
its high-stakes copyright in- 
fringement suit. 

Microsoft attorneys ridiculed 
the amount, which was released 
in a memorandum from Apple 
earlier this month and reflected 
the opinion of an expert witness 
expected to be testifying on Ap- 
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ple’s behalf. 

“They’re insupportable and 
speculative,” said William Neu- 
kom, vice president of Micro- 
soft’s law and corporate affairs 
office. 

An Apple spokesman said the 
figures cited by Microsoft do not 
represent the formal damage 


claim that will be submitted 
when the case goes to trial, 
which could be as early as June or 


July. 


Attorneys familiar with the 
case said that even if Apple wins 
in court, it will probably collect 
only a fraction of what it is seek- 
ing from both Microsoft and 


At John Wiley & Sons, a leading technical and 


scientific publisher, evaluating AS/400 storage is some- 
thing you do by the book. Especially if you're Mike 
Silverstein, Wiley’s Manager of MIS Technology. After a 
thorough review of companies that offer AS/400 DASD, 
Mike selected IPL to supply all DASD products for Wiley’s 


worldwide business support systems. Here’s why. 


“IPL met the three criteria we identified as 


absolute requirements for doing business with Wiley: 


superior engineering, outstanding price performance 


and exceptional service. With IPL, we got high-capacity 


mirrored protection that was economically feasible. This company doesn’t just mimic IBM; it pushes 


the limits of technology to benefit the user.’ 


Doug Nagan, Wiley’s Senior Vice President and Chief Information Officer, agrees. “IPL’s 


ness growth on a global scale without them. IPL was definitely 


the smart choice for John Wiley & Sons.’ 


To learn more about IPL products and receive your 


complimentary guide to AS/400 mirroring, call 1-800-338-8475, 


617-890-6620 in MA. In Canada call 416-858-3616; in Europe call our Belgium 
office at Ol1l-32-2725.41.58. And get your own read on IPL. 
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DASD solutions are innovative and cost-effective. We could not support new busi- 


SYSTEMS 


The Smart Choice 
for AS/400 Storage. 


Hewlett-Packard Co., which was 
also sued by Apple. 

The Apple memo claims the 
mere presence of Windows in 
the market has caused it to lose 
more than $3 billion in profits as 
a result of reduced unit sales and 
depressed hardware selling 
prices. 

Apple will seek an additional 
$1.3 billion from revenue that 
Microsoft has received from 
Windows 3.0 and other Micro- 
soft software that works with it. 
It could not be learned how much 
Apple will seek from Palo Alto, 
Calif.-based HP. 

Apple sued Microsoft and HP 
in March 1988, charging that 
the overlapping windows and 
icon-manipulation screen fea- 
tures in Windows 2.03 and HP’s 
New Wave, which is based on 
Windows, violated Apple copy- 
rights. 


Oracle links 
to Wizard 


BY JEAN S. BOZMAN 
CW STAFF 


Oracle Corp. demonstrated its 
bent to cover the entire comput- 
ing spectrum last week by an- 
nouncing connectivity to Sharp 
Electronic Corp.’s Wizard hand- 
held computer. 

The Wizard — usually sold in 
department stores for $250 to 
$400 — joins computers as di- 
verse as IBM mainframes, Digi- 
tal Equipment Corp. VAXs and 
Unix workstations that can ac- 
cess Oracle databases. 

Oracle’s new Palmlink appli- 
cation interface would enable de- 
velopers to build applications to 
link the 500,000 Wizards on the 
market with databases residing 
on desktop IBM Personal Com- 
puters or Apple Computer, Inc. 
Macintoshes. All users would 
need is a $129 cable kit to con- 
nect the Wizard with the PC’s 
backplane, a $299 copy of Palm- 
link and the $299 Oracle Card 
application tool kit. 


Updated data 

Data entered on a Wizard can up- 
date an Oracle database or be 
sent to another Oracle user via 
Oracle*Mail electronic mail, said 
Bill Ford, director of marketing 
at Oracle’s New Technology Di- 
vision. Oracle and Sharp will 
jointly market the new products 
beginning this week. 

Gil DeLiso, director of 
Sharp’s Wizard Division in Mah- 
wah, N.J., said he thinks the time 
has come for the handheld device 
to be widely accepted as a com- 
puter in its own right. 

“Only five of every 100 peo- 
ple on the planet can use a com- 
puter,”’ DeLiso said. “‘A comput- 
er has got to be as easy to use as 
a calculator or a telephone. It’s 
got to be nonthreatening for the 
technology to be widely used.” 
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Graphical User Interfaces? 

Graphical User Interfaces (GUIs) are becoming an important part of today’s information processing 
environment and Micro Focus products give developers three user interface development options. 

For OS/2™ environments, Micro Focus COBOL/2™ Version 2.5 provides full Presentation 
Manager™ (PM) support for the development of CUA-compliant interfaces. For PC DOS, users can 
now write applications for the Microsoft® Windows™ 3.0 environment. With Micro Focus COBOL/2, 
developers no longer need to be experts in C or Assembler to write programs that take advantage of 
Windows’ memory management and windowing capabilities. 

Besides the functionality offered within the compiler, Micro Focus also offers Dialog System’? a 
high-level interface development package that offers the ability to quickly and easily develop both GUI 
and character-based user interfaces completely independent of the COBOL application. Applications 
developed with Micro Focus’s GUI technology are faster to develop and make users more productive. 


Productivity Tools? 





Why is Micro Focus Saving 
So Many People So Much Money? 


ee © aresecoremreame 
oe Z -* Aga bs $ 





end-i 
call WIMePT “_ Createwindow” 
by 





Micro Focus has been making COBOL programmers more productive since 1976 by supplying 
state-of-the-art tools and utilities that cut development time. 


No other source code debugger in the industry provides better facilities for program testing and 


analysis than ADVANCED ANIMATOR” This unique debugger allows developers to step through 
program execution line-by-line, monitor data items in windows, even create a structure chart from an 
existing COBOL program. 

Micro Focus COBOL/2 Workbench™ also offers: Analyzer, a utility that tracks the number of 
times statements are executed; COBOL Source Intelligence (CSI), > valuable maintenance and re- 
engineering tool; Session Recorder’ a powerful utility for developing interactive application test suites, 
and many other labor-saving tools that help produce high-quality applications quickly. Users typically 








Mainframe Compatibility? 

Micro Focus brings the power of mainframes to the desktop by offering comprehensive MVS/XA* 
IMS’; CICS’. CICS OS/2, OS/VS COBOL VS COBOL II" DOS-VSE™ and 370 Assembler 
environments on the PC. With Micro Focus COBOL/2 Workbench, application development can be 
moved from the mainframe to workstations. That means more efficient application development, faster 
response times, less mainframe traffic and reduced access charges. Micro Focus also offers unique utilities 
that take the guess-work out of file transfers, source file conversions and data file conversions. 

Micro Focus has been chosen as the newest IBM® AD /Cycle Business Partner. With Micro Focus 
COBOL/2 as the PC COBOL for IBM’s SAA™ strategy and COBOL/2 Workbench, IMS Option, 
CICS Option and MF/370 as key components of the AD/Cycle Produce, Build, Test, Production and 
Maintenance Phases, Micro Focus offers the most complete COBOL programming environment 
available anywhere. In addition to improved productivity, TSO savings average up to 80%. These savings 
are enjoyed by both maintenance programmers and those doing new development. 
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experience an increase in productivity of 25%-50% immediately. 
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Object Oriented COBOL programming isn’t just a dream. At Micro Focus, it’s becoming a 








reality. The Object Oriented Option for Micro Focus COBOL/2 Workbench, now in controlled release, 
offers COBOL developers two object oriented development options. The Object Oriented COBOL 
development system brings OO capabilities to the COBOL runtime system by allowing multiple copies 
of COBOL programs to exist concurrently as “objects.” A preprocessor, class library and class hierarchy 
browser are planned for future releases. 

The OO Option also allows developers to write OO programs in Smalltalk/V PM® (a true OO 
language) and then link those applications to a COBOL program running in DOS or OS/2. The OO 
Option for Micro Focus COBOL/2 Workbench promises great savings for the future through code 
reusability and reduced maintenance costs. 
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A Better Way Of Programming™ 





Micro Focus is a registered trademark. COBOL/2, Workbench, Dialog System, Animator, Session Recorder, Analyzer are all trademarks of Micro Focus. Microsoft is a registered trademark. Windows is a trademark of Microsoft. IBM is a registered 
trademark of International Business Machines Corp. IMS, CICS, CICS OS/2, DB2, Presentation Manager, MVS/XA, OS VS COBOL, VS COBOL I, DOS-VSE and SAA are all trademarks of IBM. Smalitalk/V PM is a trademark of Digitalk. 
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Unisys brings large systems 
features to midrange line 


Scalable A11 costs less to run than A12, offers high-end capabilities 


BY ELLIS BOOKER 
CW STAFF 


BLUE BELL, Pa. — Unisys 
Corp. filled its A series main- 
frame line last week with a sys- 
tem family that spans four of the 
company’s existing midrange 
processors and includes system 
software features now found 
only in its two largest A series 
systems. 

The new A11 consists of two 
single-processor and two dual- 
processor models, ranging in 
price from $400,000 to $1 mil- 
lion. 

A scalable system in the mid- 
dle of the A series is a direct re- 
sponse to pent-up demand 
among customers of smaller A 
series systems who wanted the 
capabilities of the high-end A16 
and Al9 systems but resisted a 
move through the A12, a mature 
system Unisys introduced in 
1987. 

“The A12 is an excellent ma- 
chine ... but is seen by most 
people as the end of a product 
line,” said Paul Woitzel, manag- 
er of technical support at Blue 
Cross/Blue Shield of North Da- 
kota and junior vice chairman of 
the A series subgroup at Cube, 
Inc., one of the two Unisys user 
groups in the U.S. 

One major obstacle of the 
Al12, Unisys officials conceded 
last week, was its raised floor, 
data center environmental re- 
quirement. 


Because the All can be oper- 
ated in an office setting, “it re- 
duces floor space, electrical and 
cooling costs by 20% or more,” 
said John Rioux, a Unisys vice 
president. Rioux said he expects 
85% of A11 sales to go into the 


Strong foundation 
Unisys? new A-series models join 
a fairly well-entrenchea family of 
installed systems 
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existing A series base. Across its 
product family, that base repre- 
sents about 13,000 installations 
worldwide, he said. 

The retiring of the A12 began 
a year and a half ago, when Un- 
isys introduced the A16, a scal- 
able system overlapping the high 
end of the A12. Because the Al1 
overlaps the low end of the A12 
performance range, the compa- 
ny will no longer market the 
A12, Rioux added. 

“T would think for A6 and 


even the A4 [users], it will be a 
path to use, since they'll be able 
to expand by swapping out 
cards,” said Russ Matter, a sys- 
tems analyst with a data process- 
ing unit in Moorhead, Minn., re- 
sponsible for administrative 
computing for local school dis- 
tricts. 

The All announcement, 
which had been expected by cus- 
tomers, was welcomed by cur- 
rent A series customers, some of 
whom had deferred upgrades in 
anticipation of the new system. 

“They’ve taken the best from 
the small [mainframe] and the 
best of the large systems and 
packaged it at an attractive 
price,” said Barbara Shipley, 
manager of network and com- 
puter services at Savannah Elec- 
tric & Power Co. in Savannah, 
Ga. 

At an estimated performance 
of 35 trans./sec., the single-pro- 
cessor A11 falls inside the high 
end of the A6 and the low end of 
the A16 line. 

Woitzel noted that the All 
shares a number of features of 
the the two top-end A series sys- 
tems, the A16 and A19. For ex- 
ample, like the A16, the Al1 can 
be partitioned, and the dual-pro- 
cess All can be operated either 
as a monolithic processor or as 
two independent computing en- 
vironments running their own 
copies of the Unisys MCP/AS 
operating system. 

Likewise, the All also de- 


A server connection 


nisys upped its stake in the multivendor client/ 
server arena last week by announcing a high-speed 
channel-based connection between its A series main- 

frames and either Unix System V or OS/2 servers. 
The connection is based on Unisys’ Cooperative 
Computing Environment (CCE), announced approximately a 
year ago. The initial CCE also linked A series mainframes to 
OS/2 and Unix environments; however, the original product 
linked the two server environments within a single, low-end Mi- 

cro A Model MA825 box, Unisys said. 

The new implementation consists of a 20M byte/sec. chan- 
nel-based connection that will link either Unix or OS/2 boxes on 
one side and the entire Unisys A series on the other, according 


toa Unisys spokesman. 


The link, combined with CCE’s remote procedure call tech- 
nology, is said to allow clients attached to one server environ- 
ment to transparently access resources on the other. 

Express Newspapers PLC has been using the existing low- 
end CCE to interconnect Unix-based electronic layout devices 
on an Ethernet LAN with an A series production control sys- 
tem, according to Peter Everiss, a group information technol- 
ogy controller at the London-based publishing company. 

The link allows A series production applications to query var- 
ious layout devices ‘‘to find out whether something is ready for 
output, or what is missing,”’ he added. 

The higher capacity versions of CCE will potentially allow 
Express Newspapers to introduce bandwidth-intensive applica- 
tions, such as dragging graphics files and document images from 
the Unix systems in layout to an accounting system on an A se- 
ries, “just by pushing a button,” Everiss said. 

The CCE implementations for Unisys Series A-11/211 and 
A-11/222 hosts are due out in March; Al6 and A19 configura- 
tions are slated for third-quarter shipment, Unisys said. 

An 11-user, entry-level CCE package, including a Unisys 
Unix or OS/2 platform, channel adapters for the bus and CCE 


software, is priced at $24,000. 


rives its I/O architecture from 
the A16, with the dual-processor 
model able to handle 1,800 I/O 
requests per second, according 
to Unisys. 

The Al1-211 and Ali-222 


ELISABETH HORWITT 


dual-processor machines are 
available immediately. Higher 
performance single- and dual- 
processor models, the A11-411 
and 422, will begin shipping in 


June, Unisys said. 


Sun dons pinstripes 
for corporate user pitch 


CONTINUED FROM PAGE 1 


vice president of investment op- 
erations. ‘We are very pleased 
with our Sun workstations, but 
[HP] is really outdistancing them 
when it comes to dealing with 
commercial customers.” 

The bank uses a wide-area 
network of 85 Sun workstations 
for a trading application and also 
runs Lotus Development Corp. 
and Wordperfect Corp. applica- 
tions on the Sun machines. But 
when the bank’s corporate office 
began considering a broader mi- 
gration to Unix systems, HP 
weighed in with a detailed pro- 
posal, while the local Sun resell- 
er merely shipped over a handful 
of brochures. 

Sun officials acknowledged 
their shortcomings in this arena. 
“Where we are lacking most is in 
our commercial sales approach,” 
said Nancy Colwell, director of 
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commercial tools and technol- 
ogies at Sun. 

However, a plan of attack is 
shaping up, with many of the 
pieces falling into place over the 
next year, Colwell added. They 
include the following: 

e Launching a worldwide train- 
ing and awareness program 
called the Commercial Markets 
Initiative, which focuses on sell- 
ing to information systems direc- 
tors and chief executive officers. 
e Expanding Sun’s porting cen- 
ters with “‘integration”’ centers, 
where customers and software 
vendors can work firsthand with 
connectivity between Sun’s and 
other vendors’ machines. 

e Widening commercial reseller 
and distribution channels and 
coaxing more software vendors 
to port IBM mainframe-class ap- 
plications, tools and utilities to 


the Sun platform. 

One of the most important 
commercial sites for Sun is at 
Northwest Airlines in Eagan, 
Minn., where an extensive net- 
work of 450 Sun workstations 
and at least 40 servers work in 
conjunction with a mainframe for 
passenger revenue ac- 
counting. 

“Overall, Sun has 
been very responsive to 
us,” said Scott Grengs, 
the project leader for 
Northwest’s passenger 
system. 

One concern, 
Grengs added, is that 
when problems do 
arise, Sun often recom- 
mends solving them by 
moving to the latest 
hardware or software 
revision. ‘“They some- 
times don’t understand 
we actually have a pro- 
duction system on our 
Sun hardware, so we 
cannot keep up with all 
the latest revisions,’’ he 
said. 

Like 


other large 


COMPUTERWORLD 


is now the third largest 
Unix systems vendor in the world 


Source: IDC 


commercial users with Unix net- 
works, Northwest also had to de- 
velop its own mainframe-quality 
data center administration tools 
— a reflection not just on Sun 
but on Unix operating systems in 
general. 

“The system control is too 


Going commercial 
From its technical/scientific roots, Sun 
commercial 
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raw. We don’t have the utilities 
or the security features we really 
need,” said Tery Zamora, super- 
visor of the Microsystems Group 
at Carnival Cruise Lines, Inc. in 

The firm is using 17 Sparcsta- 
tions and servers for both ship- 
board and shoreline processing, 
with plans to integrate the Sun 
machines with a Unisys 2200 
mainframe 


“‘We have grown very fast, 
and our needs change on a daily 
basis, but our Sun service has 
been fabulous,” Zamora said. 

In Boulder, Colo., Consumer 
Health Services, Inc. has found 
Sun equipment “incredibly well- 
suited for the commercial envi- 
ronment because it’s so reli- 
able,” said Barbara Kostanick, 
MIS director. The company uses 
a network of 15 Sun worksta- 
tions to support a nationwide pa- 
tient/doctor telephone matching 
service. 

“Two and a half years ago, 
Sun really didn’t know how to 
work with commercial custom- 
ers,” Kostanick said, “but 
they’ ve come a long way.” 
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NEWS 


Managers seek balance in LAN control 


BY ELISABETH HORWITT 
CW STAFF 


BOSTON — A large number of 
information systems managers 
walking the floors of last week’s 
Networld ’92 show seemed to be 


ma: how to devise a distributed 
local-area network management 
strategy that encourages users 
to take charge of their comput- 
ing destinies — without allowing 
them to abuse their new free- 
dom. 


in the role of anxious parents 
watching their children grow up. 

As PHH Relocation and Real 
Estate Management Services 
moves toward its goal of putting 
80% of applications on LANs, 
the firm’s information technol- 


struggling with the same dilem- 


This puts many IS managers 


Confounded again 


ire kickers abounded at the network 

management software exhibits at last 

week’s Networld ’92 conference, as a 

panel of information systems managers 

from Fortune 500 companies suggest- 
ed the products they wanted to see were still a 
few years off. 

The panel included Michael Disabato, Mc- 
Donald’s; Bechir Abbassi, Texaco, Inc.; Mark 
Roy, John Hancock Financial Services; and Jim 
Moorhouse, Motorola. 

The following summarizes some of the gaps 
the panelists cited in vendors’ current network 
management offerings: 


> Problem: Too many competing platforms. 
Result: Fear, uncertainty and doubt about 
committing to a network management product. 
Solution: Industry implementation of stan- 
dards to ensure that users are not trapped on 
one platform. 

> Problem: Standards groups are moving too 
slowly. Too many variations, options and exten- 
sions on existing standards mean compliance 
does not guarantee multivendor interoperabi- 


Result: Some companies have put off purchas- 
ing an integrated management solution indefi- 
nitely; others await Open Software Foundation’s 
Distributed Management Environment. 
Solution: Groups such as the OSI Network 
Management Forum and National Institute of 
Standards and Technology are coming out with 
guidelines for consistent standards in coopera- 
tion with vendors and users. 

> Problem: Existing systems are too costly. 
Result: See preceding item. 

Solution: Get systems down to six-digit fig- 
ures; develop truly open platforms, interfaces 
and tool kits and make them easily accessible 
and low-cost to encourage new market entries. 
»Problem: The need to implement multiple, 
proprietary systems to effectively manage a 
multitude of proprietary network devices. 
Result: The ‘‘swivel chair syndrome,” where 
network managers frantically swivel from one 
monitor to the next as they track a single failure, 
such asa line break, across the network. 
Solution: Standards-based “manager of man- 
agers” platforms that collect and correlate 
alerts across multivendor devices. 


ogy services department is “try- 


lity. 
eae 
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LAN security marching to smart hubs 


CONTINUED FROM PAGE 1 


vice president of network re- 
search. 

The silicon-based 3Com tech- 
nology is more encompassing 
than the hardware/software UB 
implementation, announced 
ahead of schedule to counter 
3Com’s Networld rollout, ana- 
lysts said. 3Com_ introduced 
an application-spe- 
cific integrated cir- 
cuit-based security 
architecture for 
LANs implemented 
in the Linkbuilder 
ECS high-end hub. 
3Com gained the 
hub two weeks ago 
when it acquired the 
data networking 
product line of BICC Data Net- 
works. 

The firm’s LAN Security Ar- 
chitecture (LSA) was designed 
to deliver data only to those us- 
ers demonstrating a “need to 
know.” The system is said to 
scramble data to all other net- 
work devices. 

The LSA cannot accommo- 
date this feature in Token Ring 
networks because of the node- 
to-node message-copying 
scheme of the token-passing ac- 
cess method, acknowledged 
Chris Gahan, market develop- 
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ment manager at 3Com’s UK- 
based Premises Distribution Di- 
vision. However, he said, LSA 
features allowing administrators 
to create closed user groups, 
eliminate fallible password pro- 
tection and automatically discon- 
nect unauthorized users are ap- 
plicable to Token Ring and are 
being developed. 

UB said it will of- 
fer a software/hard- 
ware access control 
mechanism  imple- 
mented on a new 
10Base-T concen- 
trator module for its 
Access/One _high- 
end hub that it plans 
to announce within 

two weeks. 

Users can program the con- 
centrator to receive packets 
from one workstation or a group 
of workstations and block ali oth- 
ers, said Brad Noblet, general 
manager of one of UB’s hub de- 
velopment operations divisions. 
The company would not provide 
10Base-T security pricing infor- 
mation. 

Cabletron said it will adopt 
the silicon approach to protect 
against network eavesdropping. 
Currently, its hub provides port- 
locking to prevent unauthorized 


users from accessing data, and 
the company said it plans to add 
the extra level of security to pre- 
vent unauthorized interception 
of data at the higher network lay- 
ers that can be done with proto- 
col analysis tools, said Bob An- 
derson, Cabletron’s Ethernet 
product manager. 

Security for Ethernet-based 
LANs such as 10Base-T, which 
supports the 10M bit/sec. con- 
tention-based LAN over un- 
shielded twisted-pair wire, is an 
issue because “Ethernet is a 
completely open environment. 
You can listen promiscuously to 
any Ethernet conversation,” 
said Paul Callahan, a senior ana- 
lyst for network strategies at 
Forrester Research, Inc. in 
Cambridge, Mass. 

Though a tenth the price of 
standard encryption schemes at 
$60 per port, 3Com’s offering is 
“much too expensive for the 
mainstream user” as a percent- 
age of per-port hub network con- 
nection costs, said Charlie Rob- 
bins, director of communications 
research at Boston-based con- 
sultancy Aberdeen Group. 
Those prices currently hover 
around $100. 

Lori Steinmetz, data network 
manager at The Christian Sci- 


COMPUTERWORLD 


ing to get back the control we 
had on mainframes and minis,” 
said Charles Venter, the group’s 
director. At the same time, he 
added, “We don’t want to con- 
trol users so much as make sure 
they don’t do something harm- 
ful, and fix whatever problems 
develop.” 

This means finding the right 
tools to allow IS to scan the 
health of various distributed 
LAN systems because users of- 
ten do not have the expertise to 
“tell the doctor where it hurts,” 
Venter said. 

Several IS managers said 
they were struggling to delin- 
eate responsibility for LAN sys- 
tems between IS or telecom- 
munications departments and 
local user groups. The lines must 
be clear but flexible, sources 
agreed. 

Mark R. Roy, a network oper- 
ations consultant at John Han- 
cock Financial Services, said he 
believes the local administrator 
should take responsibility for 
keeping track of user access on 
the LAN: “Every time someone 
leaves, you don’t want to have to 
file a [security] report to the cen- 
tral management group.” 

However, IS needs a higher 
level of access to LAN systems 
so that it can, for example, shut 
down a given port after a securi- 
ty breach, Roy said. 

The network control center 


ence Publishing Society, a 3Com 
hub and router user, acknowl- 
edged that he probably would 
not be able to justify the $60 per- 
port cost for his mission-critical 
network “until something [intru- 
sive] happens. When it does, the 
money will come pouring in.” 
This is a typical corporate 


should be able to take over secu- 
rity and administration during 
off-hours, when local LAN ad- 
ministrators generally go home, 
IS managers pointed out. 

Motorola, Inc. sites take on 
only as much network manage- 
ment responsibility as they can 
handle, according to Jim Moor- 
house, the company’s manager 
of network management strate- 
gies. ‘‘Sales offices with no man- 
agement expertise can contract 
with the corporation to manage 
their LAN, while big groups with 
their own network management 
staffs may not even forward 
alarms unless they have no staff 
after hours,’’ he said. 

United Parcel Service, Inc. is 
currently hammering out a cor- 
poratewide LAN management 
strategy in which some network 
components — such as T1 back- 
bones and shared databases — 
would be centrally managed, 
while LAN management would 
be handled largely at the district 
level, according to Randy Smith, 
telecommunications manager. 

One likely scenario is an “‘es- 
calation process” that automati- 
cally alerts the network control 
center when a LAN problem 
gets too serious for the local 
group to handle, Smith said. 

At McDonald’s Corp., users’ 
LAN management responsibil- 
ities will probably be limited to 
“knowing how to boot and back 
up a LAN and call us when there 
is 2 problem,” said Michael Disa- 
bato, manager of the firm’s net- 
work management design group. 


modus operandi, Callahan said. 

Cabletron said it expects its 
silicon security option to range 
from $20 to $40 per port. 

One still unanswered ques- 
tion is how security features 
available on one or a few of a ven- 
dor’s hub offerings will play with 
other members of the vendor’s 


3Com, Novell team up 


ric Benhamou, 3Com president, acknowledged that a 

year ago, he would have advocated migrating 3Com’s 

3+Open network operating system customers to 

Microsoft Corp.’s LAN Manager, on which 3+ Open 

is based. 3Com exited the LAN software business 
about 18 months ago to focus on internetworking, wiring hub, 
terminal server and network adapter card products. 

However, in light of Novell, Inc.’s recently announced tools 
for migrating 3+ Open to Netware, 3Com teamed up with the 
market share giant at last week’s Networld ’92 Boston show on 
joint marketing programs to benefit reseller channels. The joint 
activities included seminars on how to expand Netware environ- 
ments with 3Com products and interoperability testing and cer- 


tification. 


Benhamou said that because the majority of 3Com wiring 
hub sales are to Netware environments, all 3Com adapter cards 
now have Netware drivers, and 3Com is currently developing 
hub card products that conform to Novell’s Hub Management 


Interface specification. 


He added that the Novell alliance “will have no effect” on 
3Com’s relationship with Microsoft and that 3Com will ulti- 
mately invest ‘‘several tens of millions of dollars to exit from the 
workgroup business” over a five- to seven-year period. 


JOANIE M. WEXLER 
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Operation Sundevil nabs first suspect 


Defendant pleads guilty to possession of access codes, faces 10-year term 


BY MICHAEL ALEXANDER 
CW STAFF 


The U.S. Department of Justice 
said last week that it had suc- 
cessfully completed its first pros- 
ecution in the Operation Sundev- 
il investigation. 

Robert Chandler, 21, pleaded 
guilty in federal court in San Die- 
go to a single felony for possess- 
ing 15 or more access codes, 
which can be used illegally to 
make toll-free telephone calls, 
said Scott Charney, who heads 
the Justice Department’s com- 
puter crime unit in Washington, 
D.C. Chandler also admitted to 
using the access codes, Charney 
said. 

Chandier will be sentenced on 
May 11. The legal maximum 
penalty is 10 years’ imprison- 
ment, but federal prosecutors 
will probably recommend proba- 


Sybase refines 
DBMS tool kit 


BY JEAN S. BOZMAN 
CW STAFF 


EMERYVILLE, Calif. — Sy- 
base, Inc. last week unveiled its 
new and improved application 
tool kit, which fixes several prod- 
uct flaws and adds layers of sup- 
port for graphical displays. 

Industry analysts said the 
changes will make Sybase a 
stronger competitor against Or- 
acle Corp. and The Ask Cos.’ In- 
gres Products Division, since 
both have extensive application 
tool sets. 

APT Workbench 5.0 contains 
fixes suggested by Sybase users, 
who found APT 4.0’s memory 
usage inefficient and its interface 
somewhat cumbersome [CW, 
Feb. 10]. 

“Users had complaints about 
APT being  keystroke-inten- 
sive,” said Berl Hartman, vice 
president of product marketing 
at Sybase. “They also said we 
took up too many lines on the 
menu bar.”’ Both problems have 
been fixed in APT 5.0, she said. 

The APT 5.0 software in- 
cludes a new graphical user in- 
terface (GUID) translator that will 
convert Sybase character-based 
applications to the Open Soft- 
ware Foundation’s Motif inter- 
face or to Sun Microsystems, 
Inc.’s Open Look. Other mod- 
ules will allow users to further 
customize GUI screens. Sybase 
also integrated products from its 
subsidiary, SQL Solutions, Inc. 
in Burlington, Mass., into APT 
5.0, including a testing facility 
and a debug module. 

Prices for APT Workbench 
5.0 range from $1,880 to 
$128,080. 
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tion, assuming the sentencing 
guidelines and the judge handling 
the case permit it, Charney said. 

Chandler may also be re- 
quired to make restitution of a 
still-undetermined amount for 
telephone calls made with the 


access code. 

On May 7 and 8, 1990, U.S. 
Secret Service agents and local 
law enforcement officials exe- 
cuted more than 20 search war- 
rants in 14 cities in a nationwide 
crackdown on computer crime 


code called Operation Sundevil. 
Federal law enforcers said the 
raid was aimed at rounding up 
computer-using outlaws who 
were engaged in telephone and 
credit-card fraud. 

Approximately 42 computers 
and 23,000 disks were swept up 
in the dragnet, but until last 
week there were no indictments 
or convictions in the investiga- 
tion. 


The Justice Department has 
been severely criticized by Com- 
puter Professionals for Social 
Responsibility (CPSR), the Elec- 
tronic Frontier Foundation and 
other advocacy groups for its 
handling of the Operation Sun- 
devil cases. CPSR has charged 
that federal law enforcers tram- 
pled on the First and Fourth 
Amendment rights of those tar- 
geted in the raid. 


Announcing Miuliti&zrez~, the New Communications 
Software Package From Multi-Tech Systems 


Here, There, and Everywhere. 


MultiExpress works from HERE, allowing you to 
use your modem to dial into information services, 
BBSs or corporate mainframes. 

MultiExpress works from THERE, giving you 


Introductory Offer: Two Ways To Get It. 


Easy way: 
of $195.* 


Easier way: 


Buy it at the special introductory price 


During the introductory period? 


MultiExpress is included free with any 


remote control of another computer, such as the one 
at work when you're home. 

MultiExpress works from EVERYWHERE, 
allowing LAN gateway access for both in-bound and 
out-bound communications. 

Instead of buying several different comm packages 
for your local, remote and LAN applications, get 
one...MultiExpress! 


Call us at 1-800-328-9717 for more detailed 
information on our software, as well as our modems, 
multiplexers and LAN gateways. 


MultiExpress, MultiModem and MultiTech 
are trademarks of Multi-Tech Systems, Inc 
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Multi-Tech MiaitiMfdem* 2400, 9600 
or 14,400 bps modem. 


Multi lech 


Systems 


The right answer every time. 


Multi-Tech Systems, Inc., 2205 Woodale Drive 

Mounds View, Minnesota 55112 U.S.A. 

(612) 785-3500, (800) 328-9717, U.S. FAX (612) 785-9874 
International Telex 4998372, International FAX (612) 331-3180 


*1/1/92 through 6/30/92 
Copyright © 1991 by Multi-Tech Systems, Inc 








NEWS SHORTS 


S.F. VDT law struck down 

San Francisco’s VDT-safety law was struck down in court last 
week. Superior Court Judge Lucy McCabe said the city had 
preempted the state’s role as regulator of workplace safety 
when it passed the law in December 1990. The legislation re- 
quired city businesses to provide their employees with office 
furniture, lighting and training to reduce worker stress. Elaine 
Warren, deputy city attorney for San Francisco, said her de- 
partment was disappointed with the ruling and may appeal it. 


IBM cuts laptop tag — again 

IBM slashed $1,200 from the price of its Personal System/2 
Model L40SX laptop computer last week. It was the fourth 
time IBM has cut prices on the L40 since introducing it in 
March 1991. The L40SxX is now priced at $2,495 in its base 
configuration of 2M bytes of random-access memory and a 
60M-byte hard drive, 32% lower than its previous price of 
$3,645. IBM cut prices on all the notebook’s options as well. 


Cray Computer back to basics. . . 
Cray Computer Corp. said last week it is abandoning plans to 
build the Cray 3 supercomputer to pursue less ambitious sys- 
tems, according to a published report. Cray Computer’s deci- 
sion to downscale its plans was triggered when the University 
of California’s Lawrence Livermore National Laboratory, Cray 
Computer’s sole customer for the Cray 3, canceled its order for 
the $30 million machine in December. The laboratory said it 
was tired of waiting for the technical wrinkles to be smoothed 
out of the supercomputer. Telephone calls to Cray Computer 
executives were not returned. 


. .. As Cray Research gets RISC-y 
Cray Research, Inc. comfirmed at last week’s Supercomputing 
Europe ’92 conference that it plans to use Digital Equipment 
Corp.’s 64-bit Alpha reduced instruction set computing micro- 
processor for its first-generation massively parallel system. 
The company is developing a system, slated to be introduced 
next year, with a projected peak performance of more than 100 
billion floating-point operations per second. 


NEC colors its notebook 

NEC Technologies, Inc. is expected to announce within a 
month a color version of its Ultralite line based on Intel Corp.’s 
25-MHz 80386SL chip, according to a source close to the com- 
pany. The system, which will have an active-matrix screen, 
should weigh 7.5 pounds and will initially come with an 80M- 
byte hard drive anda 11-hour battery life — all for $6,500. 





DEC to build own PCs 


DEC announced last week that its Taiwan manufacturing facil- 
ity will begin designing and producing personal computers. 
DEC has previously relied on outside contractors for its PC 
production, but according to Frank Michnoff, an analyst at 
Westport, Conn.-based Meta Group, Inc., “‘Other players don’t 
always have your best interest at heart. This is a major signal to 
the market that DEC is serious about PCs.”’ 


Short takes 

New product showings from Canon U.S.A., Inc. include a 
Bubblejet combination color copier/scanner/printer, a high- 
end 60 page/min. machine and a full-color fax machine . . . The 
advertising spat between Lone Star denizens Compaq Com- 
puter Corp. and Dell Computer Corp. has been settled out 
of court. Nobody’s talking, but Dell is paying an undisclosed 
amount to Compaq ... Wordstar International could be- 
come a black star if its fiscal hemorrhaging continues. Second- 
quarter results were a net loss of $3.3 million . . . Apple Com- 
puter, Inc. will open Apple Market Centers in Boston, San 
Jose, Calif., Chicago, Phoenix, Atlanta and Philadelphia this 
year ... Everex Systems, Inc. last week announced reduc- 
tions of up to 32% on its Step and Tempo 1486-based PCs. 
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When CIOs become expendable 


CONTINUED FROM PAGE 1 


This further squeezes tenure 
expectancies of CIOs, who are 
already under siege. In a De- 
loitte & Touche survey released 
last week, 36% of the companies 
polled said their previous CIO 
had been dismissed or demoted 
(see story below). 

At Rubbermaid, Inc., “‘We 
downsized corporate MIS to the 
point where we just eliminated 
it,” said Joseph Balnave, Rub- 
bermaid’s former corporate vice 
president of MIS, who essential- 
ly eliminated his own job. ‘Each 
of our businesses was pretty au- 
tonomous in four different mar- 
ket segments, and it didn’t ap- 
pear there was a need to have a 
corporate function for [IS] coor- 
dination and policy.” 

After seven years as Woos- 
ter, Ohio-based Rubbermaid’s IS 
chief, Balnave is now director of 
MIS at Ferro Corp., a Cleveland- 
based materials manufacturer. 

Rubbermaid is one of several 
companies that have trans- 
formed corporate headquarters 
into holding companies, greatly 
reducing or eliminating the need 
for a high-level executive to set 
IS policy. Such companies may 
retain a limited corporate IS staff 


Shaking all over 
Recent IS management shifts 


with a director- or manager-lev- 
el employee in charge of head- 
quarters IS functions, possibly in 
addition to other areas. 

“T think there is a 
certain holding com- 
pany mentality that 
is coming back,”’ said 
Larry DeJarnett, a 
vice president at 
Chicago-based con- 
sulting firm A. T. 
Kearney, Inc. 
“Whether you need 
a CIO in that situa- 
tion is arguable.” ie 

Rubbermaid ex- Fo 
ecutives said IS 
groups in their busi- 
ness units have been 
faster and more responsive than 
the centralized organization was. 

“With some of the quick-re- 
sponse customer systems that 
have gone into effect, I seriously 
question if we could have done it 
at corporate without creating a 
mammoth organization,’ said 
Don Awbry, senior vice presi- 
dent of technology and environ- 
mental affairs. ‘‘It’s an issue of 
[business unit] ownership, as op- 
posed to ‘I’m from corporate and 
I’mhere to help.’ ” 
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nave 
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himself out of a job 


At United Technologies 
Corp. in Hartford, Conn., former 
Vice President of IS John Ham- 
mitt once commanded 11 direct 
reports. Today, the 
$22 billion diversi- 
fied manufacturer 
has just three corpo- 
rate IS staff manag- 
ers, led by Ulf An- 
derson, director of 
corporate IS [CW, 
Jan. 27]. 

European manu- 
facturing giant Asea 
Brown Boveri, Inc. 
(ABB) recently re- 
structured its U.S. 
IS management in 
the image of its par- 
ent, which conducts a $27 billion 
global business with just 100 
people at headquarters in Zu- 
rich. The position of Gregory 
Buoncontri, vice president of in- 
formation management _ ser- 
vices, was eliminated, with IS au- 
thority dispersed among units of 
ABB’s $6 billion U.S. enterprise. 

“Tt is in keeping with the way 
the rest of ABB functions,” a 
company spokeswoman said, 
noting that the corporate staff at 
Stamford, Conn., headquarters 
has shrunk by 90%. 

“‘T don’t know of a business to- 
day that isn’t looking at separat- 
ing [decisions] out from a corpo- 
rate hierarchy into smaller 
pieces,”’ said Leonard Tenner, 
CIO at Hewitt Associates, a Lin- 
colnshire, Ill.-based consulting 
and actuarial firm. 

Autonomous business units 
are increasingly reluctant to sup- 
port centralized functions, espe- 
cially if they involve expensive 
technology decisions. At Rub- 
bermaid, “‘each general manager 
was held totally accountable for 
their own bottom line,”’ Balnave 
said. “Why should they want to 
support a corporate organization 
that they had no control over?” 


en 
VP Bal- 
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Swinging on a weak vine 


or CIOs, it is a jungle out there. said Winski, now an independent consultant. 








That oft-held perception found 
some quantitative backing last week in 
the results of the annual Deloitte & 
Touche CIO survey. For the second 

straight year, involuntary CIO departures in- 
creased, many hastened, no doubt, by severe 
budget and business pressures. 

The position of CIO “‘is a much less forgiving 
environment today,” said Kathryn Hayley, the 
Chicago-based Deloitte & Touche partner in 
charge of the survey. “‘As organizations look to 
the bottom line, there is probably less patience 
and tolerance than there was a few years ago.”” 

Hayley’s thoughts were echoed by former 
Time Warner, Inc. CIO Donald Winski, who left 
the entertainment and publishing firm last year 
by mutual consent. “In a recession, more of a 
controller mentality takes over because when 
there’s no revenue growth, you go after costs,” 
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Bad career news in the survey was not limited 
to the top IS ranks. Of applications development 
professionals who left their jobs in 1991, 15% 
left involuntarily — up from 11% in 1990. 
“Companies needed to do some downsizing, and 
people who weren’t performing very well were 
let go,” Hayley said. 

The average IS budget increased by 3%, 
slightly lower than the rate of inflation. In addi- 
tion, 25% of CIOs said they expect their budgets 
to be cut this year, up from 20% in last year’s 
survey. 

The trend toward smaller computing plat- 
forms came through loud and clear. Respondents 
said the percentage of applications that are 
mainframe-based would plummet from 68% to 
44% in the next two years. Several distributed 
technologies were cited as alternatives. 

CLINTON WILDER 
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Most PC software delivers fairly well—up to a point. 
Trouble is, that point usually comes when you’re 
reaching for that extra something your software just 
wasn’t designed to do. But probably should have been. 

With the SAS’ Applications System, we make a 
simple promise. You’ll never run out of steam. Period. 
That’s because we’ve built the SAS System to tackle 
virtually any application that involves accessing, man- 
aging, analyzing, or presenting data. 


Power to Go the Distance. 


The SAS System exploits the exciting potential of to- 
day’s more powerful desktop hardware. Not to mention 
more capable environments like OS/2° with its excellent 
connections to the mainframe. Pull-down menus and 
pop-up windows let you perform a variety of tasks just 
by pointing and clicking: data entry, retrieval, and 
management...report writing and color graphics...sta- 
tistical and mathematical analysis...business planning, 
forecasting, and decision support...operations research 
and project management...and more. 

And since the SAS System is SAA™ compliant, you 
can put these applications to work on and across 


multiple platforms—from the desktop to the data center. 


Locals Globalis Help 


Put Us to the Test. Free. 


Find out how the SAS System can keep your organization 
moving full steam ahead. And learn how we back that 
promise with the most reliable support, documentation, 
training, and consulting. 

For a free executive summary, with details about 
how you can receive the SAS System for a free no-risk 
evaluation, just give us a call now at 919-677-8200. 

In Canada, call 416-443-9811. 


The SAS* Applications System. 
Simply Powerful. Powerfully Simple. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive CL) Cary, NC 27513 
® Phone 919-677-8200 L) Fax 919-677-8123 


The SAS System runs on mainframes, minicomputers, workstations, and personal 
computers. 


SAS is a registered trademark of SAS Institute inc. OS/2 is a registered trademark, 
and SAA a trademark, of IBM Corp. 


Copyright © 1990 by SAS Institute Inc. Printed in the USA. 
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BY JOHANNA AMBROSIO 
and NELL MARGOLIS 


CW STAFF 


BOSTON — Computer Associates Inter- 
national, Inc. has filed a lawsuit that 
charges State Street Bank and Trust Co. 
with operating as a service bureau using 
CA software without paying proper li- 
censing fees. 

The action came to light last week dur- 
ing the much-publicized legal battle be- 
tween CA and Electronic Data Systems 
Corp. However, CA Executive Vice Presi- 
dent Arnold Mazur said in a telephone in- 


NEWS 


CA sues bank over licensing difference 


terview that the State Street suit is com- 
pletely unrelated to the EDS action and 
that CA is not pursuing a strategy of tak- 
ing users to court. 

The EDS suit “‘is in a class by itself,” 
and CA is not going through outstanding 
licenses looking for violations, technical 
or otherwise, Mazur said. 

The lawsuit against State Street, 
which was filed here Oct. 30, 1991, 
charges that the bank owes CA back roy- 
alties of at least $8 million; CA is also 
seeking other monies for penalties and 
fees. State Street, in addition to being a 
bank, provides financial and accounting 
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services to customers. 

The legal briefs stated that the bank 
signed licensing agreements in 1980 with 
Applied Data Research, Inc. — a compa- 
ny that CA acquired in 1988 — for pack- 
ages including the Datacom database 
management system, Dataquery, Data 
Dictionary and Librarian. In 1985, ac- 
cording to court documents, that agree- 
ment was amended to allow State Street 
to run that software and other packages 
“in a time-sharing, service bureau and/or 
remote batch environment” with a fee 
structure that fluctuated depending on 
how many customers State Street had. 


Consider Our Vision Of 
Productivity. 


A Relational Applications 
Development Environment 
A True Relational Development Model 
Outstanding Performance and Productivity 
Integrated Prototyping, Deicke & Maintenance Environment 
Full Integration wii Rdb and RMS 
Structured, Feature-Rich Fourth Generation Language 
Interactive, Dynamic Data Dictionary 


Protection of Your Development Investment 


Call Ross Systems today for more information: (404) 257-9198 Ext. 101 


FINANCIAL 


DISTRIBUTION 
FOURTH GENERATION LANGLAGI 


ASYStems 


Your Digital Software Source 


HUMAN RESOURCI 


PUBLIC SECTOR 
MANUFACTURING 


; The Ross Systems logo is a trademark of Ross Systems, Inc. 
VMS/Rab is a trademark of Digital Equipment Corporation. GEMBASE is a trademark of Ross Systems, Inc. 
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CA alleged that State Street only paid 
licensing fees that entitled it to run jobs 
for 15 customers, although it has more 
than 15 clients. Furthermore, the com- 
plaint said, the bank ran some 50 software 
packages in time-sharing mode that were 
only supposed to be used for the bank’s 
own internal business. As a result of the 
dispute, CA has ‘‘terminated”’ the license 
agreements of the disputed software 
packages, and it stopped providing sup- 
port on Nov. 22, 1991. State Street has 
since received a court order restoring 
support at least until the hearings are 
over. 

State Street lawyers, spokesmen and 
information systems executives refused 
to comment beyond confirming that the 
suit has been filed and that they are de- 
fending it vigorously. According to the 
bank’s court statements, however, CA 
has not provided details of how State 
Street’s use of the software violates the li- 
cense agreements. 

CA and State Street also differ over 
how vigorously they have tried to settle 
their differences. CA said it has made 
“various efforts” to resolve the dispute 
with the bank, while State Street said CA 
had never before asserted that its soft- 
ware was being misused or that copy- 
rights were being infringed. 


Compaq to plug in 
newest Intel chip 


BY CAROL HILDEBRAND 
CW STAFF 


HOUSTON — Matching the “‘in like a 
lion” spirit of March, Compaq Computer 
Corp. is expected to introduce on the 
third of next month both a server and a 
desktop box based on Intel Corp.’s forth- 
coming dual-speed coprocessor. 

Sources said the entry-level System- 
pro and Deskpro Lites are expected on 
the same day that Intel formally an- 
nounces the first 1486-based P24, which 
will run at a 25-MHz external clock speed 
while doubling that speed internally. The 
machines will essentially be plucked from 
the Systempro LT and Deskpro modular 
lines and goosed up with the new chip, 
sources said. 

Compaq, which is struggling after tak- 
ing a drubbing pricewise from smaller, 
nimbler personal computer vendors, bad- 
ly needs a shot in the arm. Its recent mas- 
sive restructuring has many industry 
watchers wondering whether the compa- 
ny’s new focus on price will come at the 
expense of its reputation for technical ex- 
cellence. 

Analysts agreed that an innovative 
product would give the company a much- 
needed boost. “‘Even if millions of people 
don’t buy the product, it’s important to 
Compaq to be the first with the newest. 
The old Compaq used to do it all the 
time,” said Richard Shaffer, an analyst at 
Technologic Partners. 

While such a product would be a first, 
there is some skepticism in the industry 
as to the viability of boxes based on the 
P24. 

“We have lots of Systempros because 
we have a need for that kind of horsepow- 
er on LAN servers,” said Glen Jurmann, 
section manager of office technology at 
Baxter Healthcare Corp. “‘So a Lite Sys- 
tempro would not do much for us.” 


FEBRUARY 17, 1992 





CONGRATULATIONS. 
YOUR NEXT CUSTOM APPLICATION IS 
ALREADY HALF FINISHED. 


Imagine sitting down to write a custom application in a true 
object-oriented world. 

Where work that used to require hours of wrestling with 
complex code could be done graphically with a mouse. 


files, storing data, choosing 
fonts and colors, processing 
sound, even communicating 
between applications. All com- 
plete with standard dialogs. 

And NeXTstep’s Interface 
Builder revolutionizes the way 
custom applications are built. 
You use the mouse not only to 
place and resize your interface 
objects, but to change their 
attributes and define how they 
inter- relate— all without writing 
code. Interface Builder also 
helps manage every aspect of 
your application and every bit 
of your code (both C++ and 
Objective-C are supported). 

To put even greater power 
in your hands as a developer, 
the NeXTstep object library is 
completely open. That is, you 
can customize the behavior of 
any object via subclassing, 
and you can create your own 
custom objects that instantly 
become as easy to work with 
as the ones we supply. 

NeXTstep’s use of objects 
can save enormous amounts 
of time in the future, too. Instead of starting from scratch with 
each new project, you can reuse existing objects. And, when 
it’s time to update, you don't have to search through endless 
lines — code-—you Snply aaa one of the objects. 





Where interface and system objects 
would be right at your fingertips, ready 
to use without modification. 

Where all your custom applications 
offered stunning graphics, dramatic 
ease of use and seamless integration 
with other applications. 

While such a world remains at least 
three years away for the rest of the industry, only NeXT” offers 
a polished and proven system that works today. 

Our NeXTstep development environment is far more than 
a mere windowing system or a programming toolkit. It’s a true 
object-oriented world all the way down to the system level. 

Here, you can write sophisticated, intuitive programs in a 
fraction of the time they would require on any other platform, 
using tools you've never had before. 

NeXTstep’s Application Kit" provides the objects common 
to most programs, like windows, scrolling regions and buttons. 
It also includes objects for printing, faxing, opening/saving 


©1992 NeXT Computer, Inc. All rights reserved. NeXT, the NeXT logo, NeXT step, Interface Builder and Application Kit are trademarks of NeXT Computer, Inc. Sun is 


As a true object-orie; are system, the NeXT step development environment vastly 
simplifies the work of creating sophisticated, intuitive applications. All necessary objects are 
provided, along with the power to customize and add new objects of your own. 


Naturally, the 
applications that 
you Create with 
NeXTstep deliver 
the many benefits 
unique to NeXT 
workstations. They 
are easy to use 
and consistent, so training time is minimized. They offer full 
access to all system services. Plus they integrate flawlessly 
with other custom software, multimedia electronic mail and 
the “best-of-breed” off-the-shelf solutions. 

To see a vivid demonstration of the power of NeXTstep, you 
need only travel as far as your living room. 
Call 1-800-TRY-NeXT for our video, NeXT vs. Sun: 
A World of Difference (now available for $7.95). 
You'll find out exactly how NeXT technology can 
put you months ahead of your own schedule. 
And years ahead of your competitors: 


a registered trademark of Sun Microsystems, Ine 
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Semiconductor group issues report, disbands 


BY GARY H. ANTHES 


CW STAFF 


WASHINGTON, D.C. — A blue-ribbon 
committee commissioned by Congress in 
1988 to find ways to save the U.S. semi- 
conductor industry issued its third annual 
report last week and announced it would 
disband with most of its proposals yet to 
be implemented. 

“We've run out of ideas. We’ve done all 
we can do with the present charter,” said 
Ian M. Ross, chairman of the National Ad- 
visory Committee on Semiconductors 
(NACS). 

Nevertheless, the final report was not 


lacking in ideas, containing 73 recommen- 
dations ranging from the grandiose (re- 
duce the federal budget deficit) to the de- 
tailed (accelerate depreciation of 
semiconductor equipment). 

Ross acknowledged that the U.S. posi- 
tion in electronics has steadily worsened; 
the U.S. share of the $751 billion market 

14 percentage points since 
1985. “This decline has continued be- 
yond the loss of consumer electronics 
markets and now threatens traditional 
U.S. strengths in computers and commu- 
nications,”’ he said. 

Ross said the U.S. forfeiture of the flat- 
panel display industry to Japan bodes ill 


Introducing 


for the U.S. computer industry. He added 
that computer companies have “‘a huge 
stake’’ in that technology. 

At a press conference, Ross side- 
stepped suggestions that the Bush admin- 
istration had not supported most of the 
group’s proposals by saying, “The nation 
has been slow to recognize the situation in 
industrial competitiveness.” 

The NACS made recommendations in 
five areas: 

e Encourage industrial development 
through tax incentives and regulatory 
policies that more closely match those of 
competitors. 

e Stimulate high-volume electronics man- 


The Intergraph Family 
Of C400 SOLUTIONStations. 
Designed To Improve Your Vision. 


Continued binary compatibility guarantees 
the protection of software investments across 
Intergraph's product lines 


or os 
Crisp, colorful images on single or dual 
27-inch monitors amplify information for 


easy viewing of diverse graphics applications 


Desktop C400 workstations and servers fill entry-to intermediate-level requirements with exceptional 
processing power and an extensive set of standard features 


If you can envision it, you can create 
it, and it won't take long. Intergraph's new 
C400 SOLUTIONStations combine RISC 
technology with superscalar and 
superpipelining architectures for up to eight 
times the power of previous-generation 
C300s—and split-second screen response 
from or dual-screen 


Choose single 


leskside and desktop models. And 19” or 


27” screens 
The Intergraph advantage continues 
th « 1,100 software 


packages 


ncluding third-party applications. And the 


broadest range of integrated industry 
solutions. Just point-and-click for the 
solutions you need, including enterprise- 
wide technical information management 

If you’re already an Intergraph 
customer, you'll be pleased that binary 
compatibility with our earlier RISC 
workstations and servers makes it easy to 
grow with us. If you’re new to Intergraph, 
you should know that independent surveys 
rate Intergraph first in user satisfaction 
Fortune 500 status and more than $1 billion 


in annual revenues make us a choice you 


its 


Superior performance is achieved through 
@ unique combination of superscalar and 
superpipelining design techniques. 


Replacing complex commands with a 
point-and-click user interface makes 
applications intuitive and easy-to-learn 


Support for the industry's largest portfolio of 
integrated technical applications helps 
ensure productivity across disciplines 


can count on, now and in the future. 

To find out how your company can 
benefit from the advantages we offer—from 
microCAD on PCs to sophisticated systems 
solutions—call 800-826-3515 or 205-730- 
2727. Don't settle for just a workstation. Set 
your sights on a SOLUTIONStation—and 


improve your vision 


INTERGRAPH 


Everywhere You Look 


COMPUTERWORLD 


ufacturing, especially in emerging mar- 
kets such as intelligent vehicles and high- 
way systems, broadband communications 
and advanced displays. 

e Draw up and implement “road maps” 
for speeding the development of semicon- 
ductor and manufacturing technologies. 

e Form consortiums and alliances to de- 
velop technology and products and re-ex- 
amine antitrust barriers to cooperation. 

e Improve manufacturing skills through 
education, training and increased re- 
search in manufacturing systems. 

Mark Rosenker, a vice president at the 
Electronic Industries Association, said 
the NACS had served a useful purpose in 
spotlighting some important industry is- 
sues, but the group’s demise is not cause 
for great concern. 


Sun spotlight on 
publishing arena 


BY MARYFRAN JOHNSON 


CW STAFF 


MOUNTAIN VIEW, Calif. — Sun Micro- 
systems, Inc.’s Sunpics printing and imag- 
ing business this week will unveil News- 
print XP, a new software technology for 
the high-end publishing market that al- 
lows users to print large, high-resolution 
copies of documents from any network 
workstation. 

The XP software will be available for li- 
censing from Sun in April. It allows de- 
vices such as image setters, large-format 
plotters and high-resolution laser printers 
to work efficiently in a distributed com- 
puting environment — without having to 
add more system memory. 

Initially, Newsprint XP can only be 
used in environments using the Sun So- 
laris 1.0 operating system. In future re- 
leases, however, company officials said it 
will also run under other Unix operating 
systems. 

Sun claims that Newsprint XP offers 
performance benefits and cost savings 
greater than traditional Adobe Systems, 
Inc.’s Postscript printing by allowing us- 
ers to store high-quality fonts anywhere 
on the network and access them through 
true what-you-see-is-what-you-get imag- 
ing. 
“This is a good move for Sun,” said 
Bob Fennell, an analyst at Dataquest, Inc. 
in San Jose, Calif. “Sunpics is promoting 
the speed of Sun workstations, the reduc- 
tion of memory costs and allowing licens- 
ees to maintain their unique qualities.” 

The product extends the capabilities of 
Sun’s Newsprint 2.0 software with high- 
performance banding technology, which 
takes a raster image, breaks it into “‘bite- 
size” chunks to send over the network 
and reassembles it on the receiving end. 


COMPUTERWORLD 


CAREERS 
ON-LINE 
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CSMI: Archival, allocation 
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FINALLY, AN ENTERPRISE-WIDE STRATEGY 
YOU CAN IMPLEMENT ALL AT ONCE OR 
ONE PIECE AT A TIME. 


Vi 
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SUPERTRACS 
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There’s a lot to be said for flexibility. 

In this case, the word “Sterling” comes to mind. 

Because whether you're looking to solve one 
small systems problem, or searching for a way to 
solve your enterprise-wide puzzle, you'll find Sterling 
Software can help. 

CAMI Streamlines Application Development. 
Our Corporate Applications Management Initiative 
encompasses advanced CASE, 4GL/RDBMS, reposi- 
tory, automated testing and client/server technolo- 
gies into one, integrated life cycle environment. 

CAMI’s highly productive. It’s compliant with 
both AD/Cycle and SAA. It embraces mainframe 
platforms, DOS, OS/2, UNIX and VMS. Simply put, 
CAMI is the future of enterprise-wide applications 
management. 

And it’s here right now. 

CSMI Automates Storage Management. Our 
Corporate Storage Management Initiative allows your 
staff to manage more DASD, more efficiently. 

When implemented as a whole, CSMI delivers 
on the promise of intelligent, automated, system 
managed storage. 


Or, individual components can be used to solve 
particular problems, like backup, reporting, alloca- 
tion management, access control, disaster recovery, 
data compression and others. 

And—unlike other “solutions’>—CSMI is avail- 
able today. 

CDCI Communicates With Everyone. Our 
Corporate Data Communications Initiative offers fea- 
tures like complete transparency, reliable automa- 
tion, and multi-protocol, multi-platform support for 
data transmission. 

So no matter what protocol—BISYNCH, 
ASYNCH, SNA, X.25 or TCP/IP, to name but a 
few—CDCI can handle it. And across almost any cor- 
porate hardware/software environment in existence. 

Which pretty well sums up our entire Enterprise- 


' Wide Strategy. We put the pieces together. So if you 


want to improve the productivity of one small part of 
your system, or realize enterprise-wide productivity 
gains now and tomorrow, there’s one thing you 
should know. 

Our name. 


STERLING 
SOFTWARE 


THE FUTURE 1S STERLING. 


System Software Group Headquarters, 5900 Canoga Avenue, P.O. Box 4237, Woodland Hills, CA 91367-4237, Phone: (818) 716-1616 


AD Labs Division: (613) 727-1397 Dylakor Division: (818) 718-8877 International Division-UK: (44) 895 848484 
Software Labs Division: (714) 889-2663 Systems Software Marketing Division: (916) 635-5535 


Sterling Software is a registered trademark of Sterling Software, Inc. All other product names are trademarks of the companies listed 


CAMI: Life-cycle applications management * CSMI: Automated system managed storage * CDCI: Integrated multi-platform, multi-protocol communications * CAMI: Multi-platform client/server development * 
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“No other word Double Take oe 
processor features a 


customizable icon palette, 1992 Business Plan 
which we call Smarticons™ 
giving you ‘‘one-click’’ access 
to all the tasks you perform Annual Revenue Projection 


1992 promises to bs a banner year far Double Take Productions. Revenues are expected to rise 
most frequently. Place them in all areas: feature film releases, sequel production, and merchandising. In all four segments of 
anywhere on the screen. And film develepenent d Double Take (Adventure, 


: Sei Fi, Comedy, and Romance), quarterly Revenue dy Quarter 
even create your own wons Tevenue is projected to increase significantly = 


ther t 1999, with Q4 bringmg in closa to 
a to match the way — 
you work. 


Proposal! t Board of Otectors February 26, 1932 


1992 Movie-goer Trends 


Extensive research, based on mterviews with 
exhibitars and the general mov.e-going 
population, has revealed that ths audsences of 
1992 will cont inus to see escapist film fare. 


Only Ami Pro 2.0 ts truly WYSIWYG. So your output co 
will be precisely what appears on screen. No matter 
what printer you have. Plus, only Ami Pro 2.0 has its 
sac ; i . charting and drawing capabilities built right in so you 
re i rf : Semaiee ae oe never have to launch another program. Which means you 
= = styles, fonts and sizes. Which means you'll oo aphs, tables and freehand drawings to 
save even more time. Vv y ws 


Body Text TimesNewRomanPS | 12 


‘Ami Pro 2.0 stands un 
powerful and enjoyable 


What makes Ami Pro™ 2.0 the best We call it Visual Word Processing 
word processor for Windows™? Well, for because it lets you work the way you 
one thing, it was the first—and it’s still think. So you can turn out letter perfect, 
the only—word processor designed picture perfect documents with half the 
specifically for the Windows operating effort in half the time. And since it’s fully 
system. Which means it doesn’t just integrated with all our Windows products, 
run in Windows. It gets the most out of it. you can quickly move information 


© 1992. Samna Corporation. All rights reserved. Lotus is a registered trademark and Smartlcons, cc:Mail and Freelance Graphics are trademarks of Lotus Development Corporation. 
Adobe Type Manager and the ATM logo are registered trademarks, in the United States, of Adobe Systems Incorporated. *Suggested retail price. Offer expires May 31, 1992 
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Ami Pro 2.0 is the only word processor that gives you built-in single-click access 
to cc:Mail™ electronic mail. So you can quickly send ‘‘live’’ Ami Pro documents to 
V anyone you work with. Without leaving the application. 
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We’ve even 
included Adobe 
Type Manager® 

which comes with 
13 scalable fonts 
to make your type 
look as good on 
screen as it does 
on paper. 
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rz 
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' Since all our Windows 
products are fully integrated, you can—by simply 
clicking an icon—launch into any one of the applications 
directly. So you can move and share data between them 
with incredible ease. Vv 


challenged as the most 
Windows word processor.” 


—P C Magazine 11/12/91 


between them with no hassles at all. to Ami Pro 2.0 from another word 

Maybe that’s why Ami Pro 2.0 is processor for only $129* or for a free 
not only making word processing easy. working model, call 1-800-545-6116, 
It’s making headlines too. To upgrade ext. 6510. 


Ami Pro for Windows 


Call 1-800-327-6148 to register for one of our Windows products seminars at a location near you. 


Ami Pro is a trademark of Samna Corporation, a wholly-owned subsidiary of Lotus Development Corporation. Windows is a trademark of Microsoft Corporation. 
Call for a list of eligible word processors. Please have your credit card and product package ready when you call. In Canada, call 1-800-GO-LOTUS. 
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Movie machine in store 


# Videotape retailer Block- 
buster Entertainment Corp. 
and IBM have collaborated 
on the development of a mov- 
ie station that enables video 
store customers to preview 
titles and retrieve reviews 
from a database on compact 
disc. Customers will also be 
able to look up movies by title, 
star, director, subject mat- 
ter and rating. The movie sta- 
tions include an IBM Per- 
sonal System/2 running 
OS/2, an IBM 8516 touch 
display and Inte! Corp.’s digi- 
tal video-interactive com- 
pression technology. Block- 
buster is testing the movie 
station in a store in Boca Ra- 
ton, Fla., to determine 
whether to roll it out to all of 
its stores. 


Supercomputer setup 


a The National Center for 
Supercomputing Applications 
(NCSA) in Champaign, IIl., 
has plans to install a Convex 
Computer Corp. C3880 on 
April 15. The machine is the 
largest memory system — 
with 2 billion bytes of physical 
memory — and the first ar- 
senide gallium supercom- 
puter to be set up at a Na- 
tional Science Foundation 
center, Convex said. The 
Convex C3880 will become 
the heart of NCSA’s numeri- 
cal laboratory, which ex- 
plores interactive visualiza- 
tion, multimedia desktop 
video and virtuai reality. 


Mice in space 


# Gyration, Inc., based in 
Saratoga, Calif., introduced 
last week what it said is the 
first handheld wireless point- 
er that can control a cursor 
on a computer monitor while 
the pointer is manipulated in 
free space. In other words, 
the Gyropoint Remote per- 
forms like a conventional 
mouse without a wire at- 
tached, the company said. 
Gyropoint Remote uses gy- 
roscope technology devel- 
oped by Gyration that allows 
a device to sense motion in- 
ternally rather than through 
contact with a rolling ball, as 
in a mouse, or external sen- 
sor, as in some ultrasonic and 
magnetic feedback systems. 
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Computer contends for checkers title 


With a database of 20 billion moves, Chinook may be crowned the world’s best player 


BY MICHAEL ALEXANDER 
CW STAFF 


insley the Terrible and Chi- 
nook are in training for what 
some experts believe will be 
the bout of the century — 
perhaps of all ages. In August, 

the two will square off in 

the World Checkers Cham- 

pionship in London. 

Tinsley the Terrible is 
Marion Tinsley, a college 
math professor from Talla- 
hassee, Fla., who is undis- 
putedly the best checkers 
player in the history of the 
game. In 40 years, he has 
lost only five games out of 
the thousands he has 
played in tournaments and 
exhibition matches. He 
earned his sobriquet for his 
forceful, dominating style 
of play. 

Chinook, hailing from 
Edmonton, Alberta, is a 
checkers-playing comput- 
er program, good enough 
to take second place be- 
hind Tinsley in the U.S. 

Nationa! Open in 1990. 

Chinook is so formidable 

that some checkers-play- 

ing experts said they believe that it will 
one day be capable of playing checkers 
perfectly. 

“It is without question the strongest 
checker-playing program there is,” 
said Herschel Smith, one of the direc- 
tors of the International Checker Hall 
of Fame in Petal, Miss. “In a few years, 
it will be unbeatable.” 


Checkers expert 

Chinook is the brainchild of Jonathan 
Schaeffer, an associate professor of 
computer science at the University of 
Alberta in Edmonton. He has been 
working on the program since 1989, 
with help from fellow professors Joe 
Culberson and Duane Szafron, students 
Paul Lu and Brent Knight and Robert 
Lake, a programmer analyst. 

The team is busy fine-tuning Chi- 
nook for the title bout, which will con- 
sist of 40 games played over a 10-day 
stretch. Although Chinook is good 
enough to beat most top-rated players, 
“Tinsley is as close to perfection as you 
can imagine in a human checker play- 
er,” Schaeffer said. 

Chinook was developed in C lan- 
guage and currently runs on a Silicon 
Graphics, Inc. workstation. For the ti- 
tle bout, however, Schaeffer and his 
team said they hope to acquire a faster 
and more powerful machine. 

“When the program is thinking, it 
analyzes its moves, the opponent’s re- 
sponses and its responses to the oppo- 
nent’s responses,” Schaeffer ex- 
plained. “Currently, the program is 
averaging about 20 moves ahead. Each 


factor of two in computing power 
means the program can look an addi- 
tional move ahead.” 

Schaeffer and Norman Treloar, a 
checkers consultant who is helping test 
and develop the program, are trying to 
put more checkers-playing smarts into 
the computer as well. 


“The program makes a move in the 
short term that it thinks is good but has 
long-term harmful consequences,” 
Schaeffer said. ‘“We have to add more 
knowledge to be able to prevent us from 
making those types of moves.”’ 

The third component to improving 
the progam is adding to its databases. 
The team has already plugged into a da- 


tabase every conceivable move — 20 
billion positions in all — on a board 
with seven or fewer men. When the 
game gets to that point, the computer 
can calculate the outcome — win, lose 
or draw — with 100% accuracy, 
Schaeffer said. 

The next step is to solve every posi- 
tion when there are eight 
pieces on the board. That 
is critical because four- 
against-four positions arise 
most frequently in games 
between evenly matched 
players. 

“The problem is that 
there are 109 billion posi- 
tions in an eight-piece da- 
tabase,”” Schaeffer said. 
“As of this moment, we 
have successfully comput- 
ed 4.3% of them.” At the 
current rate, only one- 
quarter to one-third of the 
eight-piece database will 
be finished in time for the 
August 1992 match. The 
problem could be complet- 
ed in time for the match 
with a faster machine. 

Schaeffer’s _ ultimate 
goal is to ‘‘solve’”’ the game 
of checkers — that is, to 
be able to compute every 
possible position on a board at the start 
of a game. With 24 pieces on the board, 
that works out to 500 hundred billion 
billion combinations. 

Chinook’s checkers-playing skills 
can also be applied to a large number of 
other types of problems that require 
searching for an optimal answer, 
Schaeffer said. 


Julia Gorton 


For humans only 


Ithough Chinook earned the right to play in a world championship 
by taking second place in the U.S. National Open in 1990, the 
game’s top sanctioning bodies will not permit the computer pro- 


gram to hold a world title. 


The English Draughts Association has refused to sanction any 
checkers match played between human and machine. The American Check- 
er Federation (ACF) also refuses to recognize a computer program as a 
world champion, but it has devised a new “‘human vs. machine’”’ title to ac- 
commodate Chinook and programs like it. 

That decision came after Marion Tinsley, the world’s top player, re- 
signed his title in 1990 to protest the ACF’s initial refusal to sanction 
matches between humans and computers. Today, Tinsley holds the title of 
honorary world champion emeritus, given to him by the ACF. “‘We know 
eventually, after Dr. Tinsely dies, there’ll be nobody else that we know of 
that could possibly beat a machine,” said Charles Walker, ACF secretary. 

“T’m a little bit disappointed in the checker-playing fraternity’s feeling 
about this,” said Herschel Smith, one of the directors of the International 
Checker Hall of Fame in Petal, Miss. “I think it is a case of ‘If you don’t un- 


derstand something, then oppose it.’ ”’ 


Jonathan Schaeffer, Chinook’s programmer, said it would be a “‘tremen- 
dous success” to battle Tinsley to a draw after 40 games. “‘It is inconceiv- 
able that we can play 40 games without making a mistake,” Schaeffer said. 
“We expect him to win at least one or two.” 
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Why be content to run when you can fly? 


*OS/2 2.0 is scheduled to be released in March 1992. IBM DOS to OS/2 1.3 upgrade offer is valid through 3/31/92. **In Canada call 1 800 465-1234. IBM, PS/2 and 
OS/2 are registered trademarks of international Business Machines Corporation. Windows is a trademark of Microsoft Corporation. © 1992 IBM Corp. 


Success isn’t about 
accepting limits. It's about 
challenging them. And 
ultimately, rising above them. 
That’ what IBM’ new 32-bit 
OS/2°® Version 2.0 is al! about. For the 
first time ever, you'll be able to run DOS, 
Windows™ and OS/2 applications from a 
single system. Imagine. Suddenly, you're soaring 
beyond the current limits of personal computing. 
You're free to choose applications from all three 
worlds without running into the compatibility 
barriers of the past. 

And there’ more. With true muititasking, one 
program doesn’t stop in its tracks while you work 
on another. They can all be up and running at 
the same time. And if one application fails, OS/2 
protects all the others. Even the barrier of 640K 
crumbles before you with OS/2 2.0’s superior 
memory management. No other operating system 
for the PS/2® or PS/2-compatibles gives you 
what OS/2 2.0 can. 

There’ a graphical user interface that makes 
unfamiliar application environments feel like 
second nature. An OS/2 helpline lets you call at 
no extra charge for 60 days with any questions. 
You even get built-in interactive education, too. 

If you act right now, you can upgrade from 
IBM DOS to OS/2 1.3 SE today for only $99, and 
move up to OS/2 2.0 at no extra charge when it 
becomes available* That’ at least a 33% savings 
off list price. Order by calling 1 800 342-6672** 
or contact your authorized IBM dealer or IBM 
marketing representative. 

Once you do, nothing can hold you back. 


. Breaking through. 
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MURPHY’S 


Murphy's the kind of guy who 
wouldn't be surprised if the 
ground opened up and swal- 
lowed your computers. But 
whether you're hit with an earth- 
quake or just zapped with a 
power outage, one thing's for sure: 
when those computers go down, 
it can leave your business — and 
even career — in ruins. 

Thankfully, Digital has found 
a loophole in Mr. Murphy’s 
Law. And we call it the VAXft™ 
fault-tolerant computer. A system 
so well-designed, it's even tolerant 
of a fault like San Andreas. 

In fact, the VAXft is the only 


fault-tolerant computer to have 


no single point of hardware 
failure. Because every compo- 
nent is duplicated. Right down 


to the power cord. 


DIGITAL PRESENTS 
THE WORLD’S MOST 
FAULT-TOLERANT 
COMPUTERS. 


It even has redundant power 
supplies. Uninterruptible. So 
your system 
will never 
black out. 
That goes for disk drives, CPUs 
and databases, too. 

And in the event that your 


office undergoes a calamity of 


PREP ect oa Se ee 
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seismic proportions, we offer 
something called disaster toler- 
ance. Which automatically shifts 
crucial applications to another 
VAXft in another place. You can't 
get more fault tolerant than that. 

So if your whole world 
threatens to fall apart everytime 
there's a computer failure, find 
out about the VAXft. Just call 
1-800-DIGITAL, ext. 979. Or 


Seismic activity needn't shake up business 


in re oe 


i 2H H BB SF 
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ES 
talk to someone in your Digital 
Sales Office. Then tell Murphy 


SOS0GE0 


to take a 


hike. 


DIGITAL. THE OPEN ADVANTAGE. 


© DIGITAL EQUIPMENT CORPORATION, 1991. THE DIGITAL LOGO AND VAXft ARE TRADEMARKS OF DIGITAL EQUIPMENT CORPORATION. 








Torn parachutes 


wo weeks ago, Microsoft reorganized 

President Mike Hallman out of a job. 

Don’t weep for Hallman, though. The 

stock options he accumulated during his 
less than two years at Microsoft will make him 
$10 million richer. 

Contrast that with IBM Japan, which is run 
like a quintessentially Japanese company. Late 
last month, IBM Japan also took drastic measures 
to deal with a perceived management problem. It 
cut the salaries of about 30 of its top executives 
and froze salaries of 300 more managers. ‘“We 
have to clarify management responsibility,” a 
spokeswoman told The Wall Street Journal. 
Translated, that means IBM Japan’s managers 
have been told to sell more products or make less 
money. Not a bad philosophy, is it? 

Not to single out Microsoft, which, after all, 
has delivered excellent shareholder value. How 
about IBM, which gave John Akers a 43% pay 
hike in 1990, even as the company’s market 
share was being eaten away? Or Lotus, which 
paid Jim Manzi $26 million in 1988 as profits 
dropped 15%? 

Golden parachute arrangements like this have 
given the U.S. auto industry a black eye, sucking 
profits out of factory investment and into expen- 
sive homes. The same kind of myopic vision 
shouldn’t tarnish the U.S. high-tech industry, ar- 
guably this country’s last, greatest hope to com- 
pete internationally. 

Japanese companies typically pay the CEO no 
more than 10 to 15 times as much as the iowest 
paid assembly line worker. At U.S. firms, the dif- 
ference can be 100 times or more (or 1,000 
times, in the case of Lotus in 1988). The Japa- 
nese expect their leaders to take full responsibil- 
ity for failure, whether it’s the prime minister, 
the CEO or the baseball manager. U.S. firms 
slash R&D and lay off factory workers in order to 
preserve executive bonuses. 

No one should dispute the right of anyone to 
negotiate the best compensation package they 
can get or of corporations to pay top dollar to 
managers who are worth it. But pay should be 
tied to long-term performance and success 
against stated management goals. Consider the 
message it sends to employees to trash an execu- 
tive in public (as Microsoft officials did), while 
sending him away with more money than he can 
ever possibly spend. 

As the presidential primary season begins and 
the anti-Japan rhetoric starts to fly, let’s not lose 
track of a basic fact: Executive compensation at 
many U.S. firms is still wildly out of line with cor- 
porate performance. This disparity damages mo- 
rale, eats away profits and makes us an interna- 
tional laughingstock. The computer industry, 
which should be an exception, is beginning to look 
more and more like the rule. 


OD MLE 


Paul Gillin, Executive Editor 





VIEWPOINT 


LETTERS TO THE EDITOR 


Not hard to con 


It would seem reasonable that in- 
formation systems profession- 
als, having been exposed to so 
much hype and blasts of hot-air 
marketing, would have become 
fairly sober and hard to con by 
now. This sort of reflection 
struck me twice while reading 
the Jan. 27 issue of Computer- 
world. 

First, I noted the angry letter 
claiming that while productivity 
tools such as CASE and fourth- 
generation language have been 
around for years without shrink- 
ing the backlog, object orienta- 
tion (presumably considered a 
fresh approach) is the panacea. 
Object orientation was in fact in- 
troduced, as well as made com- 
mercially available, with the Si- 
mula language 25 years ago. 

It’s time to acknowledge that 
while we are still pioneering in- 
formation technology, many 
“new” marketing offers include 
substantial recycled content. 

With such thoughts in the 
back of my head, I went on to 
read in “Ernst & Young CASE 
quality service bows”’ that ‘‘de- 
velopment effectiveness” can 
now be bought as a “total quality 
Management plan.” The basic 
content is a reminder that CASE 
tools work much better if the de- 
velopers understand the busi- 
ness context in which the appli- 
cations will be used. What 
profound insight! 

Arnt Otto Ostlie 
Oslo, Norway 


Big Brother’s here 


I am in complete agreement with 
Corinne Chaves’ Viewpoint arti- 
cle, “‘The death of personal pri- 
vacy” [CW, Jan. 27]. However, I 
feel the article should have ad- 
dressed a more insidious prac- 
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tice: the ubiquitous use of one’s 
Social Security number as a uni- 
versal identifier. 

Telephone numbers are very 
useful, except that people move 
and their addresses and tele- 
phone numbers change. Social 
Security numbers do not. This 
number was supposed to be used 
only for paying taxes. It was to 
be our personal number. The 
government was the first one to 
violate the privacy of this num- 
ber. Look at your 1040 income 
tax form. Mine has my Social Se- 
curity number printed on the 
mailing label. Is this how our pri- 
vacy is being protected? 

What is more frightening is 
the way most companies use it. 
The personnel department rou- 
tinely uses the Social Security 
number as your insurance ID to 
file medical claims. This also 
makes it easy for a future em- 
ployer to check your medical his- 
tory. 

Insurance companies routine- 
ly swap computer files to look for 
fraud by individuals filing dupli- 
cate claims with different com- 
panies. Your new company can 
also have access to that file and 
possibly deny your employment 
based en the types and frequen- 
cy of medical claims you file. 
George Orwell’s 1984 and “Big 
Brother is watching you” is com- 
ing, albeit a little late. 

I feel laws should be passed to 
eliminate the widespread use of 
the Social Security number as a 
common identifier. 

Jeff V. Pulver 
Neshanic Station, N.]. 


Viruses listed 


Regarding ‘‘Few real contenders 
in the current crop of virus fight- 
ers” [CW, Feb. 3], the Virus In- 
formation Summary List is not 
an “organization,” as the article 


said, but a hypertext document 
written by Patricia M. Hoffman. 
The document details data about 
the known DOS viruses, based 
on research conducted by Hoff- 
man. She has live, cataloged 
copies of all 800-plus viruses list- 
ed in her work, which is updated 
monthly. 

The article listed a number of 
items to consider in choosing an 


. antivirus product, but it failed to 


mention several that are more 
important. 

The first is how effective the 
product is against the known 
population of viruses. One of 
Hoffman’s unique qualifications 
is that she has been appointed by 
the Anti Virus Product Develop- 
ers Consortium of the National 
Computer Security Association 
as the person to certify how ef- 
fective the scanning products 
are. This is a vendor-paid ser- 
vice, and the results are listed 
monthly in her document. Those 
results paint a completely differ- 
ent picture from your article. 

Many evaluations also consid- 
er pretty menus and “ease of 
use” to be more important than 
scanning, prevention and clean- 
ing effectiveness. I disagree! 
Give me a program — even a 
clunky one — that is truly effec- 
tive and keeps pace with the 

Roger F. Aucoin 
Best Answers, Inc./ Vaccivirus 
Waltham, Mass. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor in Chief, 
Computerworld, P.O. Box 9171, 
375 Cochituate Road, Framing- 
ham, Mass. 01701. Fax number: 
(508) 875-8931; MCI Mail: 
COMPUTERWORLD. Please 
include a phone number for ver- 
ification. 


FEBRUARY 17, 1992 





VIEWPOINT 


comunzwornd | What’s wrong with the computer crime statute? 


Defense and prosecution agree ihe 1986 Computer Fraud and Abuse Act is flawed but differ on how to fix it 


Patricia Keefe 
Senior Editors 
Clinton Wilder, Management 
Elisabeth Horwitt, Networking 
Michael Alexander, Advanced Technology 
Rosemary Hamilton, Personal Computing 
Nell Margolis, Systems Integration 
Maryfran Johnson, Workstations 
Joanie M. Wexler, Networking 
Johanna Ambrosio, Systems & Software 
Senior Writers 
7 Sally Cusack 


Christopher on 
KimS. 


New per Writer 
Derek Slater 


Features Editor 
Joanne Kelleher 


Margaret McIndoe 
News Bureaus 
PP a D.C. 
ae OD ST4 347-6718 
Senior 


H. Anthes, 
(202) 347-0134 


West Coast 
(415) 347-0555 


Midwest 
(708) 827-4433 


IDG News Service | 
Penny Winn, Director 


Main Editorial Office 
Box 9171, 375 Cochituate Road 
Framingham, MA 01701-9171 

(508) 879-0700 


Fax: (508) 875-8931 
MCI Mail: COMPUTERWORLD 
Subscriptions: (800) 669-1002 


FEBRUARY 17, 1992 


THOMAS A. GUIDOBONI 


It has become an annual ritual, since the birth of the 
Internet worm, for Congress to consider amend- 
ments to the 1986 Computer Fraud and Abuse Act. 
At this point, the U.S. Department of Justice can be 
expected to advocate three things: an expansion of 
the federal role in the investigation and prosecution 
of computer crimes, the creation of new categories of 
offenses and harsher penalties, including perhaps the current darling 
of the department, forfeiture of property. 

Since the law is of recent origin, was substantially revised in 1986 
and proved more than adequate to prosecute and convict Robert T. 
Morris, there seems little justification for expansion of its coverage. 

Nevertheless, if Congress is determined to review and revise the 
provisions of the act, there are several narrow, but significant, 
amendments that are clearly warranted. Of primary importance is 
the definition of terms. The core of the law suffers from a lack of clar- 
ity. Offenses are described by reference to “‘authorized” or ‘“‘unau- 
thorized access,” yet these terms are not defined anywhere. 


Perilously vague 

In a universe that consists of 
broad computer networks, bulle- 
tin boards, E-mail and anony- 
mous file-transfer protocols, and 
one in which permissions and 
rights are established by custom, 
usage and private understand- 
ings, a person is left to speculate 
at his peril as to what conduct is 
permitted and what is prohibited 
by this vague language. 

The Computer Fraud and 
Abuse Act should be amended to 
give precise content to the con- 
cepts of ‘‘access” and “‘authori- 
zation,” thereby providing fair 
warning of illegal conduct. 

A second change for the bet- 
ter regarding the act would be to create a distinction between those 
computer intruders who unintentionally cause a monetary loss and 
those who maliciously cause such harm. 

The present law, as interpreted in the Morris case, recognizes no 
such distinction. This is contrary to long-standing notions of fairness 
in our system of criminal law, which acknowledges that between two 
persons who cause the same harm, the one who intended that result 
is more culpable than the one who did not. 

A third part of the statute that needs revision relates to computer- 
ized medical records. It is too broad because it includes as felonious 
conduct the unauthorized access to such records that “potentially 
modifies or impairs” medical treatment or care. Virtually every un- 
authorized access to computers containing medical records carries 
this potential. A better solution would be simply to make any “‘unau- 
thorized access’’ of computerized medical records data a misdemean- 
or, with the intentional modification or destruction of such data des- 
ignated as a felony. 


Amend, but don’t expand 

These slight but important amendments would serve to clarify and 
improve a basically sound law without stifling the creativity of per- 
sons akin to those who have been responsible for many of the ad- 
vances in computer technology in this country. More expansive revi- 
sions are ill-advised, as they may unnecessarily encroach on evolving 
privacy and free-expression interests. 

A broadening of federal involvement is also inappropriate. Nearly 
every state has enacted laws against computer fraud and abuse and, 
as Congress recognized in 1986, federal jurisdiction should be limited 
to cases where there is a compelling federal interest. This might in- 
clude instances where computers belonging to the federal govern- 
ment or to financial institutions are involved, or cases where the 
crime itself is interstate in nature. Furthermore, other computer 
crimes should be left to prosecution by the individual states, as is 
presently the case. 

In sum, the 1986 Computer Fraud and Abuse Act would benefit 
from some clarification, but expansion of its coverage and wholesale 
revisions are both ill-advised and unnecessary. 


Guidoboni is an attorney with Bonner & O’Connell in Washington, D.C. He repre- 
sented Robert T. Morris in the Internet virus case. 
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SCOTT CHARNEY 


The Computer Fraud and Abuse Act of 1986 was 
specifically tailored by Congress to respond to the 
emerging threat of computer crime. Although this 
statute is a major weapon in the federal govern- 

orm ment’s prosecutorial arsenal, recent experiences in- 
dicate that the statute should be amended in several 
respects. 

In the view of the U.S. Department of Justice, which has been ar- 
ticulated in testimony before the Senate Subcommittee on Technol- 
ogy and Law, the most important changes would criminalize the in- 
troduction of malicious programming code into computers, alter the 
focus of the statute from ‘“‘access”’ to “use” and provide for the forfei- 
ture of computers used in the commission of computer crimes. Addi- 
tionally, the sentencing provisions of the statute must be amended to 
ensure that repeat offenders receive enhanced penalties. 

The most significant need is to criminalize certain conduct that 
currently falls outside the ambit of the statute. As currently written, 
the computer crime statute prohibits intentionally or knowingly ac- 
cessing a computer without authority (or, in some cases, in excess of 
authority). This language does not clearly criminalize certain con- 

duct, which is unfortunately be- 
coming more common, involving 
insertion of viruses into appar- 
ently legitimate programs that 
employees of recipient compa- 
nies later load into a computer. 

In such cases, the only “ac- 
cess” to the computer is one that 
is authorized. The statute needs 
to be amended to criminalize 
conduct that intentionally dupes 
an innocent authorized party 
into spreading malicious pro- 
gramming code. 

It is also important to change 
the focus of the computer crime 
statute from “‘access”’ to “use,” 
and whether a particular use of 

the computer is authorized. The mere fact that someone is autho- 
rized to access a computer should not mean that he can use that com- 
puter with impunity, no matter what his actions or intent. Should a 
disgruntled hospital employee who inserts a virus into a computer 
and destroys thousands of patient records be immune from prosecu- 
tion because he had the authority to access the computer? 

To ensure that no well-meaning individual is subject to criminal 
sanctions because he misunderstood the scope of his authorization 
and used the computer in a way that ultimately turned out to be unau- 
thorized, the statute should include a suitable intent requirement, 
ie., one that says the prosecution must prove that the individual 
knew his conduct was unauthorized. Once it is proven that a person 
knowingly violated the law, his computer equipment should be sub- 
ject to seizure. 

The computer crime statute has six separate provisions and those 
that deal with sentencing also need amendment. Under current law, 
those who violate the statute more than once are only subject to en- 
hanced penalties if they violate the same subsection twice. If an indi- 
vidual violates the computer crime statute by committing fraud by 
computer [subsection (a) (4)] and later commits another computer 
crime offense by intentionally destroying medical records [subsec- 
tion (a) (5)], he is not considered a recidivist because his conduct vio- 
lated separate subsections. In our view, anyone who is convicted of 
committing a computer offense and later uses his computer illegally 
should be subjected to enhanced penalties. 

The department will, of course, press for other appropriate 
changes. We have noted in past congressional testimony, for exam- 
ple, that the provision protecting classified government information 
has such a specific intent requirement that it would be extremely dif- 
ficult to obtain a conviction under the statute. As a result, prosecu- 
tors rely on another statute, which proscribes similar conduct with a 
lesser intent requirement. 

As our experience with computer crime increases and technology 
advances, it is incumbent upon us all to reevaluate existing criminal 
laws to ensure that they effectively punish those who would inten- 
tionally misuse these new technologies. Amending the computer 
crime statute would be a significant step in the right direction. 


Charney is chief of the Computer Crime Unit, Criminal Division, U.S. Department of 
Justice. 
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ZENITH DATA SYSTEMS PLAYS 


HARDBALL. 


ANNOUNCING LOWBALL PRICES ON LEADING PC TECHNOLOGY. 
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NOW $2499 


MastersPort 386SL 


Shipping since July ’91.“The first 386SL 
notebook and still one of the best SL 
designs.”— Byte, January 1992. 


CALL 1-800-523-9393 
Ext. 777 


Z-316/SX 
Model 40 | 
Low-cost entry into 
expandable 386SX 
desktop computing. 


NOW $1119 


Reseller prices may vary. 


NOW $1659 


Resellers determine their own 


and do not include monitors. 


In ee re of Intel Corporation. MastersPort aoe oe ier System Management are trademarks of Zenith Data Systems. MS-DOS 
an 


are trademarks of Microsoft Corpora 


pricing which may be higher or lower than Zenith Data Systems advertised 
prices. All prices and specifications are subject t to change. Prices are for models shown, in U.S. dollars, 


Here's the pitch. The revolutionary 
386SL notebook technology we've pio- 
neered with Intel will eventually be 
imitated by more than forty other 
makers. But we're a generation ahead. 
And while they’re playing catch-up, 
we'll be widening our lead. By lower- 
ing our prices. 

Start with our groundbreaking 
MastersPort 386SL Notebook, with its 
nius for stre' battery life. It’s 

eatured in Byte’s “Best Products of 
1991” It’s a PC Laptop’s Editor's Choice. 
Computer Buyer's Guide & Handbook 
names it Best Buy. And PC World calls 
it “a dazzler. ..top performance honors... 
and you geta stupendous 8 hours 22 
minutes” of useful battery life with 
our se -to-be-duplicated Premier System 


ement™ technology. At its previous 

oaantl of $4499, PC World declared it 
“still one of the best values in the 
roundup 

Ats $2499, it can't be beat. And the 
second generation Port 386SLe 
is an even greater bargain at $2899. 

From 5 notebooks to 25 different 
desktops, it’s never been so easy to cal 
so much computer. And when you call 
1-800-523- 9303 Ext. 777, we'll tell 
how we can tee every one 0} ae 
new prices. hat's hardball. And 
suddenly, you're ahead of the game. 
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second-generation 
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NOW $2899 


o— and graphics 
applications. 


NOW $2299 
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data systems 
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DESKTOP COMPUTING 


*PCs AND SOFTWARE *WORKSTATIONS 


IN BRIEF 


Wider PS/2 


distribution 


@ IBM added more 
breadth to its Personal 
System/2 distribution 
with the introduction of 


Remarketer Program al- 
lows value-added resellers 
(VAR) to purchase PS/2 
products from IBM-ap- 
proved sources, while the 
Authorized Distributor/ 
VAR Program enables 
resellers to sell specially 
configured PS/1s. 


w The Software Pub- 
lishers Association 
(SPA) recently an- 
nounced a settlement and 
a record year. The settle- 
ment came against Marti- 
nez, Calif.-based Discov- 
ery Toys, Inc. The terms 


The SPA also stated that 
1991 was its busiest year 
so far, with 33 lawsuits 
filed and 75 audit letters 
and 561 cease-and-desist 
letters distributed. 


So Direct-access support 


(206) 635-4948. 


Notebook prices: How low can any go! 


ANALYSIS 


BY MICHAEL FITZGERALD 
CW STAFF 


Start the music — it’s limbo 
time in the notebook pricing 
market once again! 

Between now and Com- 
dex/Spring ’92 in April, users 
and analysts said they expect to 
see a slew of price cuts. In addi- 
tion, there may be some feature 
adding by a variety of vendors 
hoping that differentiation will 
boost their share of the SX note- 
book market as it plunges to- 
ward commodity status. 

“The lower the bar goes, the 
more vendors seem to want to 
crawl,”’ said John Dunkle, vice 
president at Workgroup Tech- 
nologies, Inc., a market research 
firm in Hampton, N.H. 

Dunkle said he predicts prices 
on a 20-MHz Intel Corp. 
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80386SX notebook with a 60M- 
byte hard drive, IBM Video 
Graphics Array (VGA)-compati- 
ble screen and 2M bytes of ran- 
dom-access memory could fall as 
low as $1,300 by year’s end. To- 
day that system can list for more 
than $3,500. 


Qualified welcome for 
Lotus technology plan 


BY ROSEMARY HAMILTON 
CW STAFF 


As Lotus Development Corp. 
doles out some details on spread- 
sheet strategies, users and ana- 
lysts are reading the new plans 
as a mix of potential big hits as 
well as some ho-hum catch-up 
technology. 

Craig Goldman, chief infor- 
mation officer at The Chase 
Manhattan Bank NA in New 
York, said he is particularly in- 
terested in Lotus’ claim that it 
will provide improved and con- 
sistent user interfaces across its 
spreadsheet line as well as other 
applications. 

“Our challenge as technolo- 


gists is to present [applications] 
in a way that mere mortals can 
use and not feel intimidated by,”’ 
he said. “Frankly, they are right- 
on as far as their thrust to stan- 
dardize the user interfaces and 
make them consistent.” 
Goldman also said he has 
more faith now than in the past in 
Lotus’ ability to meet its prom- 
ises. ““There’s a growing sense 
of confidence that they won’t 
blow major dates like they 
have,” he said. “I think the [1-2- 
3 for] Windows introduction sen- 
sitized the whole corporation to 
how important it is to not make 
commitments you can’t meet.” 
In a recent meeting with ana- 
lysts, Lotus outlined a plan to 
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Major corporate users said a 
round of price-cutting would 
help their budgets immediately. 

Continental Insurance Co. 
buys Toshiba America Informa- 
tion Systems, Inc. 386SX-based 
notebooks in one- or two-unit in- 
crements but at overall discount 


bring a number of changes to the 
user interface as part of a pro- 
gram called “Working Alike.” 

The idea is a “complete re- 
thinking of the graphical user in- 
terface [that is] not in any way a 
port of a character-driven sys- 
tem,” according to John Landry, 
Lotus’ chief technology officer. 
This would include enhance- 
ments to existing functions, such 
as the Lotus Smart Icon, and 
new features. 


Catering to the user 
Landry said the company will 
provide context-sensitive menus 
that will change the menu bar se- 
lection +o reflect a user’s choice 
from the menu. In addition, ob- 
ject information boxes are 
planned. For instance, a user 
could call up a box describing the 
attributes of an object. 

Landry said Lotus will im- 
prove the Smart Icons so that us- 
ers can cluster a number of relat- 


pricing competitive with the 
prices of mail-order clone maker 
Zeos International Ltd., said Jo- 
seph W. King, assistant vice 
president at Continental’s Office 
and IS Group. 

King said its incremental pur- 
chase plan “saves us money 
when they cut prices and allows 
me to switch much more quickly 
to new products.” 


Makes a difference 

“It absolutely means something 
for us when retailers reduce 
prices,” said Len Miller, chief in- 
formation officer for the Person- 
al Insurance Group at New York- 
based Metropolitan Life Insur- 
ance Co., which has some 
13,000 Zenith Data Systems lap- 
tops. ‘‘We work off a percentage 
reduction of the retail price, so 
when vendors reduce prices, we 
see prices go down.” 


Continued on page 39 


ed icons and select an entire 
group instead of calling up one 
icon at a time. 

Meanwhile, some of the plans 
for new 1-2-3 releases are con- 
sidered necessary — but hardly 
innovative — moves. 

The promised release of the 
so-called Predator, a new 1-2-3 
for DOS, as a “‘full graphical user 
interface system” could be a 
boost for current DOS users, but 
it also runs the risk of being per- 
ceived as a me-too product. 

“Tt sounds like what Borland 
did a year ago, and it’s called 
Quattro Pro,” said Sheldon 
Laube, national director of infor- 
mation and technology at Price 
Waterhouse. 

Will Fastie, a personal com- 
puter software analyst at Alex. 
Brown & Sons, Inc. in Baltimore, 
said the expected Predator 
sounds like Lotus’ way of saying, 
“OK, fine, we'll give this to you, 


XDB: DB2 Development on the PC, 4. 


Thousands of companies have migrated their DB2 development from the mainframe to the PC using XDB-Workbench. 
What do they know that you don't? 
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But first you'll have to win the Ist Annual "Windows" Open", 
Computerworld's Custom Application Competition 
at WindowsWorld '92 in Chicago, April 6-9. 


So you think your custom Windows™ applications 
look pretty good? Then show the world at the 1st Annual 
Computerworld “Windows Open” at Windows Worid. 

If your custom application wins, you'll not only join 
Bill Gates at an awards ceremony and private reception in 
your honor, you'll also have the chance to win software, 
training classes, and more. 

In fact, if your entry is one of those selected, we'll 
pay for all necessary equipment to be shipped to Windows 
World to demo your winning application, and you'll 
receive free admission to the conference and the exhibit. 

And finally, you and your company will be featured 
in Computerworld. 

How’s that for instant fame and fortune? 


Here’s what our “Windows Open” Winners will look like. 


We’re looking for innovative applications made 
possible by you and Windows. 

For instance, maybe you created an executive infor- 
mation system, or a field sales office reporting system, 
perhaps you downsized a host application, or wrote a 
mainframe-to-micro user access system. Enter it! 


Do you have the Qualifications? 


Your entry should be a custom program currently 
in use (not a prototype), and not for resale. It should also 
be either an entirely new application, a modification of an 
off-the-shelf application, or a Windows front-end for a 
host application. 

And of course, it should require Windows. 


Entries will be accepted in the following seven 
industry categories: 

1) Manufacturing, 2) Finance/Insurance/Real 
Estate, 3) Transportation/Communications/ Utilities, 
4) Services/Professions, 5)Wholesale/Retail/ Distribution, 
6) Government/Public Administration, and 7) Other. 


Call for Entry. 


To enter, call the “Windows Open” Hotline at 
1-800-829-4143, or 1-206-284-4143 for an official “Windows 
Open” entry kit.* But hurry. The entry deadline is Mid- 
night, February 28th, 1992. 

So call now. Because the competition is right 
around the corner. 

And Bill is looking forward to meeting you. 


ly 


us 
Since 7 


Sponsored by: 


The Newspaper of IS 


WINDOWS"WORLD 


*The Windows Open Enuy Kit contains all details, rules and qualifications for this contest. Contest is void where prohibited by law. No purchase necessary. 
1992 Computerworld, 375 Cochituate Road, Framingham, MA 01701-9171, 508-879-0700, Fax: 508-879-0446. An IDG publication. Computerworld is a trademark of Computerworld, inc. 
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TECHNOLOGY ANALYSIS: NOTEBOOK COMPUTERS 
DESKTOP COMPUTING 


Dell System 320N: Good speed, very portable 


Technology Analysis — A roundup 5 at SR Sa aaa), ee ig 
of expert opinions about new prod- Dell System 320N 
ucts. Summaries written by free- 
lance writer Emily Leinfuss. 
LT ad 

een by reviewers as a good [pe = TESS Re 

value in a reasonably fast |7/9/1  ~— ef: rend 

machine, Dell Computer Poor durability, | 

Corp.’s Dell System 320N __| _ small display 

provides strong battery life |PeWond ~~ ~| Fine keyboard, 
and portable dimensions. ae Bd | eet, 
Performance: Infoworld  de- 
scribed the 320N as being a middle- | Date Beddome. Relatively reliable, 
of-the-road performer, passing speed : good service 
tests unremarkably. However, other Jensen, aa Like it 
reviewers noted its performance as s ad com 
fast. i ; 
Ease of use: Thumbs-up for the | George Thompson, | ® Sditecen | 
machine’s outstanding portability — | Datapro Res : | it 
it is a small box weighing only 6.7 e Ks Good price 
pounds. However, the system’s , 
screen is too small and offers only me- | Chery! Cur Alittle bulky | 


diocre screen contrast. ss | Pare 
Power supply: All systems are gO | Dataquest, Inc. : | P ase 
on this notebook’s battery life. It lasts a i a ee aes 7. ee eee 
well over three hours, and a mainte- “Y Sa°""" mm “ " LEME Ma 
nance battery even gives two min- 4 SSR a : 

utes’ leeway for putting in a new bat- ; ; 1 

sontildinannanininnsaeaisineiien. Vendor financial ratings ____ Dell responds 

Design: The keyboard was praised Robin Kimzey, product marketing manager: 

by reviewers because it offers 85 Ease of use: The 320N offers enhanced contrast 
keys, including anembedded numeric | BrianFernande, ##| pe tec — text oo to read, a 
keypad, and has an ergonomic design. atalyst J 2 a with three large fonts as well as one standard-size 
Value: PC World named the Dell | David Guthrie, font. The screen’s 8.6-in. diagonal size is within 
notebook ($2,499) its best buy. All Morgan Keegan 3 tenths of inches of competitors’. 

reviewers noted the company’s out- Dell Computer reported 1991 revenue of $546.2 million. Revenue for the Performance: The 320N offers solid perfor- 
standing service and support policies first nine months of fiscal year 1992 was $604.1 million mance (20% to 25% faster than 16 MHz). 

as added value to the machine. 


Northgate Slimlite: Solid but slow 


es ot rated among the fastest 

Northgate Slimlite 386SX —— Sa 
Computer Systems, Inc.’s 

Northgate Slimlite is very 
Performance [Easeofuse Power supply bees) portable. Its solid design 


includes a full keyboard. But the bat- 


INT 





| factory dhdespeed |” battery life Good tery life leaves something to be de- 
Not exceptional, Disappointing Great weight , sired, according to reviewers. 

i Performance: Northgate’s Slim- 
lite is not a power user’s dream. Its 
performance was described by one 
reviewer as “poky,” by another as 
Jim Dodd “usable” and by another as doing 


Onset Computer Corp. ore nothing exceptionally well. 
_— ee Performance | Ease of use: Slimlite’s most lauded 
Masonic Home & Health Fac isverygood | attribute is its small size and portabil- 
Uncher Senith Labe, a Very good ity. The keyboard uses a full layout 
( with two rows of function keys 
creche l ae fee ; asi ie grouped next to the escape key, and 
— peer Good performer | the screen was described as being too 

a . small but clear and bright. 
Sa E OK Power supply: The worst attri- 
sss hanes bute of this machine is a “painfully 
ee cit tape: 3 road notebook | Short battery life,” clocking in at far 
my a SS Good Fair Poor Reviewer evaluations ts from articles. Refer to actual reviews for details. User and analyst ratings are based on 7 per areca Shape 
toe Sprit Get Gee Rk remem te wien Reenter nih terminalis A secharge takes slightly more than 

two and a half hours. 
. : : Design: Weighing in at 7.4 pounds 
Vendor financial ratings <7 Northgate responds eee sae 
Dudley Stevenson, director of marketing commu- Slimlite lives up to its name and slips 
nication: easily into a crammed briefcase for 
Power supply: The battery life of the existing easy storage. 

notebook has been extended. Value: Despite its middle-of-the- 
Performance: We are not satisfied with the per- road performance, Slimlite is deemed 
formance standards of the Slimlite and are address- to be a fairly good value, reviewers 


Northgate Computer Systems reported net sales of $37 million and a net ing those issues in the new version of the notebook, said. It’s priced right at $2,999 and 
loss of $438,000 for the third quarter ending in September 1991. Fourth- . developi ? rf * 
quarter figures are not yet available. which we are currently loping. the company’s 24-hour, toll-free 


technical support is highly rated. 
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COMMENTARY 
Jesse Berst 


Focusing on 
client/server 


I recently attended a 
client/server seminar 
where I talked with doz- 
ens of vendors and end us- 
ers. I came away con- 
vinced that the time is 
right to take a fresh look 
at this architecture. 

I know, I know — “client/server’’ has 
long been an overused buzzword. But this 
vague term is finally coming into clear 
focus. These days, the typical project uses 
Microsoft’s Windows on the client and a 
SQL database engine on the server. 

As client/server moves into the main- 
stream, corporations are jumping on the 
bandwagon. For instance, an East Coast 
reinsurance firm has 30 analysts access- 
ing DB2 data via Excel spreadsheets. Or 
how about the West Coast vehicle inven- 
tory system that will process 400,000 
vehicles and 30,000 shipments each year? 
The client workstations run custom soft- 
ware developed with Powerbuilder and 
Visual Basic. The server runs Micro- 
soft’s SQL Server and LAN Manager. 

Just to be sure we’re talking the same 
language, client/server is not a back-end/ 
front-end system, where the PC acts as a 
dumb terminal and the host does all of the 
work. And it is not a file server system, 
where the entire file is sent to the PC, 
which does the processing and then 
sends the entire file back. 


Client/server model 

Under the client/server model, the work 
is shared between host (server) and PC 
(client). The server processes database 
requests. The client takes the answers 
and works with them. Only the query 
and the answer travel back and forth over 
the network. 

Under this scheme, both sides do 
what they do best. The host crunches the 
database queries while maintaining data 
integrity and security. And the PC uses its 
horsepower to analyze and format the 
data while providing a friendly interface. 
The friendly interface is where Windows 
comes in. In the last year, it has emerged 
as the standard way to put a GUI face on 
a client/server application. 

Why the renewed excitement over 
the client/server concept? In a word, 
money. Client/server can often provide 
the capabilities of minis and mainframes 
at a fraction of the cost. 

According to Forrester Research, 
the cost per seat is about $9,000 for 
client/server computing vs. $13,000 to 
$15,000 for mainframes and $25,000 for 
high-performance Unix systems. Num- 
bers like these explain why client/ 
server computing is expected to become 
the de facto standard for corporate com- 
puting by the end of the decade. 

There are plenty of other advantages 
to the client/server approach: 

e Easy-to-use Windows development 
tools that slash the time it takes to build 
applications. 

e Access to data previously locked away 
on the mainframe. 

e Better use of system resources. 
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e Better response time. 
e Easier to use interfaces. 

But enough good news. Those of you 
who want to move toward client/server 
computing face two major obstacles, one 
technical in nature and the other organi- 
zational. 

The first hurdle comes from gaps in 
the technology. For instance, the prod- 
ucts for the front-end client side are ter- 
rific, but there’s a shortage of tools for the 
server side. 

And today’s systems don’t do a good 
job of distributed processing. Distributed 
processing means the data can be scat- 
tered across more than one server. Most 
of today’s SQL systems support only 
limited data distribution (or none at all). 

Users also complain that PC-based 


networks can be unstable. You'll need to 
test your hardware platform with care 
before you put a mission-critical applica- 
tion on it. And once you get the LAN up 
and running, you may suffer from the 
shortage of administration tools. On a 
mainframe, you immediately know the 
cause of a problem. On a PC-based LAN, 
you may have a hassle tracking it down. 


Organizational hurdles 

Despite these current gaps, the techni- 
cal barriers are falling rapidly. The follow- 
ing organizational obstacles, however, 
may prove harder to solve: 

e Lack of standards. Yes, it’s possible to 
hook up heterogeneous networks. But 
you're a better candidate for client/ 
server computing if you already have 


standards for hardware and software. 
e Application development headaches. 
Cobol programmers often have trouble 
making the transition to Windows pro- 
gramming. And if you get power users in- 
volved, they probably won’t demand the 
consistency, care and rigor needed for 
mission-critical applications. 
e Support problems. Once you distribute 
important applications and LANs to re- 
mote sites, somebody’s got to take care 
of them. Who will? 

These are just some of the issues 
you'll have to consider. 


Berst is the publisher of Redmond, Wash.-based 
“Windows Watcher’’ newsletter, a monthly briefing 
service for software executives and corporate 
technology managers. 
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Dare to experience the blazing performance 


Maybe you'd better start fanning yourself with this ad. 
The new RISC System/6000™ POW ERstations 


and POWERservers 
340, 350, 520H and 
560 all boast signifi- 
cantly more sizzling 
performance—from 24 
to 65 percent. But for 
all this increased power, 
they’re priced to give 


you even more value than 


before. We're also introducing the POWERstation 220 
—a workstation with a SPECmark™ of 259 compared 
to the SUN IPCs™ 134—that can give you the power 
of UNIX® computing for less than $6,400. 


“In Canada, call 1 800 465-1234 


POWERstation 350 


POWERserver 340 


Our open systems open wider. 
Of course, even the hottest per- 


formance can only take you so far if you can’t share it. 
So we've made networking with the RISC System/6000 
family even easier. NetWare® for AIX°/6000 from IBM 
lets desktop systems like DOS, Windows™ and OS/2® 


IBM, AIX and OS/2 are registered trademarks and RISC System/6000 is a trademark of International Business Machines Corporation. SPECmark is a geometric mean of the ten SPECmark tests and is a trademark of 
Standard Performance Evaluation Corporation. All SPECmark figures listed are as published by their respective manufacturers. UNIX is a registered trademark of UNIX Systems Laboratories. IPC is a trademark of 
Sun Microsystems, inc. NetWare is a registered trademark of Novell Inc. Windows is a trademark of Microsoft Corporation. HAGAR THE HORRIBLE Character(s) © 1992 King Features Syndicate, Inc. © 1992 IBM Corp. 
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BY MICHAEL FITZGERALD 
CW STAFF 


There are some things one can count on in 
life: death, taxes and a portable comput- 
er’s battery dying. Having a battery die 
when there is no AC power source around 
is annoying at best, but pieces are coming 
that will extend battery life. 

For instance, Intel Corp. and Cyrix 
Corp. recently introduced notebook-spe- 
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Low-power chips extend 
notebook battery life 


cific, low-voltage chips that could lead to 
greatly extended battery life. 

Intel, as part of its announcement that 
it will ship a version of its 80386SL power 
management chip that does not support 
external cache, said it plans to introduce 
this year new 386SL and 486SL chips 
that operate at 3.3V. 

This would be part of Intel’s expected 
30 new “second wave” (386SL and all 


1486) chips this year [CW, Jan. 27]. Intel 


OU. 


expects to ship between 4 million and 5 
million of these chips by the fourth quar- 
ter. 

The 3.3-V capability will greatly re- 
duce the chip’s power consumption, thus 
increasing battery life. 

Cyrix began shipping low-power chips 
recently, hitting the 2.7-V level for its 
87SLC and 87DLC math coprocessors. 
Cyrix claims that the designs are fully 
compatible with Intel’s 386SX, 386SL 
and 386DX chips. 

They also work with Advanced Micro 
Devices, Inc.’s existing low-power prod- 
uct line of chips, found in notebooks from 
companies such as AST Research, Inc. 
Cyrix marketing manager Glen Burchers 
could not confirm that the processor will 
work with the new PC/Chip from Chips 


eat? 


of the new IBM RISC System/6000 models. 


connect on a LAN with RISC System/6000 servers. 


Hotter than ever: IBM support. IBM’ commitment 
to its customers is as hot as its technology. You can 
expect the service and support IBM has always been 
famous for, 24 hours a day, 365 days a year. An IBM 
customer engineer can even install your machines, 
configure your network and integrate all your systems, 
IBM-made or not. So contact your IBM Business 
Partner or marketing representative. For literature, 
call 1 800 IBM-6676, ext. 772* If you can take the 


So whether you have an Ethernet or a Token-Ring 


LAN, the power of AIX is now available to 


everybody. And with more than 5,000 


applications to choose from, your range of 


solutions will never burn out. 
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For the Power Seeker. 
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and Technologies, Inc. 

Still, observers said the notebook mar- 
ket has a long way to go before it can truly 
benefit from lower voltage processors 
and products such as Western Digital 
Corp.’s 3.3-V WD90C26 video control- 
ler. Until other system components are 
also designed with low-power require- 
ments, there will be little or no savings, 
analysts said. 

“The new voltage chips will have to 
await lower voltage components” before 
users will see longer battery life, said 
George Thompson, an analyst at Datapro 
Information Services Group in Delran, 
NJ. 

Burchers agreed and said Cyrix’s pro- 
cessor will ideally work with the note- 
books under design today. 


Prices: How low 
can they go? 


CONTINUED FROM PAGE 35 


Recent signs of the looming battie 
come from Texas Instruments, Inc., 
which cut prices between 5.5% and 19% 
on all of its Intel 80386SX-based note- 
books recently and announced a new 
120M-byte drive. 

At about the same time, Digital Equip- 
ment Corp. and Compaq Computer Corp. 
released new notebooks at aggressive 
price points, and Deil Computer Corp. 
chopped prices. 

Zeos itself lowered the bar with its new 
386+ , a 6.6-pound 386SX notebook with 
2M bytes of RAM that adds keyboard and 
mouse ports, a full VGA-compatible dis- 
play and suspend/resume functions to its 
existing product, for a price of $1,795. 


Cutthroat competition 

The combination of price cuts and added 
features, such as larger hard drives and 
other twists [CW, Feb. 10], will be a con- 
stant through the next few months, as 
vendors prepare room for new products 
and respond to the vicious competition in 
the notebook marketplace. 

“The trend that has been established 
now is that you bring out a new genera- 
tion of product, but before you do that you 
have one, maybe two rounds of price-cut- 
ting in your product line,” said Paul Za- 
gaeski, a senior analyst at The Yankee 
Group in Boston. 

Price considerations have affected 
new entries, too. DEC’s foray into porta- 
ble computing — the 320P notebook, a 
6.4-pound machine based on Intel’s 20- 
MHz 386SX chip — starts near the 
$2,000 mark. 

Compaq’s two new notebooks, the 
LTE Lite 20 and 25, use Intel’s 80386SL 
chip, which is pricier than the 386SX. 
However, Compaq has priced the 25- 
MHz LTE Lites within $100 of its exist- 
ing 20-MHz LTE 386S/20 [CW, Jan. 27]. 
Compaq will also offer 120M-byte hard 
drives on the high end of its LTE Lite/25 


| model. 


Finally, as the 386SX notebook slips in 
status from last year’s hot product to this 
year’s yawner, some vendors may move 
their portable products away from the 
386SX entirely; Compaq, for instance, 
will stop making the LTE 386S/20 by 
year’s end. Librex Computer Systems, 
Inc. is expected to replace its 386SX line 
with SL-based notebooks at Comdex/ 
Spring ’92. 
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CA Dbfast seeks to make it 
easier to port DOS to Windows 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


GARDEN CITY, N.Y. — Lever- 
aging the skills of programmers 
already well-versed in Xbase- 
based languages such as Borland 
International, Inc.’s Dbase, Nan- 
tucket Corp.’s Clip- 
per and Fox Soft- 
ware, Inc.’s Foxbase 
can save you valu- 
able time when mov- 
ing DOS applications 
to Microsoft Corp.’s 
Windows platform. 
To aid in this le- 
veraging, Computer 
Associates Interna- 
tional, Inc. has intro- 


and reportedly more 
stable version of 
Dbfast, the Xbase 
language compiler 
for Windows it ac- 
quired with the pur- 
chase of Gensoft, Inc. Dbfast 
provides users with a means of 
porting Xbase applications di- 
rectly to Windows without the 
programmer having to learn a 
new language, according to the 
company. 

“Tt’s a lot easier than having 
to retrain our staff,” said Robert 
Zagars, a programmer/analyst in 
the personnel department of the 


Sarasota County government in 
Florida. Zagars has been using 
the product to port programs 
written in Clipper, including rate 
control and human resources ap- 
plications, to Windows. The de- 
partment made the move to the 
graphical environment in March 


The 


Compatible with Dbase 
III+ both .dbf files and 
source code. 


Old The 


eSupport for some 
Clipper 1987 extensions. 


fi 
duced an updsted [ff Gee 


applications. 


check 


¢ Multiuser version 
available. 


CW Chart: Janell Genovese 


1991 and has found that some 
applications cannot be easily 
ported using C. Despite a few mi- 
nor variances, “‘it performs as I 
expected it to perform,” he said. 
“Tt’s doing the job.”” 

Kyle Capps, manager of mi- 
crocomputer applications sup- 
port at the University of North 
Texas in Denton, Texas, also 
originally bought Dbfast to port 


Compaq cleans up its 
act in battery disposal 


Program allows for EPA-approved dumping 


BY MICHAEL FITZGERALD 
CW STAFF 


HOUSTON — Eckhard Pfeiffer 
will never be confused with 
Woodsy the Owl, but Pfeiffer, 
Compaq Computer Corp.’s 
chairman, gave the go-ahead re- 
cently to a program designed to 
keep Compaq portable users 
from being dirty birds when they 
dispose of environmentally haz- 
ardous nickel cadmium batter- 
ies. 

Compaq’s intent is simple: to 
take nickel cadmium batteries 
out of circulation when they die 
(usually after about two years of 
use). Compaq is not charging a 
fee for the program, which re- 
quires its users to call an 800 
number, after which they are 
sent a postage-paid package ad- 
dressed to an area dump that is 
approved by the Environmental 
Protection Agency to accept 
toxic waste. 

Compaq users said they like 
the idea of the program. “We 
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ought to have some sensible way 
to do” battery disposal, said Ke- 
vin Maloney, manager of tech- 
nology planning and office auto- 
mation support at Pepsi-Cola 
International, a Somers, N.Y.- 
based division of Pepsico, Inc. 


Could be a pressing issue 
Industry observers said they 
think disposal of toxic nickel cad- 
mium batteries could become 
more of an issue. “Compaq’s re- 
lease was ... great PR, but 
eventually, it’s quite possible 
that corporations will have to 
sort out their own toxic waste 
from ordinary office trash,” said 
Peter Kastner, a senior analyst 
at Aberdeen Group in Boston. 
Kastner cited a similar program 
sponsored by Hewlett-Packard 
Co. to reclaim toner cartridges 
for laser printers. 

Kastner added that Compaq’s 
program “‘is not just hype. There 
is a need, and I believe over time, 
corporations will mandate that 
they recycle” these products. 


eSupport for Windows 
Dynamic Link Libraries. 
DDE support. 


eSupport for Windows 
objects such as buttons, 
pull-down menus and 
boxes. 


Clipper applications, but he is 
now using the product for initial 
development. One of the proj- 
ects is a support tracking system 
that utilizes Dbfast’s support for 
Novell, Inc. networks. ‘We rec- 
ognized the need to have some 
Windows interfacing into the da- 
tabase files,” he 
said. 

After evaluat- 
ing several alter- 
natives, including 
Borland’s Ob- 
jectvision and 
Software Publish- 
ing Corp.’s Su- 
perbase IV, the 
company decided 
to go with Dbfast. 
“For the buck at 
this point, 
[Dbfast] is a pret- 
ty good tool,” he 
said. 

Dbfast Tre- 
quires Windows 
3.0 and is compatible with Dbase 
III Plus source and data files and 
Clipper Summer 87 extensions. 
It also includes Dbase IV- and 
Foxbase-like extensions. It in- 
cludes both an integrated devel- 
opment environment and a de- 
bugger. Free, unlimited runtime 
is provided upon purchase. 

Dbfast is available now for a 
list price of $550. 


Users generally agreed that 
they had given little thought to 
the issue of nickel cadmium bat- 
tery disposal. 

“This is a topic that, other 
than saying I should think about 
it every now and then, never 
really reached my agenda,’’ said 
Len Miller, chief information of- 
ficer at the personal insurance 
arm of Metropolitan Life Insur- 
ance Co., which has 13,000 us- 
ers of Zenith Data Systems por- 
tables. 

Miller said if Zenith Data of- 
fered a program for recycling 
batteries, he would certainly 
take advantage of it. 

“There’s always something 
else — we haven’t thought 
about that and we should,” said 
Stephen Anderson, information 
systems architect for the state of 
Washington’s Department of So- 
cial and Health Services in Olym- 
pia. ‘We have 300 to 400 lap- 
tops, and that means we’re 
looking at almost a ton of bad 
kinds of pollution in a year.” 

Anderson added that he does 
not think Compaq’s recycling 
program would be a major selling 
point. “You still go for price and 
performance,” he said. 

The program is limited to 
Compaq portable users, the 
company said. For more infor- 
mation, call (800) 524-9859. 
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Systems 


Tatung Science and Technology, 
Inc. has announced internal stor- 
age capacity of more than 1G 
byte for its Compstation 40 Scal- 
able Processor Architecture 
workstation. 

The company announced a 
535M-byte internal hard drive 
option for the Compstation 40, 
which supports two internal hard 
drives. A configuration with a 
535M-byte drive costs $13,180. 

The company also announced 
the availability of the Solaris 1.0 
operating system for its Mariner 
41 25-MHz workstations. 
Tatung Science and 
Technology 
2060 Ringwood Ave. 

San Jose, Calif. 95131 
(408) 435-0140 


Newtek, Inc. has begun shipping 
Release 2.0 of its Newtek Video 
Toaster software. 

The Video Toaster card for 
Commodore Business Machines, 
Inc. Amiga systems incorporates 
a variety of video editing and ani- 
mation functions. The software 
adds new effects, including real- 
time warping of video and map- 
ping of video output onto a cube, 
soft-edge transitions and organic 
transition effects such as clouds, 
fire and pouring liquid. The lumi- 
nance key mode has been im- 
proved to eliminate edging, and 
more fonts are included for char- 
acter generation. 

The software upgrade costs 
$395. Video Toaster cards, in- 
cluding the new software, cost 
$2,495. Stand-alone worksta- 
tions incorporating Amiga tech- 
nology are available. 

Newtek 

215 S.E. Eighth St. 
Topeka, Kan. 66603 
(913) 354-1146 


Software 
Applications 
Packages 


Wolfram Research, Inc. has re- 
leased Mathematica 2.0 for the 
Microsoft Corp. Windows envi- 
ronment. 

Release 2.0 of the technical 
computation software provides 
an interactive front end that al- 
lows users to mix text, graphics, 
sound and animation into single 
technical documents. The Win- 
dows version supports hyper- 
text Help, cut-and-paste editing 
and other Windows features. 

The software costs $995. Up- 
grades from DOS versions are 
offered for $125. 

Wolfram Research 

100 Trade Center Drive 
Champaign, Ill. 61820 
(217) 398-0700 


Cardiff Software Corp. has de- 
signed Teleform for Windows 
1.0. 

The software runs under Mi- 
crosoft Corp.’s Windows envi- 


ronment. It allows users to cre- 
ate a form, fax the form to a 
customer and receive the com- 
pleted form by fax. Teleform 
then automatically stores the re- 
turned information in a database, 
using optical character recogni- 
tion technology to minimize the 
amount of re-keying needed. 
The product also automates fax 
functions. It can remain active in 
the background while the com- 
puter runs other applications. 
The product costs $995. 
Cardiff Software 
Building B 
531 Stevens Ave. 
Solana Beach, Calif. 92075 
(619) 481-2255 


Lotus Development Corp. has 
announced an upgrade of Lotus- 
works, its integrated applica- 
tions package. 

An improved user interface, 
an enhanced word processor and 
context-sensitive Help re 
among the key features in Lotus- 
works 3.0. Integration among 
the modules is improved, the 
company said. Lotusworks is in- 
tended for entry-level personal 
computer users. It includes word 
processor, spreadsheet, graph- 
ics and database modules. 

The software costs $149. 
Lotus Development 
55 Cambridge Pkwy. 
Cambridge, Mass. 02142 
(617) 577-8500 


Slate Corp. has announced the 
development of At-Hand. 

At-Hand is a spreadsheet for 
Go Corp.’s Penpoint operating 
system. It allows users to write 
directly into cells in a 256- by 
8,192-cell worksheet. It pro- 
vides 15 types of charts and 
graphs and includes a scripting 
language. The product is com- 
patible with major desktop 
spreadsheets. 

At-Hand is priced at $295. 
Slate 
15035 N. 73rd St. 
Scottsdale, Ariz. 85260 
(602) 443-7322 


Data storage 


Rancho Technology, Inc. has an- 
nounced superfloppy 21M-byte, 
3¥-in. disk drive subsystems for 
personal computers. 

The “floptical’ drives pro- 
vide 25M bytes of unformatted 
storage space on each 3'-in. 
disk. The drives connect via a 
small computer systems inter- 
face controller and can also read 
standard 1.44M- and 720K-byte 
disks. 

An internal version for 
AT/XT bus computers costs 
$750. External models and mod- 
els for Micro Channel Architec- 
ture systems are also available. 
Rancho Technology 
Suite 109 
8632 Archibald Ave. 
Rancho Cucamonga, Calif. 
91730 
(714) 987-3966 
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THE SAS'SYSTEM FOR I 


SOFTWARE THAT TURNS 
YOUR DATA INTO USEFUL 
INFORMATION...AND 
DELIVERS THAT 
INFORMATION IN THE 
WAYS YOU DEMAND. 


You've made a substantial investment in information 
technology. But the real challenge is making sure 
these computing resources meet the diverse applica- 
tions needs of your entire enterprise. While making 
information equally accessible to users at every level 
of computing experience. 

Building a collection of software packages to 
meet these diverse needs often succeeds in building 
artificial barriers—information islands—that put 
information out of reach of the people who need it... 
when they need it. Departments can’t pass data effi- 
ciently. Time is wasted restructuring information. And 
software training and maintenance costs soar. 

The SAS System gives you a strategy for 
enterprise-wide information delivery. One that over- 
comes all the obstacles to effective information flow. 
And one that drives effective decision making toward 
the achievement of organizational goals. 

As the world’s leading information delivery 
system, the SAS System is a single, integrated, and 
open solution that: 


INTEGRATES YOUR 
ORGANIZATION’S DATA. 


The SAS System allows you to directly access 
enterprise-wide data...no matter where the data 
reside—from mainframe, mid-range, and desktop 
database management systems to virtually any ex- 
ternal file regardless of format. And the SAS System’s 
data storage and data integration capabilities can be 
the core of your organization’s information database. 


From the analyst's viewpoint, there’s a task-oriented 
menu system. Just point, click, and command the 

SAS System’s most popular applications...without 
syntax and without relying on MIS or your Information 
Center staff. ¥ 


MEETS YOUR 
APPLICATIONS 
DEMANDS. 


The SAS System’s inte- 

grated capabilities can be 

brought together any 

way you choose... for 

virtually any data-driven application: executive infor- 
mation systems...project management...financial 
analysis...report writing...applications development... 
computer performance evaluation...quality improve- 
ment...and much more. 


OPTIMIZES YOUR 


COMPUTING RESOURCES. 
The structural design of the SAS System means that 
you can run applications on a wide range of comput- 
ing platforms—from micro to mainframe. More 
importantly, it offers the same functionality and look 
across all platforms. 

SAS Institute has a powerful commitment to con- 
nectivity. You can implement cooperative processing 
applications by segmenting applications any way you 
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choose. Unlike other multi-platform software, the SAS 
System exploits the unique features of each particular 
environment—from native windowing to networking. 


GREETS EACH USER WITH 


A PERSONALIZED INTERFACE. 


Designed for all types of users, the SAS System pro- 
vides a range of interfaces—from menu-driven, icon- 
based, point-and-click screens to a full applications 
development environment. 


BACKS YOU WITH A COMMITMENT A From the programmer's 


viewpoint, there’s a flexible 
TO SERVICE AND SUPPORT AS A and interactive windowing 
STRATEGIC PARTNER. environment that displays 
From expert training to free technical support, SAS Salements — a es “ 
Institute helps you maximize all the productivity of the pres 7 ing : — 
SAS System. And we'll keep you up-to-date with new ae 


software enhancements as they become available. rapprmnation requests, 


<4 From the executive's 

viewpoint, the facts that sup- 
port strategic decision 
making are yours in 
seconds. The SAS 
System brings you 
everything you'd expect 
in a full-function 
Executive Information 
System: up-front 
menus... pull-down 
windows...drill-down, 
hotspotting, traffic- 
lighting, and exception 

reporting...and graphical 

cil ortcer a) display of critical success 
= z : factors. Plus direct access to all 

the power and potential of the 

SAS System’s integrated 

applications. 





GAIN COMPLETE 
CONTROL OVER THE 
DATA-DRIVEN TASKS 
COMMON TO ALL YOUR 
DIVERSE APPLICATIONS 
NEEDS. 


We've designed the SAS System around a simple, 
straightforward strategy for information delivery. And 
it all begins with data—the fundamental element in 
any application and the raw material of information. 

With the SAS System, you can turn data into a 
generalized and available resource...and put that data 
to work in a rich variety of applications: data entry, 
retrieval, and management...report writing and graph- 
ics...Statistical and mathematical analysis...business 
planning, forecasting, and decision support...opera- 
tions research and project management...and applica- 
tions development. 


Operations 


Project Management 


The SAS System handles such a 
wide range of applications needs because 
it also handles the four distinct data-driven 
tasks that make up all these applications: 
data access, management, analysis, and 
presentation. 


ACCESS DATA IN ANY FILE... 

With the SAS System, it’s easy to reach all the remote 
“islands” of data throughout your organization... from 
data collection devices on the factory floor to your 
corporate database management systems. Direct and 


transparent interfaces link SAS applications with such 
popular databases as IBM Corp.’s DB2 and SQL/DS, 
Computer Associates’ 
CA-DATACOM/DB? 
Digital Equipment 
Corp.’s Rdb/VMS", 
Oracle Corporation’s 
ORACLE’ IBM’s 
Database Manager, 
Ashton-Tate Corp.’s 
dBASE® products, and 
Lotus Corp’s Lotus? 1-2-3° 
For many applica- 
tions, the SAS System may be the only information 
database you'll need. Within the SAS System, you'll 
find efficient tools for storing and managing data... plus 
security features, relational operators, and SQL support. 
The SAS System’s flexibility extends to other 
kinds of files as well. In fact, the SAS System can access 
virtually any kind of external file regardless of format—- 
from messy or incomplete files to the most complicated 
hierarchically structured files. 


... MANAGE DATA IN ANY FORM... 

Of course, getting data from place to place is just part 
of the challenge. The SAS System also makes it easy 
to enter new data...as well as to combine, sort, and 
subset data files. Analysts can even merge data from 
dissimilar files. And programmers can take advantage 
of standard SQL commands for data query. 


Executive 
Information 
Systems 
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... ANALYZE DATA IN ANY FASHION... 
Once you've got your data in shape, it’s time to turn 
that data into information that can shape the future of 
your organization. And that’s why the SAS System 
offers such a widely acclaimed and ever-expanding 
range of analytical tools. 





Financial Applications 


Data Visualization 


We've brought togeth- 
er the most powerful data 
analysis methods to meet 
all your statistical needs: 
regression analysis, analy- 
sis of variance, factor and 

component analysis, discriminant analysis, linear 
programming, and more. 

For decision support and forecasting, the SAS 
System helps bring the future into sharper view—with 
multi-dimensional electronic spreadsheets as well as 
tools for time series analysis, econometrics, and finan- 
cial modeling. For even more specialized tasks, explore 
the SAS System’s integrated tools for statistical quality 
improvement, experimental design, and laboratory 
data analysis. There’s even an interactive matrix 
programming language for advanced mathematical, 
engineering, and statistical needs. 

Data visualization adds still another dimension 
to the SAS System’s analytical capabilities. Combine 
graphs with classical statistics to spot trends and 
uncover patterns reports alone just can’t show. 


... AND PRESENT 
THE RESULTS IN ANY FORMAT. 


The SAS System’s phenomenal range of data presenta- 

tion tools makes it easy to get all the attention you and 

your data deserve. Of course you get the basics: for- 

matted and tabular reports, frequency charts, calen- 

dars, and line-printer graphs for on-the-spot decision 
making. Plus an 
interactive report 
writing facility— 
with templates for all 
kinds of customized 
reports. 

And we're 
setting the standard 
for multidimensional 
computer-generated 
graphs with the SAS 

System's new interactive graphics editor. Produce and 
modify graphics output using pre-built applications 
such as bar and pie charts, line graphs, scatter plots, 
maps, and more. And for real dazzle, there’s a 3D facil- 
ity for image modeling, rendering, and animation. 
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3D Modeling 





FROM THE DATA CENTER 
TO THE DESKTOP WITH 
JUST ONE SOFTWARE... 
THE SAS SYSTEM. 


To protect your organization’s investment in informa- 
tion processing, the SAS System lets you exploit the 
price/performance of new and emerging technologies. 
Without jeopardizing your stake in existing systems 
or applications. 
The exclusive 
MultiVendor Architecture on 
which we've built the SAS 
System delivers: 


...UNPRECEDENTED 


ULTIMATE PORTABILITY... © CONNECTIVITY... 


Because the SAS System runs the same Not only does the SAS System run the same across 
W regardless of hardware, applications don’t platforms, but the applications can communicate with 
have to be redone when you add a new each other no matter where you put them to work. 
hardware platform. And business profes- Reap the maximum benefit from your organization’s 
sionals can get up-to-speed quickly since hardware investment by enabling users to perform 
they're using the same software for all their diverse individual tasks locally whenever possible—allowing 
applications needs. you to conserve more costly CPU resources, yet 
Asingle development environment supports exploit these resources on demand. 
your entire enterprise. There’s no need to know the da 
ins-and-outs of an operating system to deliver appli- 
cations for it...since applications can be created in one 
environment and easily ported to all the others—from 
mainframes and minicomputers to workstations and 
personal computers. 
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... WITH ACCESS 
TO ALL THE STRENGTHS OF A 
PARTICULAR SYSTEM. 


MultiVendor Architecture is layered to provide both 
portability and performance. One layer controls 
portability. The other allows the SAS System to take 
full advantage of host-specific data sharing and perfor- 
mance capabilities such as IBM’s Systems Application 
Architecture (SAA)...Digital Equipment’s Network 
Applications Support (NAS) strategy...native window- 
ing implementations...office automation systems... 
system-specific databases ...and computer facilities 


; Through SAS Institute’s strategic relationships 
such as vector processing. 


with leading hardware vendors, you're assured that 
the SAS System will continue to adapt quickly—often 
immediately —to exploit new technologies. You can 
configure an information delivery system any way you 
want, with the assurance you can add new capabilities 
as your needs grow and change. Always in a comple- 
tely integrated, hardware-independent manner. 





FROM THE NAME 
SYNONYMOUS WITH 
CUSTOMER SATISFACTION 
AND SUPPORT... 

SAS INSTITUTE INC. 


With the SAS System, you get more than a powerful 
information delivery system. You get SAS Institute 
Inc., and our total commitment to help your organiza- 
tion gain both immediate and lasting productivity 
from our software. 

You'll have ready access to free technical 
support, expert training for all levels of user exper- 
ience, and authoritative documentation. And, with the 
availability of SAS Consulting® services, the scope of 
support is extended to include even the most 
extraordinary data processing needs. 

Is it any wonder more than 20,000 companies in 
105 countries keep coming back to the SAS System 
year after year? Or that more than three million users 
rely on one software for their dynamic information 
delivery needs? 

Now it’s your turn. 


CALL FOR DETAILS ABOUT A 


FREE VIDEO INTRODUCTION... 

Let the SAS System be the foundation of your 
enterprise-wide information delivery strategy. Just 
give your Software Sales Account Manager a call at 
919-677-8222 to find out how to receive a free video 
introduction to the SAS System. And when you call 
us, we'll rush you a free SAS System Executive 
Summary. ..filled with ideas about how to bring 
together your organization's people and the 
information with which they work. 


..AND A FREE 


SAS SYSTEM EVALUATION. 


Tell us all about your unique information delivery needs. 
We'll arrange for you to receive the SAS System compo- 
nents you need most for a free evaluation. Also ask for 
details about our free SAS System Executive Briefing. 
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THE RIGHT INFORMATION. 
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SAS Institute Inc. 

Software Sales Department 

SAS Campus Drive () Cary, NC 27513 
Phone 919-677-8222 (] Fax 919-677-8123 
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WORKGROUP COMPUTING 


*LANs *SERVERS *SOFTWARE FOR GROUPS 


RAID technology steps softly 
- but may be making big strides 


BY JIM NASH 
CW STAFF 


SAN DIEGO — Software de- 
signed to bring mainframe-like 
disk array technology down to 
desktop file servers is receiving 
guarded approval: 

Chantal Systems Corp., based 
here, said last week that it is 
shipping Paragon RAID 5, an ap- 
plication that breaks up database 
transactions over multiple disk 
drives the way parallel proces- 
sors divvy up calculations 
through multiple CPUs. 

The software, written to run 
under Novell, Inc.’s Netware 
3.11, dramatically increases da- 
tabase search capabilities and 
eliminates the need for disk du- 
plexing and mirroring. It works 
with all small computer systems 
interface (SCSI) drives within 


file servers or can be attached to 
file servers, according to a com- 
pany spokesman. 

“I had this disk I/O bottle- 
neck,”’ said John Probst, a pro- 
grammer at Lowery, Inc. in Park 
City, Utah. “It wasn’t my fiber 
cabling, which was cranking, and 
it wasn’t my workstations, which 
are 486s.” 

Yet when he tried to manipu- 
late data on his file server, 
Probst said, “I could just watch 
my network slow down.” 

Lowery, a specialized ac- 
counting firm, uses a small but 
powerful Netware 3.11 network 
to access audit information. 

Probst said he picked up Para- 
gon RAID 5 three weeks ago in 
an effort to speed transactions 
without buying a minicomputer. 
RAID 5, which stands for redun- 
dant arrays of inexpensive disks 


Computerworld faces 


trials of client/server 


BY MARYFRAN JOHNSON 
CW STAFF 


Second in a continuing series. 


As Computerworld completes 
the first phase of its own soft- 
ware and hardware systems mi- 
gration to client/server comput- 
ing, most of our staffers remain 
blissfully unaware of the dramat- 
ic change under way. 

Not so for MIS Director Lin- 
da Nelson and Catherine Gag- 
non, chief copy editor. 

They are already experienc- 
ing firsthand the kinds of issues 
that our readers deal with all the 
time: hardware shipping delays, 
bugs in the training program and 


frustration galore. 

“We're three weeks behind 
schedule, but we may have been 
overly optimistic about what we 
could get done over the holi- 
days,” Nelson said. 

What was accomplished, final- 
ly, was delivery of a back-or- 
dered IBM RISC System/6000 
Model 520 server, which is re- 
placing Framingham, Mass.- 
based Computerworld’s outdat- 
ed Digital Equipment Corp. 
PDP-11 minicomputers as its 
main processors. Computer- 
world is also serving as a beta- 
test site for Atex, Inc.’s new 
Unix-based Workgroup Publish- 
ing System. 

As the first person to be in- 


Level 5, is a technology that 
splits shares of a database on 
several disks. Also on each disk 
are software rules, or parity, 
that help reconstruct the whole 
database from memory should a 
disk become disabled. 

RAID 0 is software that only 
splits a database among multiple 
disks. Level 1 mirrors disk 
drives; levels 2 through 4 call for 
the use of a dedicated disk carry- 
ing the parity software. 

A side benefit of Paragon, 
Probst said, was getting better 
fault tolerance than the disk mir- 
roring capabilities of Netware. 

Paragon supports up to four 
SCSI controllers and 28 SCSI 
disk drives. No matter how many 
disks are used, they all appear as 
one disk to a Netware server. 
But because they can be ac- 
cessed simultaneously, the mul- 


RAID advantages 


AID technology presents significant advantages to 
shops opting for small computer systems. There re- 
mains room for sober caution, however. 
e Software-only RAID 5 systems are orders of mag- 
nitude cheaper than hardware/software systems for 
either desktop file servers or big iron. 
e RAID 5 paints a stripe of information on disks, putting pieces 
of a database on all available disks. This is quicker to access 
than systems that fill each disk like a bucket of water and move 


onto the next empty disk. 


e The technology also paints portions of the parity algorithm 
across all of the disks, reducing the risk that one disk failure 
could bring the whole system down. 

e Despite all of the above, RAID 5 still lacks fault tolerance in 
the traditional, mainframe sense of the term. Uninterruptible 
power supply technology must be applied, according to some, in 
order to avoid data losses, or faults, on the system. 


tiple disks can be accessed sev- 
eral times faster than single-disk 
systems. 

Hadley Robinson, a systems 
integrator at a Novell reseller, 
Professional Computers in Santa 
Barbara, Calif., said his bench- 
marks show a fourfold increase 


Stella Johnson 


Nelson’s eight-member JS department will manage the new 
IBM RS/6000 server, which replaces an outdated DEC PDP-11 


tensively trained in the new soft- 
ware, Gagnon has been grap- 
pling with the tedious front-end 
work in a demonstration lab at 
Atex’s Billerica, Mass.-based 
headquarters. “It’s been so frus- 


trating. I was afraid it was me, 
but I’ve been assured this is al- 
ways painstaking,” she said. 

By the time this $850,000 re- 
vamp is completed in late sum- 
mer, our new architecture will 


in performance over a standard 
Novell duplexing system. 
Robinson said he measured 
average cumulative data trans- 
fers of .24M byte/sec. with three 
drives mirrored by three other 
drives on a Netware server. 
Continued on page 43 


include two RS/6000 Model 
520s, 34 IBM Personal Sys- 
tem/2 Model 35SX writer work- 
stations, 14 PS/2 Model 90 
page-makeup workstations and 
Ethernet connection to seven 
Apple Computer, Inc. Macin- 
toshes that will be used for 
graphics. 

The upside of the changes will 
be vastly increased desktop 
functions for the writers and edi- 
tors, a more sophisticated look 
to Computerworld’s layout and 
page design, cost savings associ- 
ated with the move to Unix and 
mirrored backup between the 
two RS/6000s. 

The downside is trying to do 
it all without visible glitches in 
the paper’s weekly publishing 
schedule. 

“It’s a whole change of mind- 
set for us,” Gagnon said of the 
nine-member copy desk, which 
handles editing changes, proof- 

Continued on page 42 





Unix maker promotes X Window tools 


BY JOANIE M. WEXLER 


CW STAFF 


SAN JOSE, Calif. — Unix sys- 
tem maker Altos Computer Sys- 
tems has been making strides to 
spur X Window System technol- 
ogy in commercial applications. 
The firm recently signed a 
marketing agreement with Clar- 
ity Software, Inc. to bundle Clar- 
ity’s Rapport object-oriented 
software package into the X ter- 
minals that Altos plans to ship 
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later this year. Rapport targets 
the commercial user, providing 
compound document, word pro- 
cessing, spreadsheet, presenta- 
tion graphics, electronic mail, 
audio and fax capabilities. 

Altos also recently signed an 
agreement with Athenix Corp. 
for Athenix’s Multi-X cards for 
hosts or separate controllers to 
offload networking and process- 
ing loads from X terminals, ac- 
cording to an Altos spokeswom- 
an. She said the Athenix 


technology will allow Altos X 
terminals to support more than 
100 users cost-effectively at 
prices 10% to 15% higher than 
character-based terminals. 

The X Window System — 
“X”’ — is a public-domain, high- 
resolution graphics-oriented 
protocol that is installed on com- 
puters and intelligent terminals. 
When a user installs X on his per- 
sonal computer, workstation or 
X terminal, he can call up and 
view multiple applications that 
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reside on different computers 
also running X across the net- 
work. The user can also view the 
various application programs in 
separate windows on his screen 
simultaneously. 


Prices down 
Long a mainstay in engineering 
and educational communities, X 
is seeping into the commercial 
sector as X terminal vendors are 
dropping prices and rounding out 
product offerings with low- to 
high-end products. 

The Altos agreements are 
part of a program initiated by Al- 


tos in September 1991 to spur 
developers and resellers to port 
character-based applications to 
the X environment. 

Robert Schuldenfrei, an inde- 
pendent software vendor at S.I., 
Inc. in Waltham, Mass., cau- 
tioned that currently, ‘‘the prob- 
lem with X is that it basically 
takes a computer system that 
might support 100 terminals and 
lowers that support by an order 
of magnitude to 10.” He said the 
culprit is not X per se, but rather 
the heavy processing needed for 
graphics networking, which is 
X’s strength. 
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Banyan lowers price entry point 


BY JIM NASH 


CW STAFF 


Months behind market leader 
Novell, Inc., Banyan Systems, 
Inc. has scrapped its monolithic 
pricing strategy for network op- 
erating systems. 

Information systems manag- 
ers said they welcomed the 
move, which breaks out prices 
for fully configured Banyan 
Vines 4 and 5 into five-, 10-, 20- 
and unlimited-user _ licenses. 
They have replaced a pricing 
structure that offered the unlim- 
ited license for $7,495 and Vines 
Team, for 10 users, for $2,495. 

Novell similarly revamped its 
own pricing ladder last year. 


CW faces 
client/server 


CONTINUED FROM PAGE 41 


reading, page design and layout 
in mostly manual tasks that will 
soon be performed on the new 
system. “‘We’ll be making paper- 
based layout obsolete within a 
year and a half.” 

Exact measurements of pic- 
tures, graphics or charts — now 
done by hand — will be accom- 
plished automatically on the edi- 
tor workstation screens, with 
the use of a mouse-driven, win- 
dowed graphical user interface. 
A host of other editing functions, 
now typed into the command line 
on the terminal screen, will 
switch over to entirely new ter- 
minology in a what-you-see-is- 
what-you-get format. 

So far, the most difficult job 
has been transferring the cur- 
rent template layout to a mouse- 
driven one, Gagnon said. Tem- 


plates are the basic blueprints of | 


each individual page. 

By the end of the first phase of 
the project, the copy desk will be 
producing two specialty pages 
— Computer Careers and Mar- 
ketplace — on the new system. 

During the training phase, 
copy editors will be working with 
one foot in each of two worlds — 
toggling back and forth between 
the two publishing systems. 

During this month and con- 
tinuing into the spring, produc- 
tion will ramp up from a two- 
page trial run into live 
production of 10 pages and then 
half the newspaper. 

“This has put a lot of pressure 
on our IS staff,’’ Nelson said of 
her eight-member department. 
“Tt takes all of us to keep the cur- 
rent system up and running, and 
we have to do this migration, 


too. There’s a certain amount of 


firefighting going on.” 

“The scariest part is that 
there’s no way to predict how 
our organizational process will 
change,’’ Gagnon noted. 
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Banyan’s marketing vice presi- 
dent, Jim D’Arezzo, cited the 
same user demand for more af- 
fordable packages to outfit 
branch offices. 

Outside of core offices using 
leased lines to form one large 
Vines network, the Executive 


Office of Environmental Affairs 
in Boston has approximately 20 
remote locations. The branch of- 
fices use dial-up services to com- 
municate with Boston, said Jer- 
rold Patz, the agency’s director 
of IS development. 

Putting _unlimited-licensed 
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systems in each of the distant 
branches would be cost-prohibi- 
tive, he said, and Team is not up 
to the task. D’Arezzo acknowl- 
edged that Team ‘“‘did not have 
all the functionality of Vines,”’ in- 
cluding server-to-server com- 
munications capabilities. 

Tony Carnevalle, personal 
computer support analyst at 
Sunnybrook Health Science 
Center in Toronto, went one 


step further, declaring Team 
“brain dead.” He also pointed to 
enormous cost savings for indi- 
vidual hospital departments that 
have wanted to get aboard the 
Vines network. 

Multiuser licenses are priced 
at $1,295 for five users, $2,495 
for 10 and $3,995 for 20. 

Vines 10 is shipping now. A 
delivery date for the other two 
has not been set. 
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BY ELISABETH HORWITT 
CW STAFF 


MENLO PARK, Calif. — Users 
will be able to concurrently mon- 
itor and troubleshoot Novell, 
Inc. Netware on Ethernet and 
Token Ring networks using a re- 
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Sniffer monitors remote LANs 


cently enhanced version of Net- 
work General Corp.’s Distribut- 
ed Sniffer System. 

A central network manage- 
ment console can now communi- 
cate with multiple Sniffer serv- 
ers on Novell local-area net- 
works via routers running No- 


vell’s IPX protocol, according to 
Network General product man- 
ager Pam Larese. The servers 
collect traffic and error data on 
the LANs where they reside and 
pass it on to one or more user 
consoles at other locations. 
Previously, Distributed Sniff- 


er used Netbios to communicate 
with servers on Token Rings and 
used Transmission Control Pro- 
tocol/Internet Protocol (TCP/ 
IP) to communicate with Ether- 
net LAN servers. That meant 
“‘we had to shut down the dis- 
tributed system” in order to 
switch from monitoring one type 
of LAN to another, said Dave 
Wetzel, a telecommunications 


engineer at Syntex Corp. The 


Welcome To 
The Brave 
New World Of 
VSE/ESA. 


They re here—the software solutions that finally make 
VSE/ESA the powerful environment that's right for you. 


PRODUCTS DESIGNED To 
FuLy Exptoir VSE/ESA. 


Thirteen information and systems management solutions 
engineered to fully exploit the VSE/ESA environment. 


O% 


REDUCTION IN DATABASE I/Os 
AND ON-LINE RESPONSE TIME. 


Each one is supported by the world’s only Data Space 
facility designed exclusively for VSE/ESA. 

By storing and accessing critical data at memory speed, 
our Data Space technology offers 80% reductions in database 
1/Os and on-line response time and 50% reductions in I/Os 
and elapsed time versus conventional VSAM processing. Plus 
access to data that's up to 500,000 times faster than DASD. 


90% 


REDUCTION IN I/Os AND ELAPSED TIME VERSUS 
VSAM PROCESSING. 


The result is the most dramatic increase in overall system 
performance you've ever seen, including every aspect 
of your data center— from job scheduling to file 
management, security to database applications. And S==== 
thanks to CA90s, these solutions work seamlessly Re 
with other CA products to deliver the highest levels “4s Computing 
of integration available. For The 90s. 


900,000 


TIMES FASTER ACCESS To DATA. 


Call 1-800-CALL CAI to arrange an on-site presentation or 
to request our VSE/ESA information kit, . 
including a copy of our Data Space video. OMPUTER 
And don't forget to fasten your seat belt. SSOCIA 


It's going to be quite a ride. Software superior by design 
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Palo Alto, Calif., company was a 
beta-test site for the Distributed 
Sniffer IPX enhancement. 


Flexibility added 

With the enhancement, “I can 
carousel between Token Ring 
and Ethernet via IPX, work on 
both types of network simulta- 
neously — it’s a lot more man- 
ageable,” Wetzel said. Syntex 
now has about 12 servers, half 
on Ethernet and half on Token 
Ring, he added. 

The new Distributed Sniffer 
System is also enhanced with a 
paging feature that can automat- 
ically notify a network manager, 
via a paging device, of a network 
problem. The pager will provide 
information about the problem’s 
severity and location, Network 
General said. 

The Distributed Sniffer with 
IPX communications is sched- 
uled for release next month. 
Prices range from $4,995 to 
$10,995, depending on applica- 
tions and configuration. 


RAID may 
take big steps 


CONTINUED FROM PAGE 41 


They were performing random, 
multirequest read/write transac- 
tions. That figure jumped to 
0.98M byte/sec. using Paragon 
on the same server. 

Probst said Paragon has al- 
ready paid for its $1,495 retail 
price: An application that previ- 
ously took six hours to run now 
takes about two hours and does 
not restrict server use. 

Chantal is one of the first 
companies to deliver a software- 
only disk-array setup for low-end 
computers, said Bill Sines, an an- 
alyst at International Data Corp. 
in Framingham, Mass. 

Hardware/software combina- 
tions do exist, but they cost as 
much as $30,000, Probst said. 
However, Sines noted that infor- 
mation systems managers who 
are used to working with disk ar- 
rays on high-end computers may 
not consider Paragon’s effort to 
be truly fault tolerant. 

Until battery backup is inte- 
grated with a personal comput- 
er-based system — or better 
yet, until the disk array and bat- 
tery backup are separated from 
the server — data may be lost if 
the power fails, Sines said. 
a oe 


HOW TO 
SELL USED 
EQUIPMENT. 


Advertise in Computerworld’s 
Classifieds. They work. 


800-343-6474 











Why is cc:Mail the lea 


cc:Mail is so easy to 
install, learn and use, 
you can have your 
electronic mail 
system up and 
running quickly. 


ee 
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cc:Mail can send information across all of these computing platforms to reach 
everyone in your organization. 


Elle Edit Select Message Window Help 
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Bob Jones Joint venture proposal... 
Karen Davis Possible Factory Site! 
Mike Long Company picnic 
Jeanne Nelson New account 
Stephanie Middleton New office opening 
Darryl Hahn Re: Customer visit 
Darryl Hahn 

Bob Jones 

Karen Davis 

Bob Jones 


Over a million satisfied customers have already given cc:Mail a first-class rating. For example, Windows 
users love its easy-to-use interface, Smartlcons™ and application integration. And PC World says ‘‘Sending a cc:Mail 
message ts easier than addressing an envelope and licking a stamp.’* 9/91 


© Copyright 1991 cc:Mail, Inc., a wholly-owned subsidiary of Lotus Development Corporation. All rights reserved. Lotus and 1-2-3 are registered trademarks and Smarticons is a trademark of Lotus Development Corporation. cc:Mail is a 


trademark of Novell, Inc. Banyan is a registered trademark of Banyan Systems, Inc. Ami Pro is a trademark of Samna Corporation, 





It's easy to see why cc:Mail™ from Lotus’ is the world’s 


Mh je leading electronic mail package. Because it delivers more 
cc:Mail is built ona state- | 7 “J than messages. It handles just about any electronic mail 
phar = — i : need you might have. No matter how 
ceacgarmalainen an large or small your workgroup is. ; 
will grow i) With it you can send text, files, graph- co: fail 
as your (aaa ais 7 ics and faxes across all major local 
rn : = 2 area networks such as Novell’ LAN 
sahil = Manager and Banyan? Without needing new hardware. 

s Better still, it allows you to send elec- 
tronic mail effortlessly back and forth 
from different platforms—such as 
DOS, Windows™ 3.0, OS/2° and 
Macintosh—across the same LAN. 
Plus, with cc:Mail you can access 
public mail and even mainframe mail 
quickly and easily. 

Our newly released cc:Mail for Windows takes full advan- 
tage of Windows 3.0. Support of Dynamic Data Exchange lets 
you easily send other mail-enabled Windows files from within 
those applications. For example, you can send a report you’ve 
written with Ami Pro™ for Windows across the country while 
the application is still on your desk top. 

‘ aaa Plus, cc:Mail is the first package of its kind to take advan- 
Ou can send a jue Jrom any mau-enadiea application, tage of a new, fully scalable messaging architecture. This 
such as 1-2-3° for Windows and other indust . . 
leading software eae without leaving the ies aera “a along with your business. 
six new users, 6,000 -M 
ae or 60,000, cc:Mal is CC. k 
“ a proven solution. 95 User Pac 
As PC World has said, BU A mee 
“Tt’s clearly a best buy.’ 
PC World, 9/91* 

For a free demo 
disk of the cc:Mail 
Macintosh, Windows or 
DOS Platform Pack of 
your choice, call us today 
at 1-800-448-2500. 


, & 
Keep things running on time with cc:Mail’s CC: | ll frol } Lotus 
advanced integrated calendaring and scheduling option. a 


trademark of cc:Mail, Inc. Windows is a trademark of Microsoft Corporation. OS/2 is a registered trademark of International Business Machines Corporation. Macintosh is a registered trademark of Apple Computer, Inc. Novel! 
4 wholly-owned subsidiary of Lotus Development Corporation. *This quote reprinted with the permission of PC World. 








- NEW PRODUCTS 


Electronic mail 


Interactive, Inc. has announced M-Mail 
Systems, a set of software and hardware 
packages that integrate sound with elec- 
tronic mail. 

The Systems packages include the 
company’s Interactive M-Mail E-mail 
software, a sound adapter board and 
sound I/O devices. Users can send voice 
messages attached to text and graphics E- 
mail messages. 

Pricing ranges from $295 for System 
I, including a headset for voice communi- 
cations, to $395 for System III, which 
provides a microphone and speaker. 


HOW TO WRITE 


WORKGROUP COMPUTING 


Interactive 

204 N. Main St. 
Humboldt, S.D. 57035 
(605) 363-5117 


Development tools 


Twin Sun, Inc. has announced Coex, a tool 
kit for creating client/server group col- 
laboration applications for Transmission 
Control Protocol/Internet Protocol net- 
works. 

Coex applications allow multiple users 
to view and edit a single data file concur- 
rently. Coex includes a server library that 
prevents data collisions and manages no- 
tification. 


APPLICATIONS FOR 
UNIX’ FASTER: 


If you're trying to write business 
solutions for UNIX, you know one thing 
for sure: The backlog can be backbreaking. 

So in the spirit of helpfulness, we 
offer you the perfect answer. 

Cheat. 

Actually, we offer you two ways to 
cheat. Which is twice as good. And both 
involve uniVerse by VMark. 

Through VMark Software, you have 
access to approximately 4,000 proven, 


uniVerse py 


reliable business solutions, as well as 
industry expertise, for a broad range of 
vertical markets, including distribution, 
manufacturing, financial, government and 
health care. And uniVerse lets you run 
them on over sixty platforms from virtually 
every manufacturer in the world. 

So you can have the application you 
want, when you need it, and on the 
platform you prefer. 


The second route to fast UNIX 


The product is available on most major 
Unix systems. Pricing is between $5,000 
and $10,000, depending on the platform. 
Twin Sun 
Suite 2055 
360 N. Sepulveda 
El Segundo, Calif. 90245 
(310) 524-1800 


Local-area networking 
software 


Tallgrass Technologies Corp. has started 
shipping an enhanced version of Netse- 
cure, its server-based network backup 
utility. 

Netsecure integrates with the Novell, 
Inc. Netware operating system to provide 
centralized backup control. Version 4.0 


solutions involves taking advantage of 
uniVerse's second big attribute. It is, we 
believe, the easiest application development 
environment in use today. And the applications 
you build will be able to take full advantage 
of all the benefits and freedom of choice that 
make UNIX and open systems so attractive. 
VMark. Think of us as business 
solutions for UNIX. To go. 
To learn more, write or call 
(508) 655-3700. 
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NORTH AMERICA 


EUROPE ASIA-PACIFIC 


VMark Software Corporation. 5 Strathmore Road, Natick, MA 01760. Tel. (508) 655-3700. FAX (508) 655-8395. uniVerse is a trademark of VMark Software. 


UNIX is a trademark of UNIX System Laboratories. 


COMPUTERWORLD 


incorporates directory mirroring, a tape 
usage database and an Auto Pilot feature 
with tape rotation and quick restore capa- 
bilities. It also allows backup storage to 
cascade across multiple drives. 

Pricing starts at $1,895 for five users. 
Tallgrass Technologies 
11100 W. 82nd St. 
Lenexa, Kan. 66124 
(913) 492-6002 


Online Computer Systems, Inc. has en- 
hanced its Opti-Net compact disc/read- 
only memory (CD-ROM) networking 
software. 

Opti-Net 2.0 for DOS includes remov- 
able Opti-Net device drivers and termi- 
nate and stay resident programs. This al- 
lows-users to remove the drivers from 
their personal computers without reboot- 
ing once they are finished using a CD- 
ROM application. Version 2.0 also offers 
a remote network management utility for 
monitoring optical servers as well as oth- 
er enhancements. 

Pricing ranges from $795 for an eight- 
user configuration to $1,495 for 100 us- 
ers. 

Online Computer Systems 
20251 Century Blvd. 
Germantown, Md. 20874 
(301) 428-3700 


Data storage 


Storage Dimensions, a subsidiary of Max- 
tor Corp., has announced a line of fast 
small computer systems interface (SCSI) 
hard disk drives with support for Novell, 
Inc. Netware and OS/2. 

The Lanstor 2Fast and Speedstor/ 
2Fast products include a fast SCSI drive 
and a bus master host adapter for a Micro 
Channel Architecture, AT/XT or Extend- 
ed Industry Standard Architecture 
(EISA) server. The products feature for- 
matted capacities from 525M to 2,100M 
bytes and burst transfer rates of up to 
10M byte/sec. External configurations of 
up to four drives are offered. 

Pricing ranges from $3,945 for a 
525M-byte AT/XT model to $37,950 for 
an external EISA subsystem with 8.4G- 
byte total capacity. 

Storage Dimensions 
1656 McCarthy Blvd. 
Milpitas, Calif. 95035 
(408) 954-0710 


Database management 


systems 


IMRS, Inc. has released Hyperion, a 
client/server business information data- 
base and reporting system that runs un- 
der Microsoft Corp.’s Windows. 

Hyperion provides a Windows front 
end, including dynamic links to Micro- 
soft’s Excel spreadsheet for data analysis. 
The database is structured to facilitate 
quick application development and imple- 
mentation, the company said. 

A site license costs $125,000 with ad- 
ditional charges for remote sites. 

The company also announced version 
2.0 of IMRS Ontrack, its Windows-based 
executive information system for local- 
area networks. The new version provides 
live access to the IMRS Micro Control 
time series database. 

Pricing for a site license starts at 
$35,000. 

IMRS 

777 Long Ridge Road 
Stamford, Conn. 06902 
(203) 321-3500 
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FCC mulls new tariff rules 


ANALYSIS 


BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — Re- 
cent watchers of President 
Bush’s lips may have read 
pledges for a downsized federal 
regulatory agenda, but mean- 
while, the Federal Communica- 
tions Commission has embarked 
on an inquiry that could lead to 
more red tape for buyers of cus- 
tom network services. 

The FCC is taking a new look 
at its long-standing policy of not 
requiring long-distance carriers 
other than AT&T to file tariffs, 
public schedules of rates, terms 
and conditions. If MCI Commu- 
nications Corp., U.S. Sprint 
Communications Co. and others 
are made to file tariffs, users 
could gain useful information for 
striking deals but would pay for 
that information through higher 
prices, loss of confidentiality and 
regulatory delays. 

The FCC recently dismissed a 
complaint from AT&T that al- 


leged that MCI was illegally of- 
fering services without having 
filed the required tariffs. The 
FCC cited its long-standing rule 
exempting ‘“‘nondominant” car- 
riers — those without the power 
to control markets — from the 
filing requirement (see story at 
right). 

However, the commission 
handed AT&T a par- 
tial victory by prom- 
ising to re-examine 
the legality of the 
rule, opening up the 
possibility of impos- 
ing on the smaller 
carriers at least 
some of the public 
disclosure require- 
ments under which AT&T con- 
tinues to operate. 

“For my clients, there are po- 
sitives and negatives to this. We 
don’t have a bottom line,”’ said 
Hank Levine, a Washington, 
D.C., attorney who represents 
telecommunications users at 
large financial institutions. “But 
on balance, users would probably 
prefer not to file.” 


AT&T updates PBX, 
hikes prices by 8% 


BY JOANIE M. WEXLER 
CW STAFF 


In an economy that has compa- 
nies stretching equipment de- 
preciation cycles, AT&T Busi- 
ness Communications Systems 
has signed up customers for new 
versions of its digital Definity 
private branch exchange (PBX) 
and boldly announced 8% price 
hikes for PBX systems. 

The price increases, effective 
April 6, are meant to counteract 
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the commodity-level PBX pric- 
ing that has flattened the market 
in the last few years, according 
to AT&T. 

Users who have hopped on 
the Definity Generic 3 bandwag- 
on cited as their reasons com- 
patibility with national ISDN-1 
protocols and computer-aided 
telephony technology, a migra- 
tion path from their older AT&T 
PBXs and elastic support of 40 to 
10,000 stations. 

The Definity G3R and G3l, 


British Telecom Is 


i: _Into The Future 
~ With Frame Relay 


BT North America...for Network 


According to Levine and oth- 
ers, users — especially those 
looking for complex network 
services such as large, custom 
data networks — would benefit 
from the additional information 
available from public filings. 
They also said tariffs would aid 
comparison shopping and help 
the unwary or unsophisticated 

avoid paying more 
than the going rate. 
On the other 
hand, critics of the 
idea said it could turn 
the top three players 
— AT&T, MCI and 
Sprint — into an oli- 
gopoly, a situation in 
which a few strong 
companies control a market. 
Those critics said MCI and 
Sprint already move prices up 
and down under an AT&T price 
umbrella. Public tariffs would 
only make it easier for the three 
to move in lock-step and not al- 
ways in a direction beneficial to 
customers, they added. 

AT&T has about 63% of the 

$55 billion long-distance mar- 


based on reduced instruction set 
computing and Intel Corp. chip 
technology, respectively, blend 
characteristics of their G1 and 
G2 predecessors. 


G1 limited D channels 

One Integrated Services Digital 
Network (ISDN) user who pre- 
installed the G3R in December 
explained that “there is a limit to 
the number of primary-rate ‘D’ 
channels you could use on the G1 
product”’ that he was using. 

Carl Weston, director of tele- 
communications for the state of 
Maine, installed the new switch 
because “‘we can get hundreds of 
D channels on this PBX.”’ The D 
channel in a primary-rate (1.5M 
bit/sec.) ISDN network, which 
the state uses, is a 64K bit/sec. 


petition for AT&T. 


regulation for latter. 


“off-tariff”’ services. 


nondominant carriers. 





ket, a share that has fallen 
steadily for years. No. 2 carrier 
MCI has 16% of the market and 
third-ranked Sprint has slightly 


circuit that allows out-of-band 
signaling for reallocating multi- 
ple data/voice channels on the fly 
or data packet switching. 

The Definity G3R is said to in- 
crease call processing capability 
by more than 50% in voice pro- 
cessing and 400% in PBX-to- 
host links. It also reportedly of- 
fers security features to guard 
against toll fraud. 

John Clark, manager of work- 
station services at National Life 
Insurance Co. in Montpelier, 
Vt., said his initial problem was 
coordinating between his voice 
messaging system and PBX. 

Clark added that compliance 
with computer-aided telephony 
technologies, such as IBM’s Call- 
path for linking PBXs to hosts for 
database-oriented applications, 
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Regulatory history 
inreview 


brief history of long-distance regulation: 

1934 — Congress passes Communications Act, 
establishing FCC to regulate interstate communica- 
tions. Act says carriers may not unjustly discriminate 
on the basis of price and must make price schedules 

public. Ensures an AT&T monopoly in long-distance services. 
1970s — Microwave and satellite technology spawn com- 


1980 — FCC defines ‘‘dominant” and ‘“‘nondominant”’ car- 
riers; retains traditional regulation for former, ‘“‘streamlined’”’ 


1989 — AT&T claims that MCI violates law by offering 


1990 — FCC states that business market for long-distance 
services is “vigorously competitive,” suggests regulations for 
AT&T business services may be harming consumers and pro- 
poses steps toward deregulation. 

1992 — FCC begins inquiry on possible reregulation of 
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less than 10%. 
Said Levine, “‘The best of all 
possible worlds for users is to 
Continued on page 50 


was important because he will 
look into those applications in 
about a year. In addition, ‘““We 
were looking for a PBX we could 
upgrade to 2,000 stations with- 
out a switch change. We now 
have 1,400 active stations; a G1 
only goes to 1,600,” he said. 

Anne Donusz, a market ana- 
lyst at Eastern Management 
Group, a consultancy in Parsip- 
pany, N.J., said the economy has 
increased the average PBX age 
from seven to eight years, and 
“people will be putting off PBX 
purchases until about 1993.” 

She said it will be the soft- 
ware applications, such as call 
management and sophisticated 
voice management, that deter- 
mine what system companies 
buy. 





ExpressLANE™ accommodates heavy traffic without 
jams and lets transmissions run at top speed, right 
into an all-digital future. BT North America’s powerful 
TYMNET® network and technology designed for the 
future connect your geographically distributed LANs 


using frame relay protocols. And we do the driving 


Management Systems, Global Network Services 
ED! Net? Electronic Transaction Services, Dialcom® Messaging 


ExpressLANE manages your LAN inter-connectivity for 
problem-free telecommunications. Gas up your LANs 
and hit ExpressLANE—your best route to inter- 
connectivity solutions 


BT North America, 2560 North First Street, San Jose 
CA 95131-9019. Within the U-S., call 800-872-7654. 
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‘The cost crunch. 


Budgets get cut. Deman 


‘Tradition has it that if you want something 
done for less, you do it yourself. So once again, 
the computer world defies tradition. 

IS departments are discovering that many 
“in-house” functions can be handled more 
economically, and better, by outside specialists. 
Which is why, as belts tighten, outsourcing has 
become a hot topic. 

Its also why IBM has dramatically expanded 
our range of services, to provide whatever kinds 
of support you need, to save you the most money. 

For example, we can run your whole 








ds dont. If you need help, we have it. 


data center (as were now doing for several large 
customers) or we can take responsibility for 
selected areas: 

From disaster recovery, to network manage- 
ment, to application development and engineer- 
ing, to training your people and helping end 
users, to installing fiber optics, to multivendor 


integration and maintenance, to name a few. 

If you like, we can begin by analyzing your 
operation to see where, or if, we can help \ you. 
If you dont need us, we'll say so. But if we can 
save you money, we ll show you how, up front. 


We'll also put you in touch with similar custom- 
ers so you can share their experience. 

The idea is for IBM to lighten your IS bur- 
den, to free your resources so you can focus on 
your core business. After all, our core business 
is IS. We're already geared for j ‘Just about any 
problem youre likely to face. So our economies 
of scale can mean economy for you, too. 

To learn more about how IBM services can 
help you meet both your needs 
and your budget, c ‘all us 


at 1 800 IBM. -6676, ext. 881. 


© 1991 IBM Corporation. 
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J.P. Morgan on outsource bandwagon 


Financial services firm’s$20M deal for overseas services 1s one of two BT North America scores 


BY ELISABETH HORWITT 
CW STAFF 


NEW YORK — The global 
networking outsourcing move- 
ment gained another convert 
last month, when J.P. Morgan & 
Co. signed a $20 million, five- 
year contract to outsource its 
overseas terminal-to-host net- 
work to BT North America, Inc. 

J.P. Morgan expects to real- 
ize savings of $12.5 million by 
moving to BT’s Global Network 
Services from a private network 
of BT packet switches, accord- 
ing to Tom Hynd, a vice presi- 
dent at the financial services 
firm. That savings will come pri- 
marily from J.P. Morgan’s pay- 
ing for site-to-site packet- 
switched connections on a per- 
use basis, he added. The firm’s 
current network runs on dedi- 
cated lines that cost the same 
per month no matter how much 
they are used. 

The network outsourcing 
agreement has resulted in “‘in- 
significant staff reductions” 


through attrition, but no layoffs, 
Hynd said. However, outsourc- 
ing the network will help J.P. 
Morgan with its overall restruc- 
turing, which was implemented 
in February 1991 “‘to reallocate 
our staff and dollars, to invest in 
new business opportunities, to 
free staff up to directly support 
business units as they work on 
and develop new products and 
offerings globally,’’ Hynd said. 


Several outsource deals 

The outsourcing deal is just one 
of several that J.P. Morgan is 
planning, and it came about just 
before The Gillette Co. also 
signed with BT (story below). 
J.P. Morgan recently chose an 
outsourcing vendor for its over- 
seas local-area network inter- 
connections, which it will an- 
nounce in a few weeks, 
according to Peter Miller, a man- 
aging director at the firm. The 
company is also looking at out- 
sourcing an overseas private 
network that carries voice and 
its domestic LAN-to-LAN back- 


bone, Miller said. 

J.P. Morgan began looking at 
global network outsourcing 
about a year ago, Hynd said. The 
time seemed right because the 
firm was in the process of reor- 
ganizing its telecommunications 
department, reassigning people 
to work more closely with busi- 
ness users on applications they 
needed, he added. The company 
had also concluded that global 
networking services such as 
BT’s had reached an adequate 
level of reliability. 

“What really sealed the deci- 
sion in our minds was the willing- 
ness of BT to step up and con- 
tract with us for performance 
guarantees on the network as 
well as to make modifications to 
their public service offering to 
meet our management, security 
and reporting needs to ensure 
that our use of that was secure 
and monitorable,” Hynd said. 

Guarantees cover overall net- 
work availability, local connec- 
tion availability, end-to-end de- 
lay, mean time to repair and 


other factors, Hynd said. The 
contract invokes dollar penalties 
if the guarantees are not met, he 
added. The penalties are signifi- 


J.P. Morgan’s Hynd: Out- 
sourcing will help with overall 
restructuring 


cant, he said, refusing to give 
specific amounts. 

BT will also provide custom- 
ized reporting of network traffic, 
error levels, performance and 


Gillette signs up BT as backbone manager 


BY ELISABETH HORWITT 
CW STAFF 


BOSTON — The Gillette Co. 
last week officially became the 
latest U.S. corporation to offload 
the management of its overseas 
network. 

The $4.34 billion razor and 
toiletries manufacturer has 
signed a three-year contract un- 
der which its operations in 180 
countries will be linked over an 
unspecified time via BT North 
America, Inc.’s Global Network 
Services. The contract an- 
nouncement follows closely on a 
similar announcement made by 


BT and J.P. Morgan & Co. [CW, 
Feb. 3]. 

“‘We did not want to be in the 
business of having to manage in- 
dividual leased lines in country- 
to-country [connections], deal- 
ing with the various PTTs 
directly,” said Dick Crane, Gil- 
lette’s director of systems oper- 
ations and telecommunications. 

Further, the company’s cur- 
rent network is suffering from 
degradation problems on its 
cross-border data links. The net- 
work consists of a patchwork of 
various Postal Telephone and 
Telegraph authorities’ (PTT) 
X.25 networks, connected be- 


tween countries via X.75 gate- 
ways. Some of those gateways 
“were being throttled down to a 
25% throughput,” or approxi- 


The Gillette Company 


mately 2K bit/sec., Crane said. 
“T don’t know why, but it’s likely 
that they are oversubscribed.” 
Another key component of 
the BT/Gillette contract, Crane 


FCC mulls over new tariff rules 


CONTINUED FROM PAGE 47 


have the benchmarks AT&T 
files, and then to have the little 
guys come in and say, ‘Pssst, I’ll 
charge you 5% less.’ If MCI and 
Sprint have to file, we would lose 
some negotiating opportuni- 
ties.” 

“There’s no reason [for MCI 
and Sprint] to file tariffs,” said 
James S. Blaszak, counsel for the 
Ad Hoc Telecommunications 
Users Committee, a group of 20 
Fortune 100 companies. ‘The 
market is operating. Regulatory 
interference in markets that are 
effectively competitive is ineffi- 
cient and nonproductive.” 

Users said they worry that fil- 
ing descriptions of custom net- 
works may divulge confidential 
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information about their busi- 
nesses. 

Another veteran FCC watch- 
er, who asked not to be named, 


SERS WORRY 

THAT filing de- 

scriptions of 
custom networks may 
divulge confidential in- 
formation about their 
businesses. 


predicted the FCC will sidestep 
the issue by moving as slowly as 
it can while accelerating the pace 


of deregulating AT&T, hoping 
that AT&T will withdraw its 
complaint as a result. 

Although the regulatory cli- 
mate discourages new govern- 
ment rules on industry, AT&T 
has some potent legal arguments 
on its side, including the Commu- 
nications Act of 1934, which 
calls for ‘every common carri- 
er” to make its rates public. 

The more important question 
may not be whether the FCC 
bows to the force of AT&T’s le- 
gal arguments, but how it struc- 
tures any new tariff require- 
ments. It could impose the same 
extensive reporting rules that 
bind AT&T, or it could impose 
abbreviated requirements. 
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said, is that Gillette maintains 
control of the network’s direc- 
tion. “BT North America will 
manage the network backbone, 
but we will manage BT — we do 
all the planning, scheduling and 
coordination as far as [network] 
activities that each Gillette site 
is upto.” 

In addition, BT will report 
network alerts and traffic statis- 
tics to Gillette’s trouble report- 
ing system, he added. 

This cautious attitude has 
been typical for corporations 
that are new to entrusting their 
global networks to a carrier, said 
Roberta Wiggins, a senior ana- 
lyst at The Yankee Group. 
“They see the cost advantages 
of the move, but for their own 
peace of mind they want to keep 
close involvement with the net- 
work.” 


Links to anything 

With overseas installations in 
some 180 countries, Gillette un- 
dertook a search for an interna- 
tional value-added network 
(VAN) provider that could “‘link 
anything to anything, any- 
where,” Crane said. Other 
VANs considered included GE 
Information Services, IBM’s In- 
formation Network and Infonet, 
according to one _ industry 
source. 

Top criteria for the search in- 
cluded reliability and a global 
presence that corresponded to 
the location of Gillette’s interna- 
tional sites, Crane said. ‘“‘We are 
an expanding business, and we 


unauthorized access attempts, a 
BT spokesman said. 

BT’s network will allow ter- 
minal and personal computer us- 
ers at various overseas sites to 
exchange electronic mail, send in 
financial reports and access 
credit exposure information and 
various analytic resources at the 
firm’s computer facilities in Del- 
aware and New York, Hynd said. 
Computers in Europe also use 
the network to communicate 
with one another. 


Not the GE model 

J.P. Morgan dismissed the idea 
of outsourcing in the same man- 
ner as General Electric Co., 
which involves turning over the 
running of an existing private 
network to global carriers [CW, 
Jan. 13]. 

“Tt didn’t meet our needs in 
terms of potential dollar sav- 
ings,”’ Hynd said. ‘We have a rel- 
atively efficient network in 
terms of line costs, with much of 
the equipment already depreci- 
ated.” 

The network is in its early im- 
plementation phase, with at least 
five modes now up and running 
on BT’s service. The network 
will eventually support 26 J.P. 
Morgan sites in 14 countries. 


need a network that gives man- 
agement the flexibility to align 
their organizations any way they 
wish — to centralize, decentral- 
ize or continue as is.” 

In addition to linking Gil- 
lette’s overseas sites on its X.25 
network, BT will provide sup- 
port of customer premises 
equipment and local user sup- 
port. Under a recently complet- 
ed, six-month pilot program, 10 
Gillette sites were interconnect- 
ed over BT’s network, at signifi- 
cant savings, Gillette said. The 
BT network will support 9.6K 
bit/sec. average response time, 
with the option of boosting 
speeds to 1M bit/sec. if neces- 
sary, Crane said. 

The Gillette contract resem- 
bles BT’s contract with J.P. 
Morgan in that both customers 
demanded assurances that the 
carrier meet certain response 
time and reliability levels consis- 
tently — or suffer financial pen- 
alties, Crane said. Penalty 
amounts were not disclosed. 

Gillette expects to have two 
major business units, comprising 
almost 35 sites, almost 100% 
cut over to the BT network by 
the third quarter, Crane said. 

Gillette and J.P. Morgan are 
both part of international corpo- 
rations’ movement toward glob- 
al network outsourcing that 
should crest in the next year or 
two, according to Len Elfenbein, 
president of Lynx Technologies, 
Inc., a Little Falls, N.J., consult- 
ing firm. 

However, that wave will be 
followed by a reaction, with 
some companies going back to 
private networking as their con- 
tracts expire, Elfenbein said. 
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Nightmare Scenario #2 


THE RUNAWAY 
CASH SUCKER. 


“Why didn’t someone tell me this @$!7& 


network would cost so much?” 


lot of executives go pale 
Ae they see how much 

their computer networks are 
really costing them. 

“What’s with all this new pay- 
roll?” they ask. “I thought this thing 
was going to save us money.” 

Too late. They’re strapped to a 
runaway cash sucker and heading 
downhill fast. 


The fact is, the real economics of 


running a computer network are 
never even mentioned by the peo- 
ple trying to sell you one. 

And not knowing can cost 
you plenty. 

Research proves Banyan 
more cost-effective than 
Novell, IBM, DEC and 
Microsoft. 


Which brings us to the research 
report offered free on this page. 

It was compiled by the Business 
Research Group, and shows how 


Time Required To 
Add A Network-Wide Service 


Banyan 
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NetWare 
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Business Research Group/Newton, MA bc16D 


For sheer cost-effectiveness, 
Banyan surpasses everyone. 
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Banyan® Novell® IBM® DEC® and 
Microsoft® stack up against each 
other in cost of operation. 

What BRG did was to interview 
the day-to-day LAN managers at 
180 different organizations about 
the length of time required to exe- 
cute 11 typical network functions. 


i le Costing for 


Send for this impartial survey 
of network cost-efficiency. Its full 
of hard, actionable data. 
Banyan won in all 11 categories. 
Often by astounding margins. 
Whatever the job, administrators 
of Banyan VINES® networks were 
able to do them faster. 
And faster translates into smaller 
staffs and lower cash outlays. 
Banyan won across the board 
because our unique integrated 
architecture greatly simplifies 
administration. With Banyan 
VINES, cost-efficiency is built in 
from the beginning. 





Computer networks are rapidly 
becoming indispensable to busi- 
ness. So understanding the true cost 
of networking is now critical. 

The BRG report is a good place 
to start. This is a real-world report 
based on the testimony of actual 
network managers. 

Banyan is the world leader in 
simplifying the use and manage- 
ment of networks—and we can 
show you why. 





For your free copy 
of the BRG report, 
call 1-800-828-2404. 





Please send this coupon to: BANYAN, cw 1 
120 Flanders Road, Westboro, MA 01581 ! 
1-800-828-2404. 
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Networking. Without Limits.™ 
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ENTERPRISE NETWORKING 


NEW PRODUCTS 


Network management 


Netlabs, Inc. has released Discovery 2.0, 
a device location utility for networks. 
Discovery 2.0 performs network de- 
vice discovery searches based on either of 
two methods: a fast search based on Sim- 
ple Network Management Protocol tech- 
nology that discovers only active Internet 
Protocol (IP)-addressable devices, and a 
complete search that discovers all devices 
with IP addresses on the network. 
According to the company, the net- 
work manager can create a limited 
amount of network traffic by searching 
specified subnets in an enterprise net- 
work. 
Discovery 2.0 runs on Unix worksta- 
tions and is priced at $3,000. 
Netlabs 
4920 El Camino Real 
Los Altos, Calif. 94022 
(415) 961-9500 


Front ends, multiplexers 


Fibronics International, Inc. has intro- 
duced a fiber-optic, multiplexed hub that 
supports multiple local-area network pro- 
tocols and real-time protocols. 

The Unimux V 892 features Simple 
Network Management Protocol support 
with port-level control. It supports Ether- 
net, Token Ring and voice platforms and 
point-to-point protocols including IBM 
3270, RS-232 and V.35. 

Pricing for the hub starts at $5,100. A 
field-upgradable path for users of the 
company’s FM832 and FM892 multiplex- 


This advertisement is neither an offer to sell nor a solicitation of an of 


ers is also available. 
Fibronics International 

i Lowell Research Center 
847 Rogers St. 

Lowell, Mass. 01852 
(508) 937-1600 


Gateways, bridges, 
routers 


Gandalf Technologies, Inc. has intro- 
duced the Gandalf Premier Lanline 5500, 
a remote local-area network access sys- 
tem. 

The product gives remote workstation 
users transparent, protocol-independent 
LAN access via Integrated Services Digi- 
tal Network facilities. It offers 56K- or 
64K bit/sec. communication with simulta- 
neous analog voice service. 

The Gandalf Premier Lanline 5500 
costs $1,995. 

Gandalf Technologies 

130 Colonnade Road S. 
Nepean, Ontario K2E 7M4 
(708) 541-6060 


Raycom Systems, Inc. has announced a 
local bridge for connecting Token Ring lo- 
cal-area networks that use IBM’s Source 
Routing protocol. 

The Model 3440 bridge interconnects 
4M and 16M bit/sec. LANs, with a buffer- 
ing and forwarding scheme for optimal 
communication from a 16M- to a 4M bit/ 
sec. LAN. Both shielded and unshielded 
twisted-pair wiring are supported. 

The Model 3440 costs $3,995. A ver- 
sion with a built-in fiber-optic extender is 
priced at $4,595. 


The offering is made only by the Prospect 


1,500,000 Shares 


Ameritech leads Bells 
with revamped fax service 


BY ELLIS BOOKER 
CW STAFF 


CHICAGO — Ameritech Corp. late last 
month moved out in front of the other six 
regional Bell holding companies with a 
store-and-forward fax service designed to 
complement stand-alone fax machines. 

Ameritech Faxtra, which is available 
only in metropolitan Chicago, offers users 
four options: a fax “mailbox” into which 
messages can be sent and downloaded; a 
“no busy” feature that automatically re- 
transmits faxes to busy fax numbers; a 
“‘broadcast’’ option that sends one docu- 
ment to multiple fax numbers; and a 
“management report” that provides a de- 
tailed analysis of fax activity over a given 
time period. 

“‘We’re ahead of the other regionals 
but just barely,” an Ameritech spokes- 
man said. The service jibed nicely with the 
Chicago-based company’s dual strategy of 


Raycom Systems 
Building C-8 

16525 Sherman Way 
Van Nuys, Calif. 91402 
(818) 909-4186 


Micro-Integration Corp. has created a 
twin-axial 5250 gateway with a configura- 
ble network interface. 


fer to buy any of these securities. 
US. 


February 6, 1992 


#: ARTISOFT 


Common Stock 


Price $31.50 Per Share 


Copies of the Prospectus may be obtained from the undersigned as may legally offer these securities 
in compliance with the securities laws of the respective states. 


ALEX. BROWN & SONS 


INCORPORATED 


BEAR, STEARNS & Co. INC. 


MONTGOMERY SECURITIES 


COMPUTERWORLD 


providing enhanced services and increas- 
ing the use of the public network, he ex- 
plained. 

Faxtra’s fax mailbox includes a voice- 
response system that lets users dial in 
from a Touch-Tone telephone and learn 
how many messages they have as well as 
their origin. 

Users can also direct their mailboxes 
to send the stored documents to another 
number. Customers who want to be in- 
formed a fax is waiting can set up the sys- 
tem to notify them via fax, phone call or 
pager. 

Faxtra’s features cost $9.95 to $15.95 
per month, plus a monthly usage fee. Cus- 
tomers also pay a onetime $15 activation 
fee. 

The application runs on a Sequent 
Computer Systems, Inc. server, and it 
uses a hardware and software platform 
from Atlas Telecom based in Portland, 
Ore. 


The MI 5250 Local Gateway 4.0 sup- 
ports Novell, Inc.’s IPX/SPX protocol and 
IBM’s Netbios interface and can be con- 
figured at runtime. Support for Banyan 
Systems, Inc.’s Vines and asynchronous 
dial-up networks is also planned. 

The gateway ($1,995) works with 
IBM Application System/400 and Sys- 
tem/36 host systems. 
Micro-Integration 
215 Paca St. 

Cumberland, Md. 21502 
(301) 777-3307 


Electronic mail 


Da Vinci Systems Corp. has announced an 
electronic-mail package with native No- 
vell, Inc. Message Handling System 
(MHS) support for Apple Computer, Inc. 
Macintosh users. 

Da Vinci MacAccess E-mail features 
file enclosures, conversation threading, 
message sorting and mail delivery grades. 
MHS support allows users to exchange 
mail with personal computer users and ac- 
cess MHS gateways to other mail ser- 
vices. A five-user license costs $395. 

Da Vinci Systems 
Suite 200 

4200 Six Forks Road 
Raleigh, N.C. 27609 
(919) 881-4320 


Infinite Technologies has introduced 
MHS Librarian, a software product that 
automatically handles electronic-mail re- 
quests for files. 

The product runs on network hubs. It 
reads key words in an incoming message’s 
Subject line and attaches the appropriate 
file or file-selection information to a re- 
turn message. It can also respond by 
sending files to a third party. Password 
security options are included, and the 
MHS hub administrator is automatically 
notified of invalid keyword requests and 
other errors. It costs $199 per hub. 
Infinite Technologies 
Suite D 
11403 Cronhill Drive 
Owings Mills, Md. 21117 
(410) 363-1097 
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-—'BYMS MARYFRAN JOHNSON JOHNSON 
CW STAFF 


ISLANDIA, N.Y. — One year af- 
ter unveiling a major Unix soft- 
ware initiative for data center 
management, Computer Asso- 
ciates International, Inc. is mov- 
ing into the beta-test stage with 
a handful of commercial sites in 
Europe, Canada and the U.S. 
Those sites will be conducting 
trial runs of CA-Unicenter, an in- 
tegrated system for data center 
management that claims to de- 
liver to the Unix world the kind 
of capabilities long taken for 
granted in IBM mainframe 
shops: production control, secu- 
rity, storage management, re- 
source ee and problem- 
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CA Unix tool enters beta sites 


tracking. The product i is due for 
general delivery in the third 
quarter. 

“Unicenter addresses what is 
really the life’s blood of an orga- 
nization: data integrity, security, 
backup and archiving,’ said 
Gary Donnelly, president of 
Donnelly and Associates, Inc., an 
open systems consulting firm in 
Reston, Va. 

“We're starting to see Unix 
move into classic environments, 
where the administrator is not a 
Unix techie but an operator 
whose job performance depends 
on efficient management of that 
center,’’ Donnelly added. 

Unicenter, which is priced 
from $3,000 to $45,000, is a 
crucial piece of CA’s game plan 


to give Unix the robustness re- 
quired for commercial process- 
ing. The system software is ini- 
tially slated to run under 
Hewlett-Packard Co.’s HP/UX 
Unix variant. Other Unix ver- 
sions will follow, CA officials 
said. 

CA and HP joined forces last 
year to develop products for the 
HP 9090 Series 800 midrange 
Unix machines in systems man- 
agement, information manage- 
ment and business applications 
such as payroll, personnel and 
human resources packages. A 
dozen products were introduced 
in October 1991, including the 
CA-DB for Unix relational data- 
base management system. 

CA’s nascent presence in the 


New, tougher Garfield emerges 


BY JEAN S. BOZMAN 
CW STAFF 


BRISBANE, Calif. — There is 
no warm fuzzy feeling for old-line 
MIS — with its large staff and 
reliance on batch processing — 
at Dakin, Inc., which makes the 
plush Garfield dolls sold at air- 
ports and gift shops. 

Since 1990, when the 
firm’s sales fell from $200 
million to $75 million, Dakin 
has shed half of its 500-per- 
son work force and nearly all 
of its information systems 
programmers. Last year, 
Dakin installed an IBM Ap- 
plication System/400 Model 
D computer and off-the- 
shelf financial software. Af- 
ter a test-run period last fall, 
Dakin pulled the plug on 
three Unisys Corp. V series 
mainframes last month and 
went into production on the 
AS/400. That ended a peri- 
od of 15 years in which Da- 
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kin had used computers and cus- 
tom software programs based on 
systems from Unisys and its pre- 
decessor, Burroughs Corp. 
“They just took up space and 
slowed us down,” said Marshall 
Calkins, director of credit and 
customer services, referring to 
the old computers. “The prob- 


Dakin, Inc. 
Brisbane, Calif. 


* 2 ee Se Speen 
force cut in half and 
increase the level of on-line processing. 


secre 
ome-built i 


better tailored to the new system, 
contributing to a 7,000-case increase in 
monthly doll shipments. 


612-933-2885 
Fax 612-933-7764 


Member independent Computer Consultants Assn 


lem with the Burroughs system 
is it forced us to be a reactive 
company, and this new system 
allows us to be a proactive com- 
pany.” Dakin sold the aging sys- 
tems, along with dozens of ter- 
minals, at a considerable loss. 
Dakin accepted that loss as 
part of the price for a turnaround 
being lead by a management 
team hired in 1990. The re- 
positioned toy company, its 
worldwide sales now edging 
back toward $100 million, 
expects its 125 U.S. em- 
ployees to do more of the 
work of gathering data from 
the central computer data- 
base and its IS staff to keep 
the central CPUs humming. 
There used to be 32 IS staff- 
ers; now, there are just 12. 
The downsized firm also 
expects a hard fight to re- 
gain a No. 1 position against 
stuffed-toy competitors Ap- 
plause, Inc. in Los Angeles, 
Russ & Berrie Co. in Oak- 


Triad 
CA’s Unix initiative aims products at three areas: 
@ Information management software: 
Database management: CA-DB for Unix and 


CA-Datacom/Unix. 
PC query tools: CA-QbyX. 


Application development: CA-DB Generator. 
@ Business applications software: 

Human resources: CA-Classic/Open. 

Financial data: Masterpiece or 20/20. 


Graphics data: CA-Disspla. 


@ Systems management software: 
Backup, archive, security, problem control and 


scheduling: CA-Unicenter. 


Source: Computer Associates 


Unix software market is signifi- 
cant almost by virtue of its being 
there at all, analysts said. 

“Here is a major player com- 
mitting dollars in a very serious 


effort to bring mainframe-type 
software into the Unix environ- 
ment,” Donnelly noted. “The 
Unix market is now mature 


Continued on page 57 


Cindy Charles 


Dakin’s Kivley and friends are on a comeback trail that fea- 


tures a downsized IS organization 


land, N.J., and Gund, Inc. in Edi- 
son, NJ. 
“T’m not trying to build an 


ivory tower here,” explains Ray- 
mond Kivley, Dakin’s director of 
Continued on page 58 


Wouldn't it be nice to have a couple 


more terminals on your desk? . 


You could eliminate the inconvenience, lost productivity, and system overhead associated with 
logging off and on to different applications! 


BIMWNDOW permits multiple terminal sessions to be active concurrently at the same physical 
3270 CRT, under DOS or OS VTAM. The user may switch back and forth instantly between 
the terminal sessions by hitting a PA or PF key. The terminal sessions may be in the same 
or in different VTAM-connected partitions/regions. For example, one session might be logged 
on to a CICS partition or to TSO to do program editing, and another session connected to a 


test CICS to test the application program being developed. 


Now with 3270 data compression built in! 
Call for full documentation or free 30-day trial. 
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Price: OS — $5600 or $280/mo., DOS — $2800 or $140/mo. 


BIM has 15 system software products for improving productivity and use of DOS/VSE, OS, and CICS, and also performs systems 
Programming consuiting. Marketing agents in most countries. 
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_ We'll cut your application development 
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IN BRIEF 


Autoplan 
announced 


@ Digital Tools, Inc. 
announced project man- 
agement software for us- 
ers of Opencase/Toolbus, 
an application develop- 
ment environment from 
Informix Software, 
Inc. Autoplan, which is 
scheduled to ship in the 
second quarter, is part of 
Informix’s Opencase 
Partners Program for pro- 
moting interoperability 
between software devel- 
opment tools based on 
Hewlett-Packard Co.’s 
Softbench technology. 


w Interactive Devel- 
opment Environment, 
Inc. has agreed to port 
Software through Pictures 
to Motorola, Inc.’s 
Multipersonal Series 8000 
Unix workstations and 
servers. Software through 
Pictures is an integrated 
computer-aided software 
engineering (CASE) 

suite. The deal is expected 
to bring in $3 million for 
Interactive Development 
during the next three 


each priced at $7,000 for a 
single copy. Users of the 
DOS versions of the two 
modules can trade them 
in for a Windows edition 
free of charge. When the 
IBM OS/2 version hits the 
streets, users will be able 
to swap Windows products 
for the OS/2 version. 


m Oracle Corp. and 
The Boeing Co. joined 
the Object Manage- 
ment Group (OMG) re- 
cently, bringing total 
membership to 200. The 
OMG is pushing to add 
more end users to its 
ranks, including vendors 
and universities. About 40 
new organizations have 
joined Framingham, 
Mass.-based OMG since 
the group announced the 
Object Request Broker 
standard in October 1991. 
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Bug-free code: The competitive edge 


Automated software testing equipment uses advanced tools and technology to eliminate code error 


BY JAMES DALY 
CW STAFF 


Information systems managers 
known to crack the whip with 
their programmers are familiar 
with the typical response: You 
want it quick, or you want it 
good? These days, it had better 
be both — and bug-free. 

The advent of shrinking de- 
velopment time — object-ori- 
ented application builders churn- 
ing out reusable code allowing 
mission-critical programs to be 
written in days — has created a 
fertile new breeding ground for 
software bugs. 

But whether you are an indi- 
vidual programmer or a member 
of a large corporate IS depart- 
ment, you will need to produce 
bug-free codes quickly and effi- 
ciently to maintain a competitive 
edge. 


Deadly bugs 

At worst, bugs can kill you: 
Three people were permanently 
injured and another one died 
from overexposure to X-rays be- 
cause of a software bug in a diag- 
nostic medical device several 
years ago. On the vendor side, 
bugs have been known to cripple 
even well-established firms. 
Onetime database powerhouse 
Ashton-Tate Corp. never fully 
recovered from releasing a di- 
sastrously buggy version of its 
Dbase IV flagship product sever- 


al years ago. 

Shortened delivery schedules 
and tighter budgets have height- 
ened the need to squash bugs en- 
countered during the application 
development phase. But what 
can be done short of the tradi- 
tional and costly process of ex- 
tending the testing phase? Plen- 
ty, users and analysts said. 

Recently, Mercury Interac- 
tive Corp. in Santa Clara, Calif., 
and San Jose. Calif.-based Tibu- 


ron Systems, Inc. released auto- 
mated software testing equip- 
ment that uses advanced tools 
and technologies to eliminate 
code errors. 

Mercury’s Testrunner, for 
example, simulates an operator 
by entering scripts of keyboard 
and mouse commands while a 
program is running. It then com- 
pares the program’s responses 
with expected results and flags 
discrepancies. Similarly, Tibu- 
ron’s Ferret helps programmers 
design powerful test suites. 

These products may be arriv- 


ing none too soon. Researchers 
at Tiburon, which also serves as 
an independent software tester 
for companies such as Borland 
International, Inc., said code de- 
fects are showing up with great- 
er regularity in critical applica- 
tions. About 15 billion lines of 
code were written in 1990, and 
by a conservative estimate of 10 
bugs per 1,000 lines of code, 150 
million bugs were produced that 
year, according to Gregory 


Pope, director of validation tech- 
nology at Tiburon. 

If bugs go undetected during 
the design phase, they become 
more expensive and time-con- 
suming to correct. “A bug that 
may take a half-day to fix in the 
creation process may take a 
week or more once all the appli- 
cations are out in the field,”’ said 
Clem Hergenhan, president of 
CSF Corp., a telecommunica- 
tions consulting firm in Somer- 
set, N.J. 

Computer-aided software 
testing methods also address the 


Hyperdesk releases Object tool 


WESTBORO, Mass. — Hyper- 
desk Corp. introduced a tool kit 
that allows developers to write 
object-based applications for 
client/server environments. 


Fulfilling a promise made in 
October, Hyperdesk said the 
tool kit will be available later this 
month. Called the Distributed 
Object Management System 


DEC’s InstantSQL tool 
eliminates hand coding 


BY SALLY CUSACK 
CW STAFF 


MAYNARD, Mass. — Digital 
Equipment Corp. has announced 
an application development tool 
for RDB/VMS, the vendor’s re- 
lational database software for 
production system applications. 
Designed specifically for 
RDB/VMS programmers and 
administrators, InstantSQL Ver- 
sion 1.0 presents a pictorial view 


of an RDB database that will en- 
able users to compose and test 
database queries. 


No hand-coding 

This eliminates the need for 
hand-coding complex SQL state- 
ments, the vendor said, adding 
that this allows users to graphi- 
cally create queries, develop 
prototypes and manipulate data 
in RDB without knowing the 
syntax or memorizing the com- 
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(DOMS), the development soft- 
ware includes the following: 

eAn interactive development 
and testing tool. 

e A standard interface developed 


mands. 

Instant SQL incorporates 
VMS Decwindows Motif for the 
graphical user interface and of- 
fers pull-down menus as well as 
point-and-click mouse controls. 
Query results can be viewed in a 
spreadsheet-style window that 
supports both horizontal and 
vertical scrolling, or results may 
be saved in a text file. 

In addition, full on-line, con- 
text-sensitive help is available 
through the menus. 

The product is available now 
in three different license pricing 
options: personal, concurrent 
and unlimited system use. Pric- 
ing for the personal use software 
license begins at $827. 





dodgy issue of testing the graphi- 
cal applications. ‘To complicate 
matters, windowing software 
has [rendered] obsolete many 
traditional software testing 
tools,” said Boris Beizer, a Hun- 
tingdon Valley, Pa.-based author 
of several books on software 
testing. 


Share applications 

Another tip for bug-free soft- 
ware is this: Share your applica- 
tions with as many departments 
as possible. 

“The best bug detector 
we’ ve ever found is lots of hands- 
on end users,” said Frederick 
Gault, vice president at The San 
Francisco Canyon Co., a soft- 
ware development house. “And 
that doesn’t only mean program- 
mers, who are often so ingrained 
with preconceived notions of 
what the program can do that 
they overlook the obvious. In- 
stead, get people who are unfa- 
miliar with the program to put it 
through the paces.”’ 

While some commercial com- 
panies use an alpha and beta test 
to find bugs in products, this lux- 
ury cannot always be extended 
to an in-house development pro- 
ject. But users said no expense 
should be spared in weeding out 
the bugs in software. Hergenhan 
added: “If you put a buggy piece 
of code out in the field, there’s a 
good chance it’s going to blow up 
in your face.” 


by the Object Management 
Group for invoking objects. 

e A language to define types and 
operations of objects. 

e An object database. 

e An object repository to store 
interface and type definitions. 

e Class libraries. 

DOMS will run on different 
versions of Unix as well as under 
MS-DOS. 

The development tool kit is 
priced at $1,995 per user. A run- 
time version priced at $495 per 
user will be ready around June, 
the company said. 

In addition, three other ven- 
dors announced they will build 
applications based on DOMS. 
IXI Ltd. in Cambridge, England, 
said it will incorporate DOMS 
into X.desktop, its desktop man- 
ager for Unix. 

Constellation Software, Inc. 
in Framingham, Mass., will use 
DOMS in its Hyperstar client/ 
server database. Finally, Uni- 
plex Integration Systems, Inc. in 
Irving, Texas, said it is building 
office-automation tools around 
DOMS. 
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In applications development, only one company 
is equipped to take you all the way to the top. 


Everyone is interested in developing cost-effective, timely, high-quality software applications. N76 
But for many companies, the CASE (Computer-Aided Software Engineering) path covers 
uncharted territory. Fortunately, one company has accumulated a consistently sure-footed record = 


so 
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of leadership. KnowledgeWare has pioneered almost every important innovation in CASE tech- 

nology. And coupled it with a service and support system unmatched in the industry. The result is a growing 
legion of satisfied customers. The newest Sentry Market Research CASE Survey* spells it out in unmistakable 
terms. KnowledgeWare was rated number one in fifteen of sixteen categories by CASE users. And our unique 
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A _ partnership in IBM’s AD/Cycle” vision ensures the soundness of your invest- 
SB KnowledgeWar € ment into the future. Call 1-800-338-4130 for our free 4-color brochure. We’ve 
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DEC firms strategy for RAID storage 


BY SALLY CUSACK 
CW STAFF 


SHREWSBURY, Mass. — Digi- 
tal Equipment Corp. is hoping to 
take the storage marketplace by 
“Storme”’ over the next several 
years with what it predicts will 
be a volatile mixture of open-sys- 
tems-architected, leading-edge 
technology systems and compet- 
itive pricing through both direct 
and OEM sales. 

The strategy — Storage 
Modular Enclosures (Storme) — 
is intended to offer customers 
continued investment protection 
and product flexibility with a 
modular, building-block —_ap- 
proach to storage within a single 
shelf, said Charles Christ, DEC’s 
vice president of mass storage 
subsystems. 

Within a selected shelf config- 


uration, customers will be able to 
mix and match storage devices 
by type and size. The shelves will 
range in size and will also include 
drives, controllers and power 
units. All Storme products will 
be based on Small Computer 
Systems Interface-2 (SCSI-2) 
standards and will be available 
through both direct sales and 
OEM channels. 

The products will have a lin- 
ear scalability similar to DEC’s 
Digital Storage Systems Inter- 
connect (DSSI) and will span a 
range from the desktop to the 
mainframe, Christ said. DEC 
plans to open its DSSI technol- 
ogy by working with other ven- 
dors to merge the DSSI and 
SCSI-2 standards. The first 
products are due out this year. 

“The whole thing reads, very 
simply, more price-competitive 


Minicomputers aid 
China’s health care 


BY KIM S. NASH 
CW STAFF 

When David Fang and Dick 
Montgomery hook the last ter- 
minal to the two minicomputers 
four months from now, the Sir 
Run Run Shaw Hospital should 
‘ be one of the most computerized 
organizations in the People’s Re- 
public of China. 

Fang, who is a surgeon at 
Loma Linda University Medical 
Center in Loma Linda, Calif., 
said he plans to take over as 
president of the new $28 million 
facility when it opens in June. 
Dick Montgomery, chief infor- 
mation officer at Loma Linda, is 
leading systems planning at the 
hospital, which is getting free 
computers from Data General 
Corp. and IBM. 

Loma Linda is working with 
the Zhejiang Provincial Govern- 


ment, Zhejiang Medical Center 
and Sir Run Run Shaw, a Hong 
Kong philanthropist and entre- 
preneur who has pledged $14 
million to the project. The Zhe- 
jiang government agreed to 
match that donation. 

Medical care for average Chi- 
nese citizens is slow and piece- 
meal at best, dangerous at 
worst, according to Fang. But 
computers can change that, he 
said. 

Right now, between 2,500 
and 3,000 people per day are 
shuttled through the country’s 
walk-in clinic system on a first- 
come, first-served basis, he said. 
And when hospitals admit pa- 
tients, they are held there too 
long. 
“There is little organization, 
ways to keep track of who is at 
what stage of treatment,”’ Fang 
said. 


CA Unix tool enters sites 
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enough that people are looking 
at real-world problems and ex- 
pecting the type of software that 
existed on the mainframe side to 
appear in the Unix side. That’s 
what CA isdoing.” 

One CA mainframe customer 
interested in taking a closer look 
at Unicenter is GTE Data Ser- 
vices in Tampa, Fla. — the infor- 
mation services arm of GTE’s 
nationwide telephone operation. 

“Tf CA really does offer an in- 
tegrated set of data administra- 
tion and operations management 
tools, they’ll be the only ones out 
there doing it,” said Ed Reedy, a 
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systems manager at the services 
center, which runs a large net- 
work of HP 9000 workstations 
and servers coexisting with IBM 
3090 mainframes. 

“CA also has the financial re- 
sources to jump in and do this ina 
big way, rather than piecemeal,” 
Reedy added. 

Users at other IBM main- 
frame shops are also paying at- 
tention to CA’s overall Unix 
strategy, said James Winn, a 
member of CA’s Information 
User Association and a database 
system manager at a defense 
contractor in Michigan. 


hardware,” said Kenneth Krall- 
man, MIS manager at Carleton 
Technologies, Inc., an aerospace 
defense contractor in Orchard 
Park, N.Y. 

“If DEC can sell in the OEM 
market, that means they have 
made the manufacturing adjust- 
ments and can compete 
pricewise,”’ Krallman said. 

Carleton Technologies cur- 
rently uses DEC’s RZ, RA and 
RF series disk drives across a va- 
riety of VAX platforms. DEC tra- 
ditionally has offered slightly 
slower disks at slightly higher 
prices than third-party vendors, 
Krallman said, noting that prices 
of DEC drives seem to have 
dropped dramatically over the 
past two years to fall into line 
with the competition. 

DEC, which relies on its stor- 
age products for between 25% 


Center stage at the new, 
Western-like medical center will 
be about $270,000 worth of 
equipment DG donated at the 
groundbreaking in October 
1989, including an MV/20000 


“At our last user conference, 
we had a lot of interest from IBM 
users who were looking at down- 
sizing their applications,” Winn 
said. 


One sure sign of CA’s com- 
mitment to Unix, Winn added, is 
the company’s plan to first devel- 
op new products and enhance- 
ments on Unix and then port 
them to proprietary platforms. 
“As a development platform, it’s 
easier to produce usable systems 
quicker on Unix,” he said. 

Winn’s company, which he 
asked to leave unnamed because 
of its government contracts, act- 
ed as a beta-test site for CA’s 
Unix RDBMS and generator 
tools, which are now shipping. 

Users and analysts said they 
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Jerry Valente 
Thousands are shuttled through 
China’s walk-in medical clinics daily 


and 30% of its revenue, has tak- 
en steps to make its manufactur- 
ing business more efficient. Over 
the last six financial quarters, the 
company has reduced manpower 
in the storage area by 40% and 
has closed several plants. 


Changes necessary 

All these changes were neces- 
sary to make DEC’s cost struc- 
ture viable in the OEM market, 
Christ said, adding that the ven- 
dor announced its intention of 
going into OEM last year, and 
that DEC is “very close”’ to for- 
malizing a $50 million to $100 
million OEM contract in the 2G- 
byte, 5%-in. disk drive technol- 
ogy arena. 

Storme’s success is believed 
to be vital for DEC to prove that 
it is a serious contender in to- 
day’s storage market. 


minicomputer and sys- 
tems software. IBM 
also contributed an Ap- 
plication System/400 
midrange model to run 
side by side with the DG 
box. 

Montgomery, who 
has run Loma Linda’s 
DG-centered informa- 
tion systems depart- 
ment for the past seven 
years, said he plans to 
use the MV as a server 
for various medical and 
administrative depart- 
ments. 

Many of Loma Lin- 
da’s custom applica- 
tions will be copied and 
used at Sir Run Run 
Shaw Hospital, includ- 
ing clinical and labora- 
tory systems, a medical 
research database and 
an order-entry/billing 
system for patient pro- 
cessing. While Chinese construc- 
tion workers are putting up the 
building itself, Montgomery and 
Fang have already set up the 
new center’s computer system 
— at Loma Linda. 


believe the Unix alliance be- 
tween CA and HP will eventually 
prove to be a winning situation 
for everyone concerned. 

“HP will be able to sell its Se- 
ries 800 computers into com- 
mercial organizations that need 
management and control disci- 
pline that CA-Unicenter can add 
to the native Unix environ- 
ment,” said Ed Acly, an analyst 
at Technology Investment 
Strategies Corp. in Framing- 
ham, Mass. 

CA should benefit not only 
from this new market for its sys- 
tem management products, Acly 
added, but also by positioning it- 
self as a “de facto standards set- 
ter” in distributed, multiplat- 
form environments. 


Noting that the vendor’s disk 
and tape reliability has always 
been competitive in its tradition- 
al area of 9-in. technology, Kevin 
Beam, a market analyst at Reli- 
ability Ratings in Needham, 
Mass., said DEC has been edged 
out over the past several years 
by third-party players offering 
5.%4-in. storage solutions. 

Michael Casey, director of 
storage industry research at 
Computer Intelligence/Infocorp 
in La Jolla, Calif., said Storme 
will allow DEC to open up its ar- 
chitecture to third parties while 
simultaneously bringing its own 
products to market faster. 

“‘What is really surprising is 
that this is coming from a compa- 
ny who has had success with a 
large group of users locked into a 
proprietary market,” Casey 
said. “DEC has recognized that 
customers are going to be de- 
manding actual open systems, 
not only in networking, but 
across all platforms.” 


“We'll ship everything over 
when the building is complete,” 
Montgomery said. 

Montgomery said he plans to 
conduct an exchange program of 
sorts. Several Chinese IS work- 
ers are now training on the DG 
and IBM systems at Loma Linda, 
but he and Fang are currently 
looking for programmers and op- 
erations personnel in China. 
“Our biggest problem is not get- 
ting the two proprietary ma- 
chines to talk to each other but 
finding skilled people,” he said. 


IN BRIEF 


Annual loss 
for CDC 


a Control Data Corp. 
lost $9.8 million for fiscal 
1991, down 363% from 
1990’s profit of $2.7 mil- 
lion. Company Chief Ex- 
ecutive Lawrence Perl- 
man said “‘satisfactory” 
results in service and gov- 
ernment business were 
offset by a $12 million re- 
structuring charge and 
poor showings in its Com- 
puter Products and Auto- 
mated Wagering lines. 


s Bull HN Informa- 
tion Systems, Inc. and 
Insci Corp. signed a 
pact to port Insci’s Coin- 
serv Data Storage and 
Retrieval software to Bull 
HN’s Unix-based DPX/2 
workstations. Coinserv is 
an optical disc system 
that stores and retrieves 
formatted output data in 
lieu of computer-output 
microfiche, computer 
printouts, magnetic tape 
and magnetic disk stor- 
age systems. 





Tougher Garfield emerges 
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corporate IS, who until July ran 
computers at Capcom U.S.A., a 
Santa Clara, Calif., electronic 
game maker. “I want the sys- 
tem to be able to run without 
There is no overnight opera- 
tions staff, Kivley said, although 
he and one other IS staff mem- 
ber dial into the AS/400 comput- 
er nightly to check on it. The 
AS/400 has 64M bytes of memo- 
ry and uses 6.4G bytes of its 
12G-byte disk limit. 

The changes in staffing and 
equipment were part of a corpor- 
atewide plan that cut Dakin’s 
overhead by $50 million, Kivley 
said. Dakin selected prepack- 
aged financial applications from 
J. D. Edwards & Co. in Denver 
that are being slightly modified. 
Dakin has already installed a 
small AS/400 in Hong Kong that 
communicates with the head- 
quarters machine via dial-up mo- 
dems. Several more small ma- 
chines will be added at other 
Asian locations. 


Picking up speed 

Dakin’s new system can keep 
pace with the toy business’ sea- 
sonal product cycles, as well as 
with changing orders from thou- 
sands of retail sites worldwide. 
Last year, Dakin struggled to 
ship 10,000 cases of dolls a 
month; in the first four weeks of 
AS/400 operation, the system 
pushed 17,000 cases out the 
door, Calkins said. “Our old sys- 
tem software had so many things 
tacked onto it that it was easier 
to tailor our business to the [off- 
the-shelf] financial packages 
than to reprogram every task we 
did.” 

Because the IS staff has been 
reduced, end users will have to 
do more data processing on their 
own. More than three-quarters 
of Dakin’s headquarters staff 
have personal computers on 
their desks. “Users can gener- 
ate reports all day long,” Kivley 
said. However, AS/400 batch re- 
ports are still run each night. 

Dakin’s downsizing has 
forced a permanent change in 
the relationship between users 
and IS, Dakin executives said. 
“We had a culture of dependency 
on MIS,” said Mark Horwitch, 
the firm’s chief operating officer 
and chief financial officer. “The 
users were always waiting for re- 
ports to be written by program- 
mers. They did not have any 
awareness or responsibility for 
understanding or maintaining 
the data.” 

Today, he said, the opposite is 
true: End users must access the 
AS/400’s_ relational database, 
then work the numbers on Mi- 
crosoft Corp. Excel spread- 
sheets and Microsoft Word elec- 
tronic documents. 

The business is feeling a posi- 
tive impact. “We got a signifi- 
cant reduction in cost and in 
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management overhead and a 
dramatic improvement in the 
MIS system’s ability to support 
the business objectives,” Hor- 
witch said. 

Currently, worldwide sales 
are edging back toward $100 
million. 
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Development tools 


Suitesoftware has announced 
Suitedome, a distributed object 
management environment. 
Suitedome aids communica- 
tion and data access among appli- 
cations in distributed computing 
networks. It provides access to 
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application programming inter- 
faces, remote procedure calls 
and network operating systems, 
allowing users to develop appli- 
cations that are independent of 
operating system, network, for- 
mat and database specifics. 
Users can access and control 
relational and object databases 
and flat files. Suitedome applica- 


tions can be modified at runtime. 
Suitedome runs on Unix sys- 

tems and Digital Equipment 

Corp. VAX systems. Support is 

planned for other platforms. 
Pricing, based on the number 

of concurrent users, starts at 

$750 per node under Unix. 

Suitesoftware 

9879 Grandview Drive 

La Mesa, Calif. 91941 

(714) 938-8850 
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Advanced Business 

Group, Inc. has announced Rapid 
Automatic Programmaker 
(RAP), an applications develop- 
ment tool that generates Cobol 
code for five platforms. 

RAP supports DOS, OS/2, 
Unix, CICS/MVS and OS/400. It 
lets users design applications 
through a system of menus and 
prompts, and it generates Cobol 
source code automatically. 
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The tool runs on personal 
computers. The basic kit gener- 
ates DOS, OS/2 or Unix cote and 
costs $4,485 for a single-user li- 
cense. 

The optional module for gen- 
erating OS/400 code costs an ad- 
ditional $2,760; the MVS code 
generating module is an addi- 
tional $4,830. 

Advanced Business 
Language Group 
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40440 Grand River 
Novi, Mich. 48375 
(313) 478-4130 


Utilities 


Quadrant Software, Inc. has en- 
hanced its Fastfax/400 software 
for the IBM Application Sys- 
tem/400 platform. 

Fastfax/400 now includes on- 
line fax viewing with the ability 


to edit cover sheets, improved 
on-line directories and an en- 
hanced internal memo genera- 
tor. The company also offers 
Fastfax/Plus, which provides ad- 
vanced graphics-handling capa- 
bilities. 

Pricing starts at $2,495 for 
Fastfax/400 and ranges up to 
$6,495 for Fastfax/Plus, includ- 
ing all features. 

Quadrant Software 


Or How AT&T SYSTIMAX PDS 
Gives More Promise To Your Premises. 


AT&T SYSTIMAX® Premises Distribution System gives you 

the capability to access voice, data, video. Any kind of 
information. Anywhere in your building. Through a single 
comprehensive building wiring system. AT&T SYSTIMAX PDS 
is acompletely modular system that combines hardware, 
copper wire, connectors, and fiber optics; with the only five 
year product warranty in the business. AT&T SYSTIMAX PDS 
enables information to travel from building to building. 

Office to office. Floor to floor. Platform to platform. Regardless 
of differences in operating systems. Or networking protocols. 
A truly open architecture. For real multivendor compatibility. 
With AT&T SYSTIMAX PDS, as your business grows, your system 
grows, too. And that can give any business more promise. Call 
AT&I Network Systems at 1 800 344-0223, ext. 1026 to see 
how it can work for you. Outside the US. call: 602 233-5855. 


AT&T Network Systems And 


Bell Laboratories. 


Technologies For The Real World. 
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Network Systems 
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31 Middlesex Road 
Mansfield, Mass. 02048 
(508) 337-8559 


Applications 
packages 


Lawson Associates, Inc. has 
ported its Accounting System 
software to the IBM RISC Sys- 
tem/6000 platform. 

The package includes Gener- 
al Ledger, Accounts Payable and 
Receivable, Fixed Assets and 
Project Accounting modules. It 
supports multiple databases in- 
cluding those from Oracle Corp. 
and Informix Software, Inc. 

Pricing is based on the num- 
ber of simultaneous users and 
starts at $20,000. 

Lawson Associates 

1300 Godward St. 
Minneapolis, Minn. 55413 
(612) 379-2633 


Data storage 


Storage Technology Corp. has 
designed new 18-track cartridge 
subsystems for IBM Application 
System/400 and RISC System/ 
6000 computers. 

The Storagetek 4224 
($19,700) is IBM 3480-compati- 
ble and is made up of one control- 
ler and one cartridge drive. It at- 
taches to the AS/400 via the 
2602, 2607, 2608, 2621, 2647 
and 2648 features and to the 
RS/6000 via the 2835 feature. 
An automatic multiple tape load- 
er is available. 

The Storagetek 4284 
($24,500) is similar to the 4224 
but has the option of one or two 
cartridge drives. 

Storage Technology 
2270 S. 88th St. 
Louisville, Colo. 80028 
(303) 673-5151 


Gigatrend, Inc. is shipping the 
Turbosafedat SL 5G-byte digital 
audio tape drive for the IBM Ap- 
plication System/400. 

The drive features automatic 
compressed and uncompressed 
data storage. It improves on the 
performance of previous Turbo- 
safedat modeis by as much as 
20%, the company said. 

It attaches to AS/400 9404 
models directly and to 9406 
models via the 2601, 2602, 
2607, 2608 and 2621 features. 

Prices start at $6,450. 
Gigatrend 
2234 Rutherford Road 
Carlsbad, Calif. 92008 
(619) 931-9122 


Check out the 
Product Showcase 
on Page 88. 





Computerworld’s 1992 I/S Brand Preference Study 
on Wide Area Networks 


Top Scoring Companies 


T1/T3 Multiplexers 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


CSU/DSU 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


V.32/V.32bis Modems 
Best Technology 
Best Price/Performance 


Best Service/Support 
Best Documentation 
Prefer To Do Business With 


V.42/V.42bis Modems 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Protocol Converters 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


AT&T/Paradyne 
Motorola Codex 
AT&T/Paradyne 
AT&T/Paradyne 
AT&T/Paradyne 


AT&T/Paradyne 
AT&T/Paradyne 
AT&T/Paradyne 
AT&T/Paradyne 
AT&T/Paradyne 


Hayes Microcomputer 
US. Robotics/Courier & 
Hayes Microcomputer 
Hayes Microcomputer 
Hayes Microcomputer 
Hayes Microcomputer 


Hayes Microcomputer 

U.S. Robotics/Courier 

Motorola Codex 

Hayes Microcomputer 

Motorola Codex & 
Hayes Microcomputer 


Blackbox Corporation 
Blackbox Corporation 
Blackbox Corporation 
Blackbox Corporation 
Blackbox Corporation 


Centrex/Central Office Switch 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Facsimile Machines 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Satellite Carriers 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Value-Added Carriers 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Common Carriers 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Diagnostic/Test Equipment 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


Frame Relay Transmission 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


PBX Equipment 
Best Technology 
Best Price/Performance 
Best Service/Support 
Best Documentation 
Prefer To Do Business With 


AT&T Network Systems 
Northern Telecom 

AT&T Network Systems 
AT&T Network Systems 
AT&T Network Systems 


AT&T 
Canon USA 
AT&T 
AT&T 
AT&T 


AT&T/Tridom 
AT&T/Tridom 
AT&T/Tridom 
AT&T/Tridom 
AT&T/Tridom 


Compuserve 
Compuserve 
Compuserve 
Compuserve 
Compuserve 


AT&T 
AT&T 
AT&T 
AT&T 
AT&T 


Hewlett-Packard 
Hewlett-Packard 
Hewlett-Packard 
Hewlett-Packard 
Hewlett-Packard 


Motorola Codex 
Racal-Datacom 

Motorola Codex 
Motorola Codex 
Motorola Codex 


AT&T 
AT&T 
AT&T 
AT&T 
AT&T 


The Computerworld I/S Brand Preference Study on Wide Area Networks was conducted among Computerworld 
subscribers to determine which brands are preferred within various wide area networking product categories. 


A brochure detailing complete study results is available. 
Contact your Computerworld sales representative for a copy, or call Patty Faherty at 800/343-6474, Ext. 169. 
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Take a slice off the price of Computerworld. 


Save me a slice. I accept your offer of $38.95 for 51 issues, a savings of $9.00 off the basic subscription 
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SALES AUTOMATION 
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Buyer, be aware 


Laptops, pen-based systems and others technologies are easy to buy but 
tougher to make pay off. Five companies share their approaches. 


AAL’s Steve Weber (left) and Kevin Van Eron decided the best so- 
lution was to outsource sales systems. See story page 63. 


BY ALAN RADDING 
AND JOSEPH MAGLITTA 


sales representative strides into a customer’s 
office with a sample case, a smile, a good shoe 
shine and a laptop computer. With a few sec- 
onds of clacking, ship dates are presented to 
an impressed client. The representative 
starts whistling We’re in the Money to him- 

self. But not so fast. 
At first knock, palmtops, cellular 
phones and modems and portables faxes 
and printers sound like a salesman’s 
dream — exciting tools for the new ‘“‘mobile’’ of- 
fice. But increasingly, companies are discovering 
that sales force automation involves more than 
simply tossing 2 laptop to a representative and say- 
ing, ‘“Here’s your new computer. Go out and bring 

back more business.” 

Indeed, information systems managers and con- 
sultants say many organizations are finding it more 
difficult than they expected to reap the hoped-for 
30% and 40% sales increases from automation. 
They cite complex organizational and cultural is- 
sues that slow down the payback of laptops and 
Radding is a free-lance writer in Newton, Mass. Maglitta is a 
Computerworld senior editor, features. 
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other popular new products. 

“The technology for sales 
force automation . . . is far ahead 
of the business implementa- 
tion,” says Harry Gilliam, presi- 
dent of Sales and Marketing Sys- 
tems, Inc. in Vienna, Va. Experts 
say the problem is not a lack of 
products, with the exception of 
some software categories. 

Indeed, a steady stream of 
products and technologies aimed 
in part or wholly at sales automa- 
tion continues unabated. Prices 
for notebook and laptop comput- 
ers continue to fall, and new pen- 
based systems appear almost 
monthly. Dataquest, Inc. proj- 
ects that 1.9 million laptop and 
notebook computers will be sold 
in the U.S. in 1993 — a 270% in- 
crease from 1988. 

Lack of interest is certainly 
not a problem; companies in di- 
verse industries such as insur- 
ance, manufacturing, utilities, 
pharmaceuticals and others are 
scrambling to computerize their 
sales forces. A recent Louis Har- 
ris poll of 300 chief executive of- 
ficers and chief information offi- 
cers found that sales and 
marketing automation will be 
one of the Top 3 technology pri- 
orities through 1996. 

According to International 
Data Corp., a Framingham, 
Mass.-based research and con- 
sulting firm, worldwide sales of 
U.S.-produced sales automation 
products should increase 35% in 1992, to about 
$139 million. Frito-Lay, Inc., Pitney Bowes, Inc., 
Helene Curtis, Inc., Mobil Oil Corp. and Federal 
Express Corp. are among the legions of firms that 
have undertaken high-profile automation projects. 

The reason for all the attention is easy to under- 
stand: Properly handled, sales force automation 
systems can boost individual sales productivity and 
morale (see chart page 62). A laptop-equipped 
sales representative, for example, can place or- 
ders, check product availability or confirm shipping 
dates right from a customer’s office with a few key 
taps or pen strokes. Michael Treacy, an indepen- 
dent consultant in Cambridge, Mass., notes other 
benefits: reduced paperwork and administrative 
chores, better targeted calls and improved prepa- 
ration and sales aids. 

But consultants and IS managers say that all- 
too-familiar nontechnology issues are the biggest 
obstacles preventing sales systems from improv- 
ing the bottom line. Both groups say companies are 
relearning two key lessons: First, all the techno- 
logical goodies in the world don’t matter a bit if you 
don’t have the culture and structure behind them. 
Second, poorly integrated systems are of little val- 
ue and may even be counterproductive. 

“The value added in any sales automation sys- 

Continued on page 62 
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Sales 
Automation 


KEY POINTS 


»>Complex organizational 
and cultural issues have 
slowed expected pay- 
backs from laptops and 
other sales force automa- 
tion tools. 


> Biggest roadblocks in- 
clude poor integration, 
high costs, lack of sup- 
porting architecture and 
hostile user attitudes. 


>Firms tackle problems 
differently. Shoppers 
Drug, for example, is us- 
ing an integration with a 
three-phase rollout. Tex- 
aco Lubricants continues 
its automation efforts 
with a pilot project to test 
cellular modems. 


> After two failed at- 
tempts, the Aid Associa- 
tion for Lutherans re- 
ports a 14% sales increase 
among its agents as a re- 
sult of outsourcing its sales 
automation systems. See 
story page 63. 


»Companies planning 
sales systems need to keep 
an eye on the future, 
warns Gerald P. Michalski, 
vice president of New 
Science Associates. See 
story page 64. 


QUOTABLE: 


“Technology won't 
fix a bad sales pro- 
cess.” 


Gil Cargill 
IDK Group 
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Laptops, pen-based systems easy 
to buy but tougher to make pay off 


CONTINUED FROM PAGE 61 

tem is the information,’ says Barton 
Goldenberg, president of Information 
Systems Marketing, Inc., a Washington, 
D.C.-based consultancy. In other words, 
sales systems not linked to marketing, in- 
ventory, shipping or credit aren’t meet- 
ing their full potential. 

A new study of laptop-equipped sales 
forces by Texas Christian University in 
Forth Worth, Texas, confirms what many 
companies already know: It’s easier to 
buy laptops than to make them pay off. 
While two-thirds of the 200 firms sur- 
veyed reported that laptops improved 
sales productivity and morale, research- 
ers found that their use often did not ac- 
company a rise in profits (see chart be- 
low). 

But if U.S. companies are to prosper in 
a global economy, better, more integrat- 
ed systems are key. “In the 1990s, mar- 
keting and sales is becoming an ‘informa- 
tion monorail,’” says Van Mayros, 
president of Infomarketing, Inc., a sales 
and marketing consultancy in Tampa, Fla. 
He describes a “‘complete, closed circuit 
which allows intelligence to flow from the 
field to headquarters and back.” 

Mayros and others warn that firms 
lacking this kind of easy information shar- 
ing in coming years will be eating the dust 
of smarter, better linked, technologically 
savvier competitors, both domestic and 
foreign. 

So how can companies get around 
these pitfalls? The first step, according to 
IS managers and consultants, is to recog- 
nize common obstacles. Among the big- 


Study: Lapteps boost productivity 
More than half of the 200 manufacturing companies polled 
reported improved productivity as a result of using laptops 


dents noticing change 
U.S. manufacturing companies) 


PRODUCTIVITY /EFFICIENCY 


Percent of 
(Based on a survey of 


fH Relative value Includes productivity as well as 
frequency and importance of use 


Relative value Includes above factors, in addition to how 
and fit well laptops meet values and needs of users 


Source: Texas Christian University 
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gest are high costs (estimated by the Har- 
vard Business School to be $4,000 to 
$7,000 or more per sales rep), lack of a 
supporting, companywide architecture, 
user attitudes and inadequate experience 
with sales systems. 


Tough problems, varied answers 
One of the biggest dangers, Gilliam says, 
is taking a piecemeal approach. Typically, 
a company will get excited about sales 
force automation, he says, and rush out to 
buy 50 notebook personal computers and 
50 software packages. 

“But that hardly ever works,” he 
notes, because the home office usually 
lacks any system to take advantage of in- 
formation generated in the field. 

Even where back-office systems exist, 
sales departments often lack the funding 
to finance an automation effort. 


SHOPPERS DRUG 


To beat the piecemeal problem, Shoppers 
Drug Mart in Willowdale, Ontario, a 670- 
store chain, is rolling out its new field 
sales force automation in three planned 
phases, according to Wayne Ground, di- 
rector of systems development. 

The first phase, which began in March 
1991, gave the sales force electronic mail, 
a scheduler/appointment calendar, a 
forms generator and a 
communications pack- 
age. The second phase, 
completed in Septem- 
ber, added order entry, 
products and price in- 
formation and lists of 
dealers, stores, distrib- 
utors and manufactur- 
ers. 

The third phase, 
Ground says, is sched- 
uled for rollout later 
this year. The system 
will provide order sta- 
tus, store inventory, 
system-generated sug- 
gested order quantities 
and electronic stock 
card information. 

Typically, company 
sales reps spend an en- 
tire day in each store 
checking on inventory 
levels and working with 
the manager on stock- 
ing issues. A salesman 
may write upwards of 
40 different orders for a 
store, Ground explains. 
Now, salesmen are 
equipped with Grid Sys- 
tems Corp. laptop com- 
puters with sales soft- 
ware from Envoy 
Systems Corp. in Wal- 
tham, Mass. 

Consultants say that 
companies trying to 
maximize investments 


CW Chart: Janell Genovese and payoffs of sales 


Western Publishing’s IS supervisor Jeffrey Beyer and consumer product man- 
ager/IS Sue Lines are providing laptops so sales reps will have up-to-date data 


automation claim it’s important to under- 
stand how such systems evolve in organi- 
zations. Typically, they say, organizations 
go through three distinct stages. 

In the first stage, technology is used 
for simple communications and handling 
paperwork. In the second, technology is 
used mostly for gathering data and swap- 
ping data with the home office. In the 
third and most advanced stage, informa- 
tion is shared with other departments. 
Experts say most companies are in the 
first two stages, although smart firms are 
working their way up the chain. 


TEXACO LUBRICANTS 


Texaco Lubricants Co. in Houston is a 
good example of a company that is con- 
tinuing to evolve its sales automation ef- 
forts. The 200-person industrial sales 
team is already automated, according to 
Mike Hall, manager of information tech- 
nology. 

Representatives use Grid Systems 
286- and IBM 386-based laptops and 
2,400 bit/sec. modems and software from 
Envoy Systems to review marketing re- 
ports and customer information from the 
field, handle sales-call reporting and per- 
form a variety of messaging. But that’s 
not enough, Hall says. 

The company is adding the ability to 
place orders electronically and perform 
customer surveys and is investigating 
new technologies. “‘We’d like to be able to 
use light pens and bar-code scanners in 
the field,’ Hall explains, so that reps can 
check inventory and place orders on the 
spot. 

Also, a pilot program to examine cellu- 
lar modems is being readied for later this 
year. If prices are low enough, Hall says, 
the cellular modems will be tested by the 
company’s national account representa- 
tives to determine reliability and frequen- 
cy of use. 

If an organization’s sales effort or sales 
management is flawed or if the quality of 
the sales force is poor, however, even the 
most advanced technology won’t help. 

“Technology won’t fix a bad sales pro- 
cess,” says Gil Cargill, president of Los 
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Angeles-based IDK Group, Inc., a sales 
productivity consulting firm. 


teat. ies. tes 
BLUE CROSS 


a ee) 
a 


A poor sales process was the case at Inde- 
pendence Blue Cross in Philadelphia. 
When Jess NiCastro came on-board to 
automate the 40 field reps at the health 
care provider, he quicky discovered that 
the problem wasn’t with technology. 

“We were not customer-focused. We 
had poor sales habits,” recalls NiCastro, 
vice president of market research and de- 
velopment. The company lacked a true 
marketing function, he adds, and was con- 
sequently offering products not attuned 
to the market. 

After a long, steady slide in market 
share, a new CEO arrived determined to 
make changes. NiCastro was hired to im- 
plement a sales automation system that 
would empower sales reps and capture in- 
formation on customer needs for use in 
developing new products. 

Without support from the IS depart- 
ment, NiCastro constructed a system 
based on Compaq Computer Corp.’s 
386SX laptops, 2,400 bit/sec. modems 
and communications and information- 
gathering software. The laptops linked 
via PC local-area networks to an Oracle 
Corp. marketing database and corporate 
mainframe at the home office. 

“The technology was right there,” Ni- 
Castro says. “‘All we had to do was con- 
nect the dots.”” Unfortunately, that was 
easier said than done. The system was 
completed in July, but NiCastro says it 
was the end of the year before people 
were actually using it. 

“We had to do a lot of culture changing 
and training,” he explains. Initially, about 
80% of the sales force resisted the sys- 
tem. In fact, opposition was so intense 
that it took the CEO and top management 
five months to gain the system accep- 
tance. ‘There was a good deal of turn- 
over,’’ he says. 

But the efforts paid off: The system 
went on-line last month. 

Eventually, NiCastro says, the system 
will anchor an entire sales and marketing 
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information system that will use an expert 
application to create proposals based on 
customer, product, market and competi- 
tive information, for instance. 

Amidst big companywide process 
changes, response to the system has been 
mixed, NiCastro says. However, he sees 
positive signs. ‘Our new vice president of 
sales sees this system as an effective tool 
for attracting high-quality salepeople. 
The system sends a clear signal that we 
are committed to high-quality sales.” 

And, NiCastro adds, there have also 
been short-term payoffs with refocusing. 
“Having information in electronic form 
has eliminated 10 forms we used to have 
toinput,’’ he says. 

By better linking systems, Infomarket- 
ing’s Mayros says, companies can enjoy a 
solid return on investment — 10% to 


WESTERN PUBLISHING 


Sue Lines, consumer product manager/IS 
at Western Publishing Co., agrees. “‘Mar- 
keting needs information from our sales- 
people,” says Lines, whose Racine, Wis., 
firm is the largest U.S. publisher of chil- 
dren’s books. “They need to know what 
titles are hot, the reception of promotions 
and what the competition is doing.” 

In the past, Western used lengthy pa- 
per surveys to gather key information. 
But information was often outdated by the 
time survey forms were developed, dis- 
tributed to the 110-person field sales 
force, completed, returned to headquar- 
ters and analyzed, she says. 

So Western is now installing a laptop- 
based field system that builds on the tele- 
marketing system now used by its tele- 
marketing representatives. The company 
will add a field sales force automation 
module from Brock Control Systems, Inc. 
in Atlanta to handle cail preparation and 
various administrative functions. It will 
also give field reps up-to-date customer 
information and order status data and will 
provide a new link for gathering customer 
and market intelligence, she says. 

The goals, Lines says, are to eliminate 
paper and improve contact management 
communications and data synchronization 
among sales and marketing people. 


Future obstacles 

Even though companies are adopting a 
wide variety of tactics to keep sales auto- 
mation efforts on track, users and consul- 
tants say big challenges loom ahead. 

For starters, sales software must go a 
long way to catch up with the current 
flood of hardware products. Many exist- 
ing products lack the functionality needed 
to serve the entire sales team adequately, 
Sales and Marketing Systems’ Gilliam 
notes. To remedy this, he foresees a need 
for more modular, easily integratable 
software that would combine call manage- 
ment, customer information, product 
data, competitive data, decision support, 
order status, marketing data and other 
key functions. 

Information Systems Marketing’s Gol- 
denberg says he also believes that sales 
software vendors have a lot of work to do. 
He recently analyzed some 600 off-the- 
shelf sales products. The result? ‘‘Ninety- 
five percent of all these packages were 
call assistance only,” he says. While these 
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packages may improve individual sales 
productivity by making administrative 
functions easier, they are not up to heavy 
use on big, multiuser corporate systems. 

Plus, many companies might find it dif- 
ficult to leap to the next generation of 
technology, thanks to sizable investments 
in older systems. 

That’s the case at Brown & Williamson 
Tobacco Corp., a Louisville, Ky.-based 
distributor of cigarettes. The company 
uses older, non-DOS Panasonic JT-770 
handheld computers with custom soft- 
ware from Sales Technologies, Inc. in At- 
lanta, expiains Steven Jones, client sys- 
tems manager. 


The small, handheld systems are em- 
ployed by some 1,650 representatives to 
record all inventory stocking and promo- 
tional activity, Jones says. At the end of 
the day, information is downloaded from 
the handheld system to an Epson Ameri- 
ca, Inc. LT286 laptop, then transmitted 
by 2,400 bit/sec. modem to a corporate 
host system. Reps also receive headquar- 
ters information via the laptop. 

Jones would like to switch to newer 
technology but says the time isn’t right. 
“Palmtop, pen-based systems look like 
the way to go down the road,” he says. 
But available products are still too large 
and costly. 


Finally, the Texas Christian Universi- 
ty study suggests that groups pitching 
sales automation systems might face a 
tougher sell than in the past. ““The lack of 
tangible benefits of laptops,” the authors 
conclude, “could have a negative impact 
on ... management support — budget- 
ary or otherwise.” 

The bottom line is this: Unless more 
U.S. companies and individuals advance 
beyond letter writing, scheduling and oth- 
er mundane tasks into more important 
functions, such as order taking and inven- 
tory checking, sales automation will be 
nothing more than expensive technologi- 
cal sizzle. @ 


Lutheran insurance group outsources, ups sales 


BY ARIELLE EMMETT 


Steve Weber doesn’t lose sleep anymore 
worrying about how to automate the field 
sales force for the Aid Association for Lu- 
therans (AAL), an Appleton, Wis.-based 
fraternal insurance and benefits society. 

After several unsuccessful attempts at 
automation — including saddling the soci- 
ety’s 2,000 insurance sales representa- 
tives with 25-pound “portable” comput- 
ers — AAL hired an outsourcer to handle 
the job, and sales are up 14%. 

Weber, vice president of technology 
services for the AAL, which had $1.4 bil- 
lion premium income and $9 billion in as- 
sets in 1991, says there was no question 
that outside help was needed to automate 
effectively. “‘We’re not a technology com- 
pany or a computer services company,” 
he says. 

So the society hired Data One, a Mo- 
line, Ill.-based field resource management 
company, as prime contractor on a $12 
million automation project that began last 
June. 

AAL’s experience is part of what con- 
sultants say could be an emerging trend: 
large organizations outsourcing their 
sales and marketing automation. There 
are no accurate estimates of how many 
companies have taken this route, al- 
though about a dozen companies now pro- 
vide sales/marketing outsourcing. 


Headache remedy 

The trend makes sense, says Clare Gillan, 
an analyst at Framingham, Mass.-based 
International Data Corp. “People are still 
trying to figure out how to best optimize 
their sales force solutions,”’ Gillan says. If 
someone can come in and remove the 
headache, she adds, life can be easier. 

Proponents say outsourcing field auto- 
mation offers many of the benefits of 
more conventional data center outsourc- 
ing: reduced staffing and technology 
costs, better and newer software and eas- 
ier hardware and maintenance services. 
Automation firms “have much more le- 
verage than we do,” Weber says, which 
can translate into deeper discounts on vol- 
ume purchases from comput- 
er vendors. 

However, sales outsourc- 
ing isn’t a panacea, warns 
Ronald Glassner, chief execu- 
tive officer at Data One, an 
$18 million subsidiary of Dal- 
las-based holding company 
Spectrum Information Tech- 
nologies, whose customers 
include Johnson & Johnson 
and Bantam Doubleday Dell 
Publishing Group, Inc. 


“You have to change the infrastruc- 
ture,” Glassner says. “You can’t just 
throw computers at it.” 

At AAL, the outsourcing firm negotiat- 
ed with Toshiba America Information 
Systems, Inc. for the 2,250 T-2000SX 
notebook computers and loaded them 
with customized insurance software writ- 
ten in-house by AAL programmers. 


~~ Michael Abramson 
AAL’s Weber: Selling management 
on the idea of automation was fairly easy 


By September, systems were distrib- 
uted to AAL agents, complete with soft- 
ware for electronic mail, financial plan- 
ning, customer management databases, 
insurance applications and point-of-sale 
insurance presentations. By October, 
training was completed. 

Data One continues to support AAL’s 
computers with maintenance, warranty 
and inventory tracking services for its 
$10 million portion of the project. 

Besides increased sales, Weber says, 
time to distribute or repair malfunction- 
ing equipment in the field has been cut 
from two weeks to two or three days. 

Weber says selling management on the 
idea of outsourcing was fairly easy. 


CLOSE-UP 


Company: Aid Association for Lutherans. 
Goal: Boost flat sales and improve productivi- 
ty of 2,000-member sales force via technology. 


Strategy: Hire outside contractor to plan and 
implement notebook-based field sales system. 


Payoff: Sales up 14%, E-mail used by 98% of 
sales reps. 


Sales had been flat for a few years, and 
two earlier efforts at sales automation had 
failed. AAL distributed Keypact thumb- 
wheel-switching terminals to agents in 
the early ’80s. The idea was to let repre- 
sentatives transmit financial planning and 
client information to corporate headquar- 
ters via modem. 

Next followed 25-pound Data General 
Corp. portables, which were so heavy that 
agents were reluctant to carry them. The 
society had switched to Toshiba laptop 
computers when it began working with 
Data One. 

A corporate decision was made to re- 
tool the sales force and develop a new E- 
mail network. Making the right manage- 
ment decisions to boost sales, however — 
including getting outside help, additional 
training and changing management styles 
— proved a bit tougher. 

Data One was among several vendors 
interviewed, and it won because it was 
“cost-competitive and had good refer- 
ences,” Weber says. The firm then sub- 
contracted Hopedale, Mass.-based Tech- 
nical & Logistical Consultants to 
implement a wide-area network. 


Pleased with benefits 

Weber considers the new systems a suc- 
cess. “Agents now get the benefit of re- 
duced weight, speed, portability and the 
ability to run illustrations [on their note- 
book computers] much faster. The net- 
work gives them access to information 
more rapidly to get their service ques- 
tions answered,” he says. 

A recent survey of the automation sys- 
tem and network conducted three weeks 
after the agents received training found 
that 98% of sales reps were using the E- 
mail capability, Weber reports. 

Kevin Van Eron, AAL’s vice president 
of member field services, adds that the 
new system has given AAL faster delivery 
of computers and better control of main- 
tenance. 

Because computers are leased rather 
than owned by agents, systems can be re- 
placed and given to new employees more 
quickly, Van Eron says. Hardware, soft- 
ware and network maintenance are also 
consolidated under one single lease as- 
signed to each agent, making it easier to 
obtain service. 

Overall, Weber and Van Eron agree 
that outsourcing was the right move. 
“Now we have people who are accom- 
plishing more in less time,” Van Eron 
says. “The sales force is motivated, there 
is less paper, and things are working more 
effectively.” e 


Emmett is a free-lance writer based in Hewitt, N J. 
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SALES AUTOMATION 





Next steps: Toward wall-less offices 


While many companies today are rush- 
ing to automate their sales operations, 
it’s crucial to take a longer view, says 
Gerald P. Michalski, vice president of 
New Science Associates, Inc. in South- 
port, Conn. Michalski, director of the 
firm’s Continuous Information Envi- 
ronments Research Service, recently 
spoke with Computerworld associate edt- 
tor Alan J. Ryan on the next stages of 
sales automation. 


How far have we come on the 
evolutionary scale of sales force 
automation? 


Quite far. Many sales forces are using 

laptop or handheld computers to qual- 
ify prospects, poll mainframe information 
or process orders. But we have quite a 
ways to go toward simpler systems that 
transform the sales situation itself. 


What would a logical next step 
be for most companies? 


Some companies are already investi- 
gating moving their software to tech- 
nologies like pen-based systems. Many 
have already incorporated or are about to 
incorporate wireless communications — 
either cellular modems or wireless packet 


data systems. 
Your research focuses on some- 
thing called “‘continuous infor- 
mation environments” (CIE). What 
are they? 


CIEs might have once been called 

portable computing and mobile com- 
munications, but that wasn’t quite de- 
scriptive enough. So we broadened it to in- 
clude platforms of the future, whether 
they have a keyboard, a pen, speech rec- 
ognition or a mouse and [Microsoft 
Corp.’s] Windows. Evidence of CIE in the 
market are things like [Sharp Corp.’s] Wiz- 
ard, notebooks, pocket organizers, cellu- 
lar phones and pen computers. 


EXECUTIVE REPORT 


What’s the goal in studying 
CIEs? 


The idea was to take those platforms 

of the future . . . to take the physical 
connections such as wireless networks 
and the information connections such as 
E-mail, voice mail, fax services, file trans- 
fer and videoconferencing . .. then push 
that environment beyond personal produc- 
tivity. 


How does that differ from what 
is happening right now? 


Q 


Today, when you get up from your 
desk and walk down the hall, you be- 


Michalski: Some ‘companies looking at 
buying laptops should reconsider’ 


come disconnected. Why should group 
conferencing work if 30% of the people 
you are trying to schedule are away from 
their terminals 80% of the day? If the per- 
son you want to schedule a meeting with is 
carrying a pocket data terminal, they can 
let you know whether or not they can at- 
tend the meeting by looking at a schedule 
on these personal communications de- 
vices. 


What do you see as the real bene- 
fits? 


Sales tools: Past, present and future 
The ongoing convergence of several technologies should provide companies with more useful tools 
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There are two sides to CIE. One is 

what is in people’s hands that makes 
their life easier day to day. The other side 
is the infrastructure, which should be in- 
visible to end users. I shouldn’t have to 
worry about whether or not I am connect- 
ed to the network at any moment. I 
shouldn’t have to worry about what for- 
mat a document was sent to me in. I 
shouldn’t have to worry about finding a 
person’s fax number if I already have their 
phone number. 


How does CIE relate to sales 
force automation? 


The ideal audience for CIE is a compa- 
ny that has a large body of people in 
the field all the time. The most visible of 
those are salespeople. So whether [field 
personnel] need a laptop or a pen machine 
or a phone or a fax, they very likely also 
need to connect back to a host computer. 
And the different component technol- 
ogies here — like remote communications 
software, wireless data communications 
and other sales force automation schedul- 
ing systems, as well as things like interac- 
tive voice response or transaction pro- 
cessing — are critically important. 


As a step toward CIE, are there 
any technologies that compa- 
nies should be acquiring right now? 


In some cases, companies looking at 

buying laptops should reconsider. 
They might not want to spend $3,000 to 
$10,000 per employee on laptops if they 
can get more benefit by [investing in] the 
next generation. 

Today, pen systems are in their very 
early stages. So the whole reason to wait 
for a year and a half to two years is to allow 
that industry to mature. 

One thing that could be done in the in- 
terim is using voice reponse or fax re- 
sponse technology. That is an alternative 
that would work for some companies until 
the pen-based systems mature. @ 
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Simware, Inc. 
in Ottawa, Ontar- 
io, inked a stra- 
tegic marketing 
agreement with 
Ericsson GE 
that gives field 
users access to 
corporate main- 
frame applica- 
tions and data. Ericsson GE will provide 
vehicle-mounted radio modems and fu- 
ture portable products to let Simware 
software communicate over Mobitex mo- 
bile data networks in the U.S. and Cana- 
da. In addition, Simware is packaging a 
new software product for Mobitex users 
that combines Simware’s Splitsecond 
software for faster laptop-to-mainframe 
data communications with its SimPC soft- 
ware for simplified access to IBM main- 
frame applications. 


Oracle Corp. announced a partnership 
to form a cellular data broadcasting net- 
work with McCaw Cellular, Inc., the 
nation’s largest cellular phone carrier. 
The system will use radio frequencies 
for cellular phones and will target mobile 
workers and office staffers. The goal is 
to provide lower cost communications 
than traditional phone lines. Oracle is re- 
portedly looking for similar agreements in 
Europe and Asia. 


Representatives from nations world- 
wide convened in Spain on Feb. 2 for a 
month-long battle over the global radio 
spectrum and new mobile communica- 
tions services. The U.S. sent a 54-mem- 
ber delegation to the World Adminis- 
trative Radio Conference to fend off 
a European push for a new global band- 
width allocation for personal communi- 
cations network services. In addition, the 
U.S. delegation will be spearheading a 
drive to reallocate radio spectrum to sup- 
port low-earth orbit satellites. 


Articles on sales 
force automation 
that have ap- 
peared in Com- 
puterworld dur- 
ing the last 12 
months include 
the following: resources 
>*‘Laptops make sales force shine”’ 
PCs & Workstations 

Aug. 12, 1991, page 35 


>‘‘Pen-based computing breaking 
through” 

PCs & Workstations 

July 29, 1991, page 37 


>*‘Portables and laptops”’ 
Product Spotlight 
June 24, 1991, page 83 


>Satellite firm automates sales 
force”’ 

PCs & Workstations 

April 22, 1991, page 40 


>“AT&T set to unveil upscale note- 
book PC”’ 

News 

April 8, 1991, page 95 


>‘*‘Metamorphosis of the salesper- 
son’ ’ 

Product Spotlight 

April 8, 1991, page 59 
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Design your own network and save 5-40%. 


For more information on AT&T Software Defined Network International or 
AT&T Global Software Defined Network, please fill out and mail this Business 
Reply Card or cail: 


1 800 448-8600, Ext. 111. 
(1 Yes, I would like to know more about AT&T Software Defined Network International. 
L] Yes, I would like to know more about AT&T Global Software Defined Network. 
CJ I currently use network 


L) Please send me information about other AT&T International Business Services. 


Name 

Title 

Company Name 
Company Address ___ 


Please be sure to include your business telephone number here: 
Telephone: (_____) 
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Design your own network. 


(And save 5-40%,) 


With AT&T you can design your own virtual private network that offers 
the performance and flexibility of a private network; but without the cost 
and commitment of dedicated lines—and with the advantages of AT&I's 
worldwide service. 

So if your domestic and international phone bills start adding up to 
$1000 a month or more, AT&T may have a solution for you. 


eay Software Defined Network International adds international 
reach to 189 locations and countries beyond your U.S. network. If you call 
foreign company sites, SDNI offers remarkable economy, with convenient 
dialing and routing options. 


ea) OS Global Software Defined Network creates a virtual private 
network between your U.S. site and your international site. GSDN handles 
both inbound and outbound international calls to selected countries, and is 
the service of choice if you spend as little as 2 hours per day calling a 

given international location. 


Both services offer such features as unified billing of your U.S. charges, 
flexible network usage reports, centralized work centers for domestic 
maintenance and installation, and AT&1's tradition of customer service. And 
both of them can save you anywhere from 5-40%. 

Ask your AT&T representative about SDNI and GSDN or call us at 
1 800 448-8600, Ext. 111. We'll be glad to explain it all and explain how 
AT&T can help you design a virtual network to almost anyplace you want to 
call internationally at significant savings. 

A World of Help* from AT&T. 
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Its Been 


Open For Years. It Operates 24 Hours A Day. 


Its A Lot Like Our Computers. 


There are few things in this life more dependable 
than a computer from Sequoia Systems. 

In fact, only Sequoia always gives you the flexibility 
of open systems and the reliability of fault tolerance in 
the same package. It's a package ideally suited to high- 
performance on-line transaction processing. 

Sequoia's open system allows you to take advantage 
of the latest technologies, and makes it easier for you to 
operate successfully in a multi-vendor environment. 

Our unique method of achieving fault tolerance 
ensures constant availability to your on-line business 
applications, plus integrity of your data. And it also 
provides on-line service, with constant monitoring that 


can actually anticipate and prevent system downtime. 


architecture gives you the high performance necessary 
to handle complex OLTP applications, and to support a 
large number of simultaneous users. 

Then as your number of users grows, your Sequoia 
system grows right with them — all the way to several 
thousand stations. This growth is modular, so you only 
purchase what you need, when you need it. And this 
expansion always happens while you're on-line. 

Now, if you think all this sounds expensive, bear in 
mind that Sequoia shares another characteristic with the 
classic diner: our products are always an excellent value. 

For a copy of our latest audited performance bench- 
mark report, call 1-800-562-0011 (in MA 800-245-4033). 


Contact us today. Because when you hear what we have 


A symmetrical multi-processor (SEQUOIA) to say, we think you'll eat it up. 


Open Systems. Continuous Availability. 


© 1991 Sequoia Systems, Inc., 400 Nickerson Road, Marlborough, MA 01752. Sequoia is a registered trademark of Sequoia Systems Inc. 
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Fall of the house of Wang 


Wang Labs went from a decade of 40% growth to near bankruptcy, 
a decline fueled by a m1x of nepotism and shortsightedness 


BY CHARLES C. KENNEY 


n Wang did not look well. Though he was 
69 years old, he was normally in robust 
health, as vibrant and energetic as any 
35-year-old. And though he was just 5 
ft., 6 in. tall, 130 pounds, his reputa- 
tion was enormous — easily large 
enough to imbue this diminutive man 

with a formidable presence. 
But late on this humid summer 
afternoon — Aug. 4, 1989 — with 
the temperature pushing 90 degrees and a 
toxic-looking haze blanketing greater Bos- 
ton, An Wang appeared alarmingly slight and 
shrunken. His voice sounded as feeble as his 
body looked. Although he was a terse man 
who spoke in broken English with a thick 
Chinese accent and sometimes a stutter, his 


An Wang's dream was to pass on his empire to his son Fred 


words generally carried a quiet strength. On 
this sultry day, his words came in a croak, a 
guttural echo of Brando as Don Corleone. 

His condition, in view of what he had been 
through, was not surprising. Just 21 days 
earlier, Wang had endured 10 hours of pun- 
ishing surgery, during which a malignant tu- 
mor had been removed from his throat. The 
diagnosis was esophageal cancer, a deadly 
disease. 

But something worse than that was on An 
Wang’s mind this Friday afternoon, worse at 
least to a Chinese man steeped, as An Wang 
was, in the tradition of Confucius, the philos- 


Kenney is a business writer at The Boston Globe. This 
is an excerpt from his book Riding the Runaway Horse: 
The Rise and Decline of Wang Laboratories, copy- 
right 1992 by Charles C. Kenney. Reprinted by permis- 
sion of Little, Brown and Co. 
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opher whose teachings had guided the lives 
of billions of Chinese through the ages. 
Wang’s task on this day was as difficult as 
anything he had ever faced in his extraordi- 
nary life. An Wang held dear the Confucian 
teachings on which he had been raised, 
teachings that all but 
sanctified the relation- 
ship between father and 


ROM 1976 To 1983, 


during one of the most turbulent times in one 
of the most turbulent places in world history. 
From the early 1920s until the mid-1940s in 
China, An Wang had survived the savage civil 
war between the Nationalists and the Com- 
munists, the murderous slaughter of the in- 
vading Japanese and the 
loss of half his family. 
Few of Wang’s 


son. Now, as he neared 
the end of his life, An 
Wang was about to do 
violence to that most 
sacred of relationships. 


WANG SHARES ROSE 
FROM $6 PER SHARE 


TO $800 PER SHARE. AN 
INVESTMENT OF JUST LESS THAN 
$8,000 IN 1976 WOULD HAVE 
GROWN TO $1 MILLION BY 1983. 


friends in the U.S. knew 
anything at all about his 
life in China. Wang was 
an intensely private, 
even secretive man. 


He had little choice. 
His company, Wang 
Laboratories, Inc., which only a few years 
earlier had been one of the great business 
success stories in the world, verged on utter 
collapse. With his son 
Frederick as _ president, 
the company had just sus- 
tained a stunning $424 
million loss for the fiscal 
year. In only a matter of 
years, his company’s stock 
had lost more than 90% of 
its value in the greatest 
boom market in history. 

An Wang’s dream had 
long been to pass on his 
corporate empire and to 
have it flourish under the 
guidance of his two sons. 

But it was not to be. 
This dream that had 
seemed so tantalizingly 
close had become a night- 
mare. On this very day, An 
Wang would fire his son. 


Rick Friedman/Blackstar 


The son came first 
Nine months after Fred Wang’s birth in Sep- 
tember 1950, An Wang boldly shucked the 
security of academia and struck out on his 
own. In founding Wang Labs, he would not 
only have to overcome the 
formidable odds stacked 
against any new venture, 
but he would also have to 
combat the mistrust of 
Asians that was so fresh in 
the minds of Americans 
during the postwar years. 
From the very start, 
Wang Labs was a reflection of this persis- 
tent, unflaggingly optimistic man. His was an 
unshakable confidence accumulated over 
time, a belief that he could succeed no matter 
what the odds or the environment. The foun- 
dation of his steely certainty had been laid 


COMPUTERWORLD 


FOUR YEARS AT 
THE HELM, THE 

COMPANY SUFFERED A NET 

Loss OF $351 MILLION. 


Even men who had 

worked closely with 
him for half a lifetime had no idea that he had 
been married in China before coming to the 
US. 

After making his way to America at the 
age of 25, Wang had quickly earned a Ph.D. 
from Harvard University. At the prestigious 
Harvard Computation Laboratory, Wang 
worked on the cutting edge of the world 
computer revolution, proving as he did so 
that he was not at all! out of place in a field 
that had attracted some of the great minds of 
the age. Surely there were others with as 
much sheer brainpower as Wang, but few 
had his combination of brains and determina- 
tion. 

Physically, he was in fact rather ordinary 
looking. More often than not, a smile ap- 
peared on his full, oval face. He would often 
bow his head in a quick, jerky motion of 


eting. 

But the Doctor, as Wang was almost uni- 
versally known, was as impressive intellec- 
tually as he was unimpressive physically. Af- 
ter Harvard, Wang ied his company through 
a dozen years of moderate success. But the 
company’s plodding days were over when 
Wang’s breakthrough invention in 1964 of a 
precursor to the modern desktop calculator 
caught the fancy of the engineering and sci- 
entific worlds. Suddenly, Wang calculators 
were selling by the truck- 
load, and when Wall Street 
discovered the company, 
Wang Labs went public as 
one of the most celebrated 
stocks of the late 1960s, 
opening its first day of 
trading at 12% and closing 
at 40. 

Later, it was the invention of a pioneering 
new computer — the Wang Word Process- 
ing System — that propelled the company 
through its greatest years. Revenue doubled 
every other year for six years, and from just 

Continued on page 68 
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1977 to 1982, Wang grew nearly tenfold. 
The work force exploded at an astounding 
rate — from 4,000 to 24,800 in just five 
years. In 1976, Wang wasn’t even in the 
Top 50 of the country’s computer compa- 
nies. By 1981, it had climbed to No. 11. 


The giant killer 

The people at Wang began to believe that 
anything was possible, and in the comput- 
er industry, anything could only mean one 
thing: overtaking IBM. 

So fervently did An Wang believe in 
this destiny for his company that he kept a 
secret chart plotting the growth of his 
company against IBM and projecting that 
Wang Labs would overtake the interna- 
tional behemoth in the mid-1990s. 

Why not believe in such madness? 
Hadn’t the company proved it could do 
anything? Hadn’t it 
proved to be one of the 
greatest stocks ever? 
From 1976 to 1983, the 
effective price of Wang 
shares climbed from $6 
to $800 per share. An 
Wang’s 59 million 
shares, worth $2.3 bil- 
lion, made him one of the 
wealthiest men in the country. 

He had been so right for so many years 
that there grew around him an aura of in- 
vincibility. He could see the future, it was 
said — and for years, he had. From 
Shanghai to Lowell, Mass., he went from 
having nothing to ruling one of the fastest 
growing Fortune 250 companies in histo- 
ry. In the process he became a deity of 
sorts, a man who could not err. He be- 
came a certified Great Man — a man of 
genius, accomplishment and vast wealth. 

But the truth was that he cared little 
about the wealth or its trappings. His only 
indulgence was a fondness — a fondness 
keen enough to cause concern within his 
family — for the Chivas Regal he enjoyed 
daily, often at lunch as well as dinner. 

He was happiest with his ever-present 
pad of graph paper in hand, thinking, jot- 
ting notes and ideas. The truth was that 
An Wang had one pure passion and one 
pure passion only, and that was his be- 
loved company. 

In many respects, An Wang was the 
company. To know his company and its 
story is to know him. 


YEARS. 


An issue of control 

An Wang’s downfail was rooted not in 
greed but in his obsessive desire for con- 
trol of his company. For the Doctor, con- 
trol meant that he could run the company 
precisely as he wished, that he could pass 
his empire on to his two sons, starting 
with the eldest, Fred. Like his father, 
Fred was a small man, with a thick mop of 
salt-and-pepper hair and an engaging 
smile. He had never worked anywhere ex- 
cept his father’s company. 

After graduation from St. Paul’s and 
Brown University and working summers 
at Wang Labs, Fred was rotated by his fa- 
ther through a series of assignments de- 
signed to expose him to every aspect of 
the business, all in preparation for his be- 
coming president. Before Fred took over, 
however, he had to deal with the one non- 
Asian in whom An Wang had ever vested 
any substantial clout — John F. Cunning- 
ham. 

As he worked his way up through the 
company ranks, starting as a salesman in 
the field, John Cunningham performed 
each of his assignments brilliantly. He and 
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AT WANG IN 
1987 AND 1989 
WERE SO LARGE, 
THEY NEARLY WIPED OUT 
THE MASSIVE GAINS MADE 
DURING ALL THE GLORY 


the Doctor, working as an unlikely but re- 
markably simpatico team, formed the 
strategies that rocketed the company to 
such soaring heights. So close and trust- 
ing was Cunningham’s relationship with 
the Wangs that Mrs. Wang referred to 
Cunningham as “our American son.” 

Cunningham was considered by many 
to be the perfect man to lead Wang Labs 
into the 21st century. He was smart and 
charismatic. But he was not what he most 
needed to be to reach the top and stay 
there at Wang Labs: He was not of An 
Wang’s blood. 

Fred Wang was barely two months 
past his 36th birthday when his father in- 
stalled him as president of Wang Labs in 
November 1986. The move was hardly 
greeted with universal enthusiasm. 

For years, there had been quiet con- 
cern about Fred. Members of the board of 
directors had worried 
that Fred did not have 
the experience, the judg- 
ment — the overall heft 
— to lead the company. 
Ever since the middle of 
the 1980s, outside direc- 
tors had made repeated 
efforts to persuade the 
Doctor to bring in a pro- 
fessional manager — to give Fred an im- 
pressive title if need be but to avoid plac- 
ing the young man in operational control 
of this sprawling, worldwide corporation 
in the thick of .ne most competitive indus- 
try on earth. 

An Wang would not yield. To the direc- 
tors he said: “He is my son. He can doit.” 

Fred was not president long before it 
was painfully clear that he could not do it. 
In July 1989, Fred Wang was at the helm 
of a company that had tumbled from a 
perch atop the computer world to the 
edge of disaster. While his father lay ill in 
the hospital, with the company in the 
midst of a crisis that threatened its very 
life, Fred appeared before the board of di- 
rectors — a board under the absolute, un- 
questioned control of the Wang farnily — 
and confirmed their worst fears: He was 
lost. It was clear that he did not under- 
stand the magnitude of the problem. Fred 
described the company’s problems as a 
“‘management dysfunction.” 

The outside directors were aghast. Pe- 
ter Brooke, a brilliant venture capitalist 
whose association with Wang Labs went 
back over 30 years, was stunned by 
Fred’s presentation. “The company was 
just a step away from bankruptcy, and 
Fred was business as usual,”’ Brooke says. 
“He talked about a management dysfunc- 
tion. A management dysfunction! The 
company is falling apart around us, and 
he’s talking about a [expletive] manage- 
ment dysfunction!” 

Privately but urgently, Brooke told An 


HE LOSSES 


Wang that Fred had to go. 

After An Wang’s release from the hos- 
pital, Fred and two other company offi- 
cials — Harry H. S. Chou, the company 
vice chairman, and Paul Guzzi, a close as- 
sistant to both Wangs — visited the Doc- 
tor late each afternoon to discuss the 
day’s business. 

On Friday, Aug. 4, Fred and the two 
other executives arrived at the Doctor’s 
home in Lincoln, Mass., at 4 p.m. 

As the four men started their meeting, 
it was clear that the company was in grave 
trouble, that the quarterly results de- 
manded drastic change of some kind. 

The old man felt he had no choice. 

In the sticky heat of Friday, Aug. 4, An 
Wang fired his son. 


Damaged goods 

When he said that Fred had to leave the 
company, Fred was taken aback. It took a 
moment for him to absorb the enormity of 
his father’s decision. He would not be a 
normal person being fired from a normal 
job. Fred’s departure would be far more 
humiliating, for it would be front-page 
news. He would be damaged goods. He 
would be known to the world as the man 
who had presided over the demise of a 
once great corporation. 

The company declines, nearly goes un- 
der, and the one personnel change that is 
made — the only management change 
made — is the dismissal of Fred Wang. 
There would be no question but that the 
world would think Wang Labs’ collapse 
was Fred’s fault. An Wang, by his actions, 
was Saying as much. 

As quickly as he could, Fred recov- 
ered. He had always been a good son, a du- 
tiful son. He had always sought to please 
the great man who was 
his father, and he did so 
now. He accepted his fa- 
ther’s decision. 

So it was done. Fred 
had taken the fall, be- 
come the symbol for all 
that was wrong with the 
company. On the news of 
his departure, Wang 
stock gained 20% in val- 
ue. Outsiders felt that the man responsi- 
ble for the company’s downfall had finally 
been jettisoned. 

But those who knew the company well, 
who knew its history and its markets, who 
knew its strengths and weaknesses — 
those whose lives had been intertwined 
with the company — understood that the 
story was more complex. 

They realized that Fred Wang had 
been a problem, had been in over his head, 
had obviously lacked the experience, the 
ability and the drive that running a compa- 
ny such as Wang demanded. But they also 
knew that Fred was not the only reason 
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for the company’s demise. 

When those who knew the company 
best searched for an explanation, their 
eyes settled not on Fred Wang but on the 
one man who had maintained an iron grip 
on the company for nearly 40 years. 
These people wondered whether the vi- 
sionary Dr. Wang might have grown a bit 
myopic in his later years, whether he had 
succumbed to the great danger inherent 
in running a family business — placing the 
family’s role in the company ahead of the 
health of the business, ahead of tens of 
thousands of shareholders. 

The men and women who knew the 
company’s story saw in particular that the 
once flawless vision of the founder — the 
intellect and imagination that had brought 
the company to such great heights — had 
also resulted in a dangerous and ultimate- 
ly costly overreliance on An Wang. 

They wondered whether success had 
insulated the Doctor, had created within 
him the sort of arrogance that allows a 
man to say of one of the most powerful 
and successful corporations in world his- 
tory, “IBM is not that formidable.” 


The tragedy of the Doctor 

A few even wondered whether An Wang 
wasn’t, ultimately, a tragic figure. His sto- 
ry, and that of his company, contained the 
essential elements demanded of a classi- 
cal tragedy. Within the story there was 
conflict between the main character and a 
superior force in the universe. In Wang’s 
case, the superior force was no less than 
the weight of thousands of years of Chi- 
nese tradition. 

Most important, An Wang was a heroic 
character whose story ended disastrously 
— not through happenstance, not be- 
cause outside forces in- 
tervened to rain down 
upon Wang some terrible 
fate but as a direct result 
of choices he freely 
made. It was with good 
reason that those who 
knew the company best 
wondered whether the 
man who shattered the 
dream of An Wang was 
none other than An Wang himself. 

That night, An Wang did something 
that, for him, was terribly unusual: He 
phoned Fred at home to find out how he 
was doing. 

“You OK?” the father asked. 

“T’m OK,” the son said. 

“Tt was a very difficult decision,” the 
father said. 

The son said he understood. 

Before he hung up, An Wang said 
something his son had rarely, if ever, 
heard from his father’s lips. 

Said the father to the son: “I’m sor- 
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t’s easy now to shake your head and 

wonder why top executives at Wang 

Laboratories, Inc. didn’t see it 

coming. The once high-flying 

Wang, whose stock hit $43 a share 
in 1983, lay nearly in ruins by 1989, 
when its stock plummeted to $5.75 a 
share. Wang currently trades at approxi- 
mately $3.50 a share. 

The story of the company’s rise and 
fall ts one of technical innovation, arro- 
gance and nepotism, and its main char- 
acter — the revered Doctor, An Wang — 
ts at the center of it all. It’s a “classical 
tragedy,” writes Charles C. Kenney, who 
took two years off from reporting on busi- 
ness issues for The Boston Globe to pen 
the history of the company in a book due 
out in March. 

Computerworld staff writer Kim S. 
Nash recently talked with Kenney about 
how far the mighty have fallen. 


Was the decline of Wang Labs 
Fred Wang’s fault? 


A People who understand that company 

do not point to Fred Wang. They all — 
every one — point to An Wang. The evi- 
dence is overwhelming. 


What was An Wang’s fatal flaw? 
Arrogance? 


He was getting older and thought the 

company was so well-established that 
it couldn’t be knocked off track. He had 
been so right so often that he came to be- 
lieve he would make few mistakes. Arro- 
gance is dangerous in the leader of any 
company, but it’s particularly dangerous 
in the leader of a company in the most 
competitive industry in the world. 


When did the company’s decline 
begin? 


You can trace it back to 1981, when 

the Doctor took himself out of the 
most important job in the company: head 
of development. 


Which is, coincidentally, the 
year the personal computer was 
introduced. 


A Symbolic, isn’t it? Thirty years after 
he starts his business — he goes for 
three decades as a true visionary — IBM 
introduces the personal computer, and his 
vision is blurred. 
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Not Fred’s fault 


Kenney says the decline began when An Wang reduced his involvement in R&D 


The Doctor was extremely stubborn. 
By that point in his career, he had become 
a dangerous deity, which undermined the 
entire operation. Arrogance crept into the 
organization and disrupted synergy be- 
tween key players. 

An Wang took his eye off the ball. He 
got involved in cultural and community ac- 
tivities, none of which played directly on 
the business. As the ’80s passed, he devot- 
ed less and less time to work that mat- 
tered to the people who should have been 
top priority: shareholders and employees. 


Was he hoping that Fred would 
step in there for him? 


Planning on Fred’s stepping in there 

for him, even though An was advised 
very strongly by members of the board 
that it was unwise to move Fred prema- 
turely into that position. It made no sense, 
given Fred’s background. 

Fred had worked at the company, peri- 
od. He is extremely bright and able, but he 
was not his father. 

The sin wasn’t committed by the son; 
the sin was committed by the father. 

An Wang had utterly unreasonable ex- 
pectations for his son. He rotated Fred too 
fast through the company and placed him 
in charge of development too soon. And 
made him president too soon. 


Wang averaged 40% growth 

through the decade ended in 
1983. What made Wang Labs thrive 
for so many years? 


The Doctor could get the most out of 

a very diverse and talented bunch of 
people. Harold Koplow, Bob Siegel and Bob 
Kolk were creators of the Wang Word Pro- 
cessing System, the 2200 and the VS, re- 
spectively. These were people who, in 
their own ways, were mad geniuses. 

There were terrible personality clashes 
among these men, but the Doctor worked 
them brilliantly and got sensational per- 
formances out of each one of them. 

One of the reasons he could do that was 
because he was technically superior to all 
of them. 

When he replaced himself with his son, 
that dynamic was completely disrupted. 
There commenced an internal fighting 
among those three scientists that only the 
Doctor knew how to deal with. Fred is a 
smart, able person, but he is not his father. 

Another key to the company’s success 
was a very strong relationship between the 
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Doctor and former Wang President John 
Cunningham. Until ’81 or ’82, they devot- 
ed their energies not to internal politics 
but to things that mattered: marketing, 
sales, distribution. 

When the company thrived, it was be- 
cause everyone stuck to their knitting. 
They knew what they were good at and 
concentrated on it. 


Kenney explored the demise of Wang 


You set up the dichotomy be- 

tween the reserved, traditional 
Chinese Wang family and John Cun- 
ningham, the brash, big-spending 
American who was a powerful force 
in the company as a salesman and 
then its president. How did that rela- 
tionship work? 


If An Wang was Mr. Inside, then Cun- 

ningham was Mr. Outside. They hada 
strong, complementary relationship. John 
was very good at things the Doctor was 
not. John is a real leader and terrific com- 
municator. The Doctor was very shy, with 
terrible interpersonal skills. The Doctor 
couldn’t go down to Wall Street and put on 
a convincing show, but John could do that 
with great ease. 

John was the public face of the compa- 
ny. The Doctor, of course, was the sym- 
bolic representative — the aura — of the 
company, but he didn’t get out very much. 
The company marketed the cult created 
around the Doctor. But as is so often true 
with these images, it’s partly true but 
partly myth. 


Do you think John Cunningham 
might be leading the company 
right now if not for Fred? 


He might very well be. John worked 
hard to build a good relationship with 
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tumbles to $19 a share. Wang announces 
layoffs of 1,600 in June. Cunningham quits. 
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An Wang for two reasons. One, it was good 
for John, and two, it was good for Wang 
Labs. 

When Fred was introduced into the 
equation, John had a rough time. His per- 
ception was simple: I worked extremely 
hard and climbed the Wang ladder purely 
on merit. 

He looked over and saw Fred, who was 
in his position because his name is Wang. 
Their relationship became unworkable. 


Can you say, then, that if nepo- 

tism had never been a reality at 
Wang, the company would be in bet- 
ter shape right now? 


In 1981, when the Doctor wanted to 

remove himself from development, 
Wang executives toyed with the idea of do- 
ing a nationwide search for a new head of 
development. 

They wanted to recruit Bill Demmer 
from Digital Equipment Corp. [Demmer is 
currently group vice president of 
VAX/VMS systems and servers.] 

If An had brought in someone like that 
or done a search or not installed his son as 
president, would things have been differ- 
ent? Yeah. 


In your research, did you talk to 

others about what Rick Miller, 
the company’s current chairman 
and chief executive officer, is doing 
and what the prospects are for 
Wang’s future? 


You’ve got to give Miller credit for 

taking this job. What he’s done so far 
— selling off tangential businesses — has 
made some sense. Wang Labs has great 
imaging technology; maybe something 
will come of that. 

For all the criticism about the IBM deal 
[in which IBM invested $25 million in cash 
in Wang, with Wang selling IBM equip- 
ment to its customers], it gives Wang cred- 
ibility in the industry because people know 
IBM isn’t going anywhere. 

Miller has achieved stability. Consider- 
ing the condition of Wang Labs in 1989, 
achieving stability is no mean feat. 


The Doctor still influences the 

company, even though he’s 
dead. Didn’t he make Miller promise 
not to change the company’s name? 


He made a very poignant personal ap- 

peal to Rick. In the final days of his 
life, the Doctor scribbled out a note that 
he sealed with hospital tape and had hand- 
delivered to Miller. 

An Wang asked Rick to do whatever he 
could to keep the name, to keep the notion 
that an immigrant who had come here with 
nothing but his ability and his drive had 
created something great. The Doctor 
thought the Wang name —- if it lived on — 
would be a reminder to people that tiat’s 
possible in this country. 

It’s ironic, too — the arrogance of 
wanting to perpetuate the Wang name. By 
having a company named after himself, An 
Wang wanted not only to remind people 
what was possible for an immigrant but 
also to show what a great man he had 
been. @ 
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EXECUTIVE 


TRACK 


Bruce J. Good- 

man has been 

named chief in- 

formation officer 

at Metropoli- 

tan Life Insur- 
ance Co. in New York. He 
replaces veteran CIO Daniel 
J. Cavanagh, who was named 
president of Met Life’s prop- 
erty and casualty subsidiary 
in Warwick, R.I. [CW, Jan. 
13]. 

Goodman, a 22-year vet- 
eran of the company, was 
most recently a vice presi- 
dent in charge of the compa- 
ny’s small business products 
department. He has held a va- 
riety of positions in several 
departments, including cor- 
porate information systems 
and personal insurance. 

He holds a master’s de- 
gree in electrical engineering 
from New York University 
College of Engineering. 
Leilani E. Allen was named 
senior vice president of infor- 
mation technology at Sears 
Mortgage Corp. in River- 
woods, Ill., the mortgage unit 
of Sears, Roebuck and Co. 
and a subsidiary of the Cold- 
well Banker Real Estate 
Group. 

Allen reports to J. Clarke 
Smith, executive vice presi- 
dent. 

She was most recently 
vice president of information 
resource management at Aon 
Corp., a Chicago-based insur- 
ance firm. She has also held 
positions at Amdahl Corp., 
Boole & Babbage Institute 
and Visa USA and founded 
her own consulting firm, 
Knowledge Consortium. 

Allen holds bachelor’s and 
master’s degrees from San 
Francisco State University 
and a Ph.D. from the Univer- 
sity of Connecticut. 


G. Patrick Galvin, vice 
president of corporate sys- 
tems development at Federal 
Express Corp., was elected 
chairman of the Electronic 
Data Interchange Associ- 
ation (EDIA) board of direc- 
tors. The appointment is ef- 
fective April 1. 

Galvin, an EDIA board 
member for several years, 
was section leader for the In- 
formation and Analysis Sec- 
tion of Fedex’s successful ef- 
fort to win the 1990 Malcolm 
Baldrige National Quality 
Award. 
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System odyssey leads to outsourcing 


Blue Cross of Mass. looks to EDS for rescue from spiraling costs, sagging productivity 


BY MICHAEL FITZGERALD 
CW STAFF 


artin V. Joyce, senior vice 
president of operations at 
Blue Cross/Blue Shield of 
Massachusetts, has much 
in common with Greek 
mythological heroes. 

Greek heroes often got 
stuck in years-long journeys 
filled with tortuous challenges 
and frightful obstacles, much 
like major technology proj- 
ects. Then, journey complet- 
ed, the hero usually found that 
returning to the home front 
and to the former status quo 
frequently required a miracle. 

Joyce has turned to a huge 
outsourcing contract with 
Electronic Data Systems 
Corp. [CW, Jan. 27] in an ef- 
fort to create such a miracle. 
His hope is that the outsourc- 
ing relationship can turn 
around an information sys- 
tems function that had spun 
out of control to the tune of an 
estimated $100 million. 

A heavily hyped, home- 
grown piece of technology 
called System 21 had become 
a project worthy of Pluto’s 
realm, sucking capital and 
sapping IS and overall produc- 
tivity levels. Even worse, Blue 
Cross found that in terms of 
meeting its business needs, 
System 21 was obsolete be- 
fore it was complete. 

System 21 was stiff. Built 


to meet the markets of the 1980s, it 
was not designed to address the boom 
in managed health care programs, such 
as health maintenance organizations 
(HMO). “We were building technology 
to meet X market, and the market 
starts to dry up and another one takes 
off, and this technology we spent all 


David Leifer 
Blue Cross’ Joyce: The technology we spent all this three straight positive cash 
money on can’t meet this new business need 


this money on isn’t in a position to meet 
this new business need,”’ Joyce says. 

He adds that EDS’ investment in the 
health care industry will help it avoid a 
System 21 fiasco in the future. ‘“We ex- 
pect volume-based pricing, so if there’s 
an investment in X and business starts 
to dry up, we don’t pay inordinate 
amounts for some unused base 
technology, and as it ramps up 
[in a new market], we shift our 
costs there, without having to 
worry about how to discard 
the old technology,” Joyce 
says. 

Many IS executives look 
askance at outsourcing as the 
solution to a systems disaster, 
and Joyce acknowledges that 
what he has done “‘is a pio- 
neering effort.”” But he says 
the risk is “controllable and 
containable” in part because 
of Blue Cross’ long relation- 
ship with EDS. Blue Cross has 
used EDS’ services for its 
Medicare program since 
1968. 

“They’ve provided out- 
standing service, and [Blue 
Cross senior management] 
was comfortable with the con- 
cept out of the chute,” Joyce 
says. 

A former Coopers & Ly- 
brand partner, Joyce joined 
Blue Cross in May 1991 with 
chief information officer du- 
ties, in addition to his opera- 
tions responsibility. Despite 
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Chase VP scales back to focus on user group 


BY CLINTON WILDER 


'W STAFF 


fter more than a decade at 
The Chase Manhattan Bank 
NA, Elaine Bond is phasing 
out — but she may become 
busier than ever. 

Bond, Chase’s highly respected se- 
nior vice president of corporate sys- 
tems, will officially become a part-time 
executive in April. Bond, 57, said her 
decision to go part time was voluntary: 
She wants to devote more time to the 
new user group she chairs, Open User 
Recommended Solutions (OURS). 

Announced in mid-1991, OURS is 
intended to bring large corporate users 
together to hasten vendors’ moves to 
truly open platforms and to ensure that 
users’ voices are heard among the stan- 
dards squabbling. Its first meeting will 
be held March 25-27 in Salt Lake City. 

“The challenge is, can we get a big 
enough user community together to 
push these issues?” Bond said in a re- 
cent interview. “If it is not a forum for 


everyone, it won’t work.” 

OURS already has about 20 U.S. 
and overseas member companies, in- 
cluding Chase, Lufthansa Airlines, Levi 
Strauss & Co. and Pacific Gas & Elec- 
tric Co. The membership fee is $5,000 
for large companies, 
$2,000 for smaller 
firms and $1,000 for 
nonprofit organiza- 
tions and universi- 
ties. 


Career change 
Bond decided on her 
new career direction 
last year. In Decem- 
ber, Chase appointed 
Craig D. Goldman 
— whom Bond had 
hired several years 
earlier — as chief 
information officer 
[CW, Dec. 23, 
1991]. 

“T still like my business, and I like 
the technology, but after more than 10 
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years, I wanted to do something differ- 
ent,” Bond said. OURS “gives me li- 
cense to satisfy my hunger to explore 
some new things.” 

Bond’s new focus at Chase will be 
special projects and working with ven- 
dors on open sys- 
tems  implementa- 
tions, which she calls 
“a big part of our 
strategic direction.” 
She said she will also 
seek outside consult- 
ing opportunities. 

Bond, who 
worked at IBM for 
23 years before join- 
ing Chase in 1981, 
acknowledged _ that 
the dream of fully in- 
tegrated multiple- 


Chase’s Bond wants to devote vendor platforms is 
more time to user group issues 


still elusive. ‘I’m not 
in the camp that be- 
lieves a single product is the answer,” 
she said. “I gave up those aspirations 
long ago.” 








Your idea 
with our logo 
on it. 


The DEFINITY G3 Communications System 





INTRODUCING THE NEW DEFINITY*® G3 COMMUNICATIONS SYSTEM. 


You’ve told us how much you like features 
such as the advanced processing power and 
high capacity of the Deriniry G2 System and 
System 85. And like the user-friendly adminis- 
trative and management features of the DEFINITY 
G1 System and System 75. Well, we heard you. 

And now we’re proud to announce the 
DEFINITY G3 System, a revolutionary new sys- 
tem that combines the best of the Deriniry G2 
System and the Deriniry G1 System with inno- 
vative technology to meet your new demands. 
Also, we’re making a common software base 
available across the entire DEFINITY G3 System. 

You wanted your investment protected. 

If you decide to expand or simply to add 
new applications and technology, we have a 
wide variety of upgrade options to protect your 
investment regardless of what system you have 
now — a System 75, System 85, DEFINITY G1 Sys- 
tem or DEFINITY G2 System. And, if you’re a new 
customer, don’t worry. You’ll be entitled to the 
same investment protection. 

You wanted a system that checks itself. 

Let’s face it, you’d rather be doing other 
things than checking on your system constant- 
ly. That’s why the DeFInity G3 System is loaded 
with self-diagnostic capability. Most of the time, 
it fixes itself before you know anything is 
wrong. And, as with all our digital systems, the 
DEFINITY G3 System will automatically call our 
Remote Maintenance and Testing Center in 
Denver whenever there’s a system alarm and 
will work through the problem until it is 
resolved. You don’t have to waste time baby- 
sitting your system. 

You wanted a system you can rely on. 

You asked for increased uptime. We’re 
delivering the highest levels of duplication avail- 
able. It’s one of the reasons why the DEFINITY 
System is consistently rated as having the high- 
est quality and reliability in the industry. 


Your requirements are different from 
everyone else’s. 

There are certain customer service 
applications that are more complicated and 
call-intensive. That’s why we’ve made RISC 
processing available on the Derinity G3 Sys- 
tem. RISC technology increases call process- 
ing power up to 400%, which allows you to 
use a wide range of applications. Today and in 
the future. In fact, the Deriniry G3 System is 
the first in the industry to deliver RISC. 

You wanted protection against toll fraud. 

Of course you want your phone system 
to be accessible. But only to the right people. 
The Derinity G3 System offers new security 
options that can help prevent toll fraud. We 
also offer security training as part of our con- 
certed effort to stem an ever-growing problem. 

You wanted responsiveness and support. 

We’ve refocused our sales and service 
teams to be accountable to you. Also, we’ve 
figured out a way to get new systems up and 
running much more quickly. In fact, we now 
have one of the shortest and easiest imple- 
mentation processes in the business. 

Call 1 800 247-1212, ext. 607, 
to find out how you can make AT&T 
your partner of choice. 

The Derinity Systems are designed 
according to your needs. No matter what 
business you’re in. So why not call us at your 
earliest convenience and let us demonstrate 
the DeFINiTy G3 System firsthand. After all, it 
was your idea anyway. 
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System odyssey leads 
to outsourcing 


CONTINUED FROM PAGE 73 


flow years for the nonprofit 
health insurer, Joyce’s mandate 
was an IS turnaround. 

“We are a healthy company, 
but as a management team, we 
are behaving very much as 
though this were still a turn- 
around situation,” Joyce says. 
“We're still not where we want 
to be in systems infrastructure, 
and this outsourcing is a major 
event for getting us where we 
need to be for a very solid sys- 
tems foundation.” 

Joyce says System 21 had fo- 
cused primarily on transaction 
processing. ““But as a company, 
we ought to be up here working 
with data for analytical purposes 
to enhance our marketing and 
sales efforts and to make better 
and more rational business deci- 
sions about where we invest our 
time and energy in products and 
services,” he says. 


Cost-cutting mission 

Last October, it became clear 
that IS spending, already higher 
than the company wanted, was 
going to rise dramatically; Sys- 
tem 21 efforts will cost it more 
than $100 million, Joyce esti- 
mates. So Joyce and Joseph Fer- 
mano, senior vice president and 
controller, “‘went off on a mis- 
sion”’ to find a viable alternative 
to System 21. Three months lat- 


er, they announced the EDS 
deal. 

Selecting EDS was hardly a 
no-brainer. Blue Cross had 
turned down an EDS proposal to 
outsource in the 1988-89 time 
frame, a decision Joyce says the 
company would probably make 
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again under the same circum- 
stances. “They weren’t estab- 
lished as a total outsourcer that 
could do this kind of relation- 
ship,” Joyce says. 

However, the circumstances 
in 1991-92 were different. Ironi- 
cally, Blue Cross had planned to 
end its near-20-year relationship 
with EDS for processing claims 
for doctors, which had been slat- 
ed to move to System 21 this 
year. 

“This is a reversal — and 
more — of that decision,” Joyce 
says. 


A different shield 


risis control and strategic resource deployment are 
nothing new to Martin V. Joyce Jr. Joyce joined Blue 
Cross/Blue Shield of Massachusetts in mid-June, after 
returning from a tour of duty in Operation Desert 
Storm. Joyce is a lieutenant colonel in the Rhode Is- 
land Air National Guard, for which he flies C-130 transport 


planes. 


Joyce’s unit joined Desert Shield during his normal tour of 
duty in January, came back at the end of January, then was offi- 
cially called up in early February during Desert Storm. 

Based in England, with a detachment stationed at Incirlik in 
southeastern Turkey, the unit flew people and supplies into the 
Persian Gulf war theater, then helped transport troops out after 
the conflict and provided relief to Kurdish refugees. 

Joyce said flying during the war was less of an occupational 


hazard than one might think. 


“Tt wasn’t a real hostile-fire environment in the North,” he 
said. But one of his crews did have the harrowing experience of 
seeing an enemy missile cross its path. 

The plane “was in the air, and a missile launch occurred. It 
went right through the air-traffic control pattern they were in,” 


he recalled. 





ASM honors 
five members 


CLEVELAND — Five members 
of the Association for Systems 
Management (ASM) were re- 
cently named winners of the as- 
sociation’s Distinguished Ser- 
vice Award, its highest honor. 
They will receive the awards at 
the ASM’s 45th Information 
Systems Conference that begins 
May 4 in Montreal. 

Those honored were: 
© Judy C. Andrews, business de- 
velopment manager at Texas In- 
struments, Inc. in Plano, Texas, 
(ASM Dallas Metropolitan chap- 
ter). 
e Darrell S. Corbin, project man- 
ager/systems analyst at The 
Boeing Co. in Seattle (Seattle 
chapter). 
e David A. Lisle, applications 
programming manager at Ferro 
Corp. in Cleveland (Akron/Can- 
ton chapter). 
ejJames H. Perry, senior pro- 
grammer/analyst at JTS Com- 
puter Services in Rochester, 
N.Y. (Buffalo chapter). 
e Michael H. Strenge, president 
of Productive Resources, Inc. in | 
Aurora, Ontario (Toronto chap- | 
ter). | 
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CALENDAR 


Claremont Graduate School Professor Peter F. Drucker is the fea- 
tured speaker at the next CIO Perspectives Series Conference, ‘“The 
Business of IT: Finding the Payoff,”’ March 8-11 at Loews Coronado 


Bay in San Diego. 


Other speakers include several prominent chief information offi- 
cers: Patricia Wallington (Xerox Corp.), Jack Cooper (Joseph E. Sea- 
gram & Sons), Jack Livingston (National Car Rental System, Inc.) 
and Max Hopper (American Airlines). 

To register, contact CJO Magazine in Framingham, Mass. (800) 


366-0246. 


MARCH 8-14 


EDP Audit Managers Roundup Xiil. Or- 
lando, Fla., March 9-11 — Contact: Pam Bis- 
sett, Michael I. Sobol, MIS Training Institute, 
Framingham, Mass. (508) 879-7999. 


CAD & Engineering Workstations '92 
end Business Graphics. Anaheim, Calif., 
March 9-12 — Contact: National Computer 
Graphics Association, Fairfax, Va. (703) 698- 
9600. 


Getting Maximum Business Value 
from Technology. New York, March 10- 
11 — Contact: The Conference Board, Inc., 
New York, N.Y. (212) 339-0290. 


international Software Exchange ‘92. 
San Francisco, March 10-11 — Contact: Brian 
Eck, Juran Institute, Inc., Wilton, Conn. (203) 
834-1700. 


Third National Court Technology Con- 
ference. Dallas, March 11-15 — Contact: 
National Center for State Courts, Williams- 
burg, Va. (804) 253-2000. 


Hannover Fair CeBIT "92. Hannover, Ger- 


| many, March 11-18 — Contact: Hannover 


Fairs USA, Princeton, N.J. (609) 987-1202. 


Directions '92: IDC’s 27th Annual Com- 
puter industry Briefing Session. Boston, 
March 12 — Contact: International Data 
Corp., Framingham, Mass. (508) 872-8200. 


Fifth International Computer Virus & 
Security Conference. New York, March 
12-13 — Contact: Data Processing Manage- 
ment Association. New York, N.Y. (303) 825- 
8124, Ext.190. 


MARCH 15-21 


Guide's '92 Spring Conference. Los An- 
geles, March 15-20 — Contact: Guide Head- 
quarters, Chicago, Ill. (312) 644-6610. 


The Enterprise Networking Event (ENE) 
*92. Washington, D.C., March 17-19 — Con- 
tact: Beth Magewick, Society of Manufactur- 
ing Engineers, Dearborn, Mich. (313) 271- 
2861. 


MARCH 22-28 


Electronic Imaging. Anaheim, Calif., 
March 23-26 — Contact: Miller Freeman, 
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The details of the $800 mil- 
lion contract are fairly clear (see 
story at right), but the execution 
is fuzzier. The quickness of the 
move suggests that Joyce may 
have set Blue Cross up for more 
frustration on the systems side. 

Not so, according to former 
colleagues at Coopers & Ly- 
brand. 

“The battlefield is littered 
with bodies who used sunk costs 
as a reason not to do some- 
thing,” says Stephen Mucchetti, 
regional managing partner for 
Coopers & Lybrand’s manage- 
ment consulting services in Bos- 
ton and Joyce’s former boss. “‘It 
may appear to have been done 
quickly, but my take would be he 
thought about it quite seriously 
before he did it. He applies good 
business judgment to his deci- 
sions.” 

Joyce says Blue Cross needs 
to be more flexible, particularly 
as the nation aims for a new 
health care system. He also says 
the unusual joint-application de- 
velopment aspect of the agree- 
ment with EDS holds less of a 
risk than it might in a typical out- 
sourcing deal because EDS has 
made a “significant investment 
in the health care marketplace.” 

“We were concerned that our 
core competency as a business 
ought to be world-class delivery 
of health-care services. But that 
didn’t necessarily have to be 
spending first-dollar  invest- 
ments on every new application 
that we needed and didn’t need 
to be running the data centers 
and the networks and the like,” 
Joyce says. 


Inc., Boston, Mass. (617) 232-3976. 


DB/Expo’92. San Francisco, March 23-26 
— Contact: Dan Wilson, Norm Ne Nardi En- 
terprises, Los Altos, Calif. (415) 941-8440. 


Novell’s 8th Annual Technical Devel- 
opment Conference. Salt Lake City, 
March 23-27 — Contact: Brainshare ’$2 Con- 
ferences & Institutes, Salt Lake City, Utah. 
(801) 581-5809. 


Open User Recommended Solutions 
Conference. Salt Lake City, March 25-27 
— Contact: Elaine Bond, Chase Manhattan 
Bank, New York, N.Y. (212) 676-2982. 


GSI Transcomm Executive Symposium. 
La Quinta, Calif., March 25-28 — Contact: 
Sandy Parker, GSI Transcomm, Pittsburgh, 
Pa. (412) 963-6770. 


GUI Design and Standard Setting 
Workshop. San Francisco, March 27 — 
Contact: Corporate Computing, Inc., Sausa- 
lito, Calif. (415) 332-1995. 


MARCH 29-APRIL 4 


The Seven Eastern Regional Group 
(SERG). Clearwater, Fla., March 29-April 1 
— Contact: Deidrich E. Towne Jr., Syracuse, 
N.Y. (315) 428-6080. 


International Symposium on Parallel 
Processing. Beverly Hills, Calif., March 30- 
April 2 — Contact: Larry Canter, Computer 
Systems Approach, Inc., Fullerton, Calif. (714) 
738-3414. 


Landmark Networking Conference. 
New York, March 31-April 2 — Contact: 
Frank Tolly, Virtual Systems, Sea Girt, NJ. 
(908) 449-7999. 


International Conference on Multichip 
Modules. Denver, April 1-3 — Contact: In- 


More on 
the deal 


Following are details of the 
10-year, $800 million out- 
sourcing contract between 
EDS and Blue Cross/Blue 
Shield of Massachusetts: 

> Blue Cross will have an 
office of the CIO, shared 
jointly by Bob Hollinger, 
formerly vice president of 
applications, and Peter 
Carroll, EDS’ senior ac- 
count executive. The two 
will report to Senior Vice 
President of Operations 
Martin V. Joyce Jr. and will 
share a seat on Blue Cross’ 
20-member executive 
management team. 

» EDS will take over 588 
Blue Cross IS employees 
and all of Blue Cross’ facili- 
ties efforts, moving much 
of the data processing to 
data centers in Camp Hill, 
Pa., and Plano, Texas, dur- 
ing the next 18 months. 

> Blue Cross will keep 41 
IS workers to focus on 
strategic applications de- 
velopment and will work 
with EDS employees to 
develop future applica- 
tions. It will also retain a 
small group of employees 
to maintain System 21 
while the relevant pieces 
of that system are trans- 
ferred to EDS. 


ternational Society for Hybrid Microelectron- 
ics, Reston, Va. (703) 471-0066. 


APRIL 5-11 


Servicetrends Executive Ninth Annual 
Conference. Boston, April 5-7 — Contact: 
Dataquest/Ledgeway, Framingham, Mass. 
(508) 370-6262. 


The Information User Association. Dal- 
las, April 5-9 — Contact: Greg Dummer, IUA, 
Chicago, Ill. (312) 644-6610. 


Virtual Reality East "92. New York, April 
6-8 — Contact: Marilyn Reed, Meckler Con- 
ference Management, Westport, Conn. (203) 
226-6967. 


Defense System Software Seminar. 
Boston, April 7-9 — Contact: David Maibor 
Associates, Inc., Needham Heights, Mass. 
(617) 449-6554. 


Supercomputer Conference. Newport, 
R.L, April 7-9 — Contact: Dr. John Miguel, 
Federal Information Processing Council, Mid- 
dletown, R.1. (401) 841-4591. 


APRIL 12-18 


The Borland International Developers 
Conference. Monterey, Calif., April 12-15 
— Contact: Borland Internationa! Developers 
Conference, CT Meeting Planners, inc., Mon- 
roe, Conn. (203) 261-6227. 


United States Society of Wang Users 
(USSWU). Washington, D.C., April 14 — 
Contact: USSWU Office, Chicago, Ill. (708) 
652-3888. 


CIME/Design. Detroit, April 14-16 — Con- 


tact: Joe Baxter, CIME/Design, Chadds Ford, 
Pa. (215) 444-9690. 
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COMPUTERWORLD’s Corporate Technical 
Recruiters Conference, April 5-8, 1992 


We’re rounding up some of the best technical recruiters in 
the country for a brand new event. This conference is a skill 
building, networking, eye opening experience just for 
technical recruiters, hiring managers and related profes- 
sionals. These three days can save you hundreds of hours 
and thousands of dollars by helping you sharpen your 
company’s recruiting strategy. You will never have a better 
opportunity to learn, exchange information or gain fresh 
insights into better recruiting in the ’90s. If you are looking 
for results, this Conference is right on target for you. 


Keynote Speakers Kevin Sullivan, Senior Vice 
President of Human Resources, Apple Computer, Inc.; 
Donald Burr, Founder and Former CEO, PEOPLExpress 
Airlines; Frank Gens, Vice President of Technology 
Assessment, Technology Investment Strategies 
Corporation; and Dr. James Bennett, Editor of Journal 
of Labor Research. 
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Conference Highlights The full schedule of seminars 
and workshops will include: Professional Skill Building, 
Managing the Recruiting Process, New Implications 
Created by the ADA, College Relations in Technical 
Recruiting, Technical Recruiting with Co-op Networks, 
international Technical Recruitment and Immigration, 


Roundtables and Receptions. 


CORPORATE 
[oes eae ee 


Location The Conference will 
be held at the INFOMART, near 
downtown Dallas. Aim for 
April 5-8 and attend the 
Corporate Technical Recruiters 
Conference. For reservations 
and registration information 
and hotel and transportation 
discounts, call the toll-free 
Conference Hotline today, 


1-800-488-9204. 


RECRUITERS 
CONFERENCE 
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Sounds like Greek (or Japanese) 
to me: Learning business lingo 


BY JULIA KING 
SPECIAL TO CW 


© conversations with 
systems users ever 
leave you frustrated 
and confused? Do you 
frequently find your- 
self trying to guess at the possi- 
ble meanings of unfamiliar 
terms? If so, it’s probably time for 
some serious language study. 
Michael Simmons, group ex- 
ecutive in charge of technology 
and operations at Bank of Boston 
in Waterbury, Conn., says infor- 
mation systems managers who 
participate in business meetings 
and nontechnical business deci- 
sions are like tourists traveling in 
a foreign country. “If you don’t 
speak the language, you are not 
going to get along very well.” 
What follows is a starter list of 
some frequently used business 
terms that top IS executives and 
business school professors say IS 
professionals should know: 


Discounted cash flow: 

The value of money over 
time. There are two ways of cal- 
culating this. One involves apply- 
ing a rate of discount to future 
cash flows, and the other involves 
using a discount rate to calculate 
the present value of future cash 
flows. This concept is key to de- 
termining the actual cost and val- 
ue of a long-term project. 


Globalization: The ex- 
pansion of markets beyond 
traditional domestic boundaries; 


the creation of a worldwide mar- 
ket for a company’s products. 

New products and services of- 
fered by a financial services com- 
pany, for example, must accom- 
modate different countries’ cur- 
rencies, a task that is likely to fall 
to the IS department. 


fe) Value-added: A_value- 

added product is a noncom- 
modity item usually bought be- 
cause of its brand name. 

A manvfacturing company, 
for example, may offer battery- 
operated or electric versions of 
its name-brand screwdriver. 
Credit card companies may add 
value to their service by furnish- 
ing cardholders with an annual 
summary of their purchases. 

In the second instance, the 
added value would come from the 
IS department, which would be 
responsible for developing and 
maintaining the program to run 
the annual summaries. 


Total Quality Manage- 
ment: Managing projects 
and employees with an eye to- 
ward streamlining processes to 
achieve high-quality results. The 
ultimate goal is to achieve zero 
defects in products and services. 
IS departments must have a 
clear idea of what the corpora- 
tion’s quality needs are in order 
to revamp systems that will help 
achieve total quality. 


= Risk evaluation: The 
process of determining the 
payoff of a proposed project rela- 


| HONG KONG POLYTECHNIC 
DEPARTMENT OF COMPUTING 
PRINCIPAL LECTURER/SENIOR LECTURER IN 


i) Software Engineering with knowledge of current software development 
methodologies, approaches and their management; 
ii) Decision Support Systems including Knowledge Based Systems. 


The appointees will be expected to teach courses up to post-graduate level; to 
provide leadership, and conduct research, including supervision of MPhil/PhD 


students. 


long-term relationships between 
manufacturers and suppliers. 
Historically, Western businesses 
have had looser ties and have se- 


responsibility of IS. 


Business re-engineer- 
ing: Tearing things down 
and creating new systems that 


redesign, re-engineering gener- 
ally entails making radical 
changes to bring about a dramat- 
ic rise in overall performance. 
For example, New York-based 
Citibank NA re-engineered a 
credit analysis system, a process 
that involved reducing the num- 
ber of steps in the loan approval 
process and shifting responsibil- 
ity for some of those steps. It also 


TECHNOLOGY ANALYSTS 


gies assoc: 


Candidates should have (a) a relevant Master’s degree (preferably a PhD); (b) ex- 
tensive experience in areas such as teaching higher level courses, applied re- 
search with publications, curriculum development, industrial / commercial / 
public service employment; and (c) proven administrative ability and evidence of 
successful leadership in research of a subject area. 


Salaries: 


Principal Lecturer : HK$457,140 - HK$589,740 p.a. 
Senior Lecturer : HK$385,020 - HK$511,860 p.a. 
(Note: US$1 = HK$7.769 as at 29.1.92) 


Conditions of Service: 


Appointments are on 2-year contract initially, renewable subject to mutual agree- 
ment. Benefits include a terminal gratuity of 25% of basic salary received over the 
entire contract period, medical and dental schemes, leave, passages and subsi- 


dised accommodation, and children’s education allowance. 


Application including curriculum vitae and names of 3 referees should be sent to 
the General Secretary, Hong Kong Polytechnic, Hung Hom, Kowloon, Hong 
Kong before March 16, 1992. Further information available from the same office. 


[Fax no.: (852) 7643374 or by E-mail (GSSTAFF @HKPCC.HKP.HK)} 


The qualified freelancer must be actively involved in 

spits coaumae al ies mentioned above. The 
ay will recognize valid specifica- 
tions and provide knowledgeable, in-depth analysis of 
the subjects in relation to the competition and avail- 


} the markets and technol 


able technology. 


VICES GROUP, 600 Delran 
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To be considered for these opportunities, please for- 
ward a resume (and recent technical writing samples) 
to: Renie Crowder, DATAPRO INFORMATION SER- 
Parkway, Delran, NJ 
08075 or fax this information to (609) 461-7563. 


AN EQUAL OPPORTUNITY EMPLOYER 
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increased the time its employees 
spent recruiting new business — 
rather than completing paper- 
work from previous transactions 
— from 9% to 43%. 


Strategic alliance: Two 

or more companies joining 
forces to pursue market opportu- 
nities that neither company on 
its own has the resources or skills 
to exploit. An example of a stra- 
tegic alliance might be an airline 
that teams up with a car rental 
company to offer discounts to 


F YOU DON’T 
speak the lan- 


guage, you are 
not going to get along.” 


MICHAEL SIMMONS 
BANK OF BOSTON 


customers who use both compa- 
nies’ services. Using database 
and other technologies that help 
identify common customers, IS 
departments can play a key role 
in selecting potential business 
partners for their companies. 


Disintermediation: The 
removal or rearrangement 
of those departments, employees 
or bureaucratic steps that stand 
between customers and the prod- 
ucts or services they want. ““The 
idea behind disintermediation is 
to have a customer deal directly 
with the source,” says Peter Di- 
Giammarino, vice president at 
American Management Sys- 
tems, Inc. in Arlington, Va. 
Typical examples of where 
disintermediation could be help- 
ful are branch banks and satellite 
insurance offices, which must 
call their headquarters for infor- 


on the issues, trends and technolo- 
with WORKGROUP COMPUTING. 


This would include vendor and product strategies on: 


SYSTEMS 
PROGRAMMERS 


positions with 
Northern & Shuthemn Gall.” a pg 


mvs Programmer 
RACE Data Securty 
IMS 
MVS L VTAM Developers 
Programmer 

QUANTUM 

SEARCH 
P.O. Box 189279 

, CA 95818 

FAX: (916) 454-9350 


cics 


mation, records or approvals to 
satisfy customer requests. IS de- 
partments might participate in 
the disintermediation process by 
creating central databases that 
are accessible by all locations. 


Mass-customization: 

The process of making cus- 
tomized products available to a 
wide range of consumers. 

Men’s departments at JC Pen- 
ney Co. stores, for example, offer 
customers one-of-a-kind suits by 
measuring each customer, giving 
him a choice of 40 fabrics and de- 
livering his suit a week later. An- 
other example would be IS de- 
partments in the financial 
services industry that could help 
mass-customize products by add- 
ing or deleting certain informa- 
tion from annual summary re- 
ports, depending on a customer’s 
tax status. 

IS managers as well as their 
staffs — especially program- 
mers, systems analysts and proj- 
ect managers who have come up 
through the technical ranks — 
must fully comprehend the mean- 
ing of business terms that they 
have heard and perhaps superfi- 
cially understand but never really 
needed to apply before. 

“The real winners of tomor- 
row — the people who have suc- 
cessful careers and go on to se- 
nior positions in information 
management — are those with a 
blend of business and technical 
knowledge,”’ says Patricia Wall- 
ington, corporate vice president 
and chief information officer at 
Xerox Corp.’s U.S. Marketing 
Group. ‘“What that means to say 
is that technical knowledge is 
necessary, but it is not suffi- 
cient.” 


King is a free-lance technology writer 
based in Ridley Park, Pa. 


SAUDI ARABIA 


We are looking for with at least 5 xperience 
who have the following sali eeinita 
IBA 


Contracts are for 1 with first salaries from USA 
$50,000 to $70,000. ai _ 


FAX: 966-3-842-7211 


CASE TOOLS 
Our client needs a Lead Ana- 


tool sets 


ADW or IEW 
CASE TOOLS. i 
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rent CASE 
eg company 
JIM BOSTIC 
PHILLIPS 
RESOURCE GROUP 
P.O. BOX 


GREENVILLE, SC 29606 
803/271-6350 - OFFICE 


}3/271-8499 - FAX 
803/292-1181 - HOME 
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MANAGING YOUR CAREER 
Nancy Thompson 


Balance IS know-how 


with professional polish 


Technical expertise isn’t really 
enough anymore. These days, hori- 
zons for information systems profes- 
sionals are broader, and so are em- 
fam ployer expectations. Working closely 
with professionals in a variety of departments — 
often with little supervision, getting involved in 


process redesign efforts and 
supporting critical business ini- 
tiatives, IS staffers need a well- 
developed set of personal and 
professional skills to comple- 
ment their technical know-how. 
>Self-motivation. If you 
don’t manage your career, then 
time, chance and other people 
will. So commit yourself to iden- 
tifying, learning and practicing 
skills such as positive thinking, 
stress reduction and an “I know 
Ican’’ attitude. 

How to acquire it: Take a 
seminar, listen to tapes, read 
books and articles. 

Watch how other people do 
and don’t take responsibility, and 
notice the results. Start each 
day with some type of motiva- 
tional activity, such as positive 
reinforcements or vocalization, 
and teil yourself that you will be 
a success. 


>Organization. Organize 
your priorities, time, space, 
computer, resources, ideas and 
the work itself. No matter how 
brilliant you are, looking disor- 
ganized always works against 
you. 

How to acquire it: Look 
into taking courses to determine 
which methods of organization 
fit your style and goals. For orga- 
nization, examine options at of- 
fice supply stores. You may find 
a desktop organizer for your 
personal computer would be use- 
ful, or perhaps a Daytimer from 
Time Systems, Inc. in Phoenix 
may better meet your needs. 
»Time management. Dead- 
lines are critical in IS. Meeting 
deadlines is only half the battle: 
You also need to learn how to set 
them. If you feel from the out- 
set that a deadline is unrealistic, 
let your manager know up front 


Professionals 


COMPUTER CAREERS 


and help establish a goa!-by-goal 
time frame. 

How to acquire it: Attend 
a time management workshop to 
find out good time managers’ 
techniques. On a project level, 
track your progress, plan for 
contingencies, show how to re- 
solve issues and deal with im- 
pact events. 
>Business writing skill. A 
good, clear writing style is a real 
plus in the business world, es- 
pecially as it becomes harder to 
find people with effective writ- 
ing skills. 

Good writing starts with 
clear thinking. So before you 
start typing, make sure you 
know what action you want the 
reader to take and establish a 
vocabulary of precise words. 
Make sure your sentences are 
complete and contain only one 
meaning, and construct para- 
graphs that support your key 
ideas. It’s also important to that 
your spelling and punctuation 
are correct. 

How to acquire it: If you 
need a little help, keep William 
Strunk Jr. and E. B. White’s E/- 
ements of Style and Charles T. 
Brusaw’s Business Writer’s 
Handbook on hand. Always have 
your dictionary and thesaurus 
nearby. If you need more guid- 
ance, local community colleges 
and universities offer courses, 
seminars and workshops specif- 
ically on business writing. 
>Public speaking ability. In 
today’s marketplace, it’s vital to 
be able to make formal presen- 
tations, communicate with bu- 
sinesspeople all the way up to 
the company president and deal 
successfully with users. There 
is a variety of methods and mate- 


rials for presenting information 
ranging from informal conversa- 
tions to a PC slide show. 

How to acquire it: Attend 
meetings of local chapters of 
Toastmasters, an international 
organization of local chapters 


through publications you sub- 
scribe to and the professional 
organizations you belong to. 
»Confidence. Project or por- 
tray confidence with good eye 
contact and a firm handshake. A 
friendly, poised professional 


N TODAY’S MARKETPLACE, it’s vital to 

be able to make formal presentations, 

communicate with businesspeople all the 
way up to the company president and deal 


successfully with users. 


that develop and practice public 
speaking skills. You could also 
take a course on effective com- 
munication designed to help pro- 
fessionals express themselves 
more effectively in front of 
groups, within groups and one- 
on-one. If possible, videotape 
your next demonstration to 
watch other presenters and 
practice. 

> Interpersonal skill / 

team spirit. An employer al- 
ways likes to see an employee 
earning the respect of his co- 
workers. If you can lead by ex- 
ample and participation, you 
can probably bring a team to- 
gether to successfully complete 
any project. 

How to acquire it: Take a 
team-building seminar, read 
about group dynamics and get 
to know co-workers. 
>Industry astuteness. Most 
IS professionals keep up only 
with their perceived niche in 
the marketplace. 

How to acquire it: Be a 
source of information for your 
manager by staying current 


style always captures the atten- 
tion of management and pro- 
spective employers. 

How to acquire it: Write a 
list of your accomplishments and 
take strength in the knowledge 
of your proven successes. Learn 
from your mistakes, not looking 
back but forward, knowing that 
the next time you get in that sit- 
uation, you confidently know 
how to succeed. 

While it’s vital to continually 
sharpen your technical skills, 
support your career goals by 
increasing your business compe- 
tence. No matter what direc- 
tion your career takes, business 
ability is essential. 


Thompson is staffing specialist coordi- 
nator at Cap Gemini America in Atlanta. 


IS managers and corpo- 
rate hiring managers: If 
you have a career issue 
you'd like to write about, 
| please fax your idea to 
| Kelly Dwyer, (508) 875- 


8931. 





Professional, Alaskanand Western-based 
computer consulting and services firm is seeking 
Independent Professionals/Employees. Minimum 
3 - a experience in business, materials 
control, engineering and network application 
development experience. 

Assignments available for individuals with 
proficiency in any of the following skill areas: 


CICS, ULTRIX, SUN OS, Macintosh 
C, POWERHOUSE, SYBASE 
DECNET, TCP/IP, CLIENT/SERVER SKILLS, 
PAMS, X WINDOWS, MOTIF, POSIX 


Send resumes stating specific hardware, software, 
work experience and three references to: 


lient/Server m 
® Computing 
Opportunities 


ANATEC, a leader in implementing solutions 
based on client/server architectures, 
RDBMS, and 4GLs, is currently expanding its 
HOUSTON operations. Dynamic opportuni- 
ties are availebie in Houston and nationally 

4 for programmer/analysts, systems engi- 

‘| neers, and project managers with experi- 
ence in the following technologies: 


SYBASE 
SQL 
WINDOWS/MOTIF 


SOFTWARE DEVELOPERS 


We're Looking for Leaders! 


LEGENT Corporation has immediate open- 
ings for software developers willing to make 
a major contribution toward the develop 
ment, technical direction, design and imple- 
mentation of new products. Opportunities 
to work on recently announced products 
such as LANSpy and BUNDi PCView exist 
for candidates with some combination of 
the following: solid development experi- 
ence in a PC/LAN environment with thor- 
ough knowledge of LAN architecture and 
protocols; PC assembler; C; and DOS/Win- 
dows. Project management/planning and 
supervisory experience required for some 
positions. C++ and mainframe to PC com- 
munications experience is a plus. 


NOVELL 
POWERBUILDER 
UNIFACE 
BANYAN 
ORACLE 
IMS/DB2 
CICS/DB2 
“| INFORMIX SMALLTALK 
CASE TOOLS C/UNIX 
HP3000 with COBOL or FORTRAN 


As a dynamic, entrepreneurial company in 
our second decade of growth, we provide 
our experienced systems consultants an 
excellent salary package, company-paid ben- 
efits, training programs and leading edge 
projects. For prompt, confidential considera- 
tion, please call us at (313) 540-4440 or mail 
your resume to: Analytical Technologies, 
Inc., 30300 Telegraph, Ste. 200, Bingham 
Farms, MI 48025. Fax: (313) 540-4342. 
se Equal Opportunity Employer. 


@NaTeC 


ComRim Systems, inc. 
560 E. 34th ee a 
Anchorage, a 

Phone (800) 999-7756 


907) 563-0304 
Fax# (907) 563-7435 
If you are interested in becoming a part of 
our organization, then we'd like to hear from 
you. We offer an environment that rewards 
performance, encourages creativity and pro- 
vides the opportunity for personal and pro- 
fessional growth. Our excellent benefits 


package includes 401(k) and tuition reim- 
bursement. 


Data Processing 


INTERWEST 
Immediate opportunities for 
P/A’s and Sr. P/A’s with 3-5 years exp 
in any of the following areas. 
Permanent and Long Term Contract Positions 
available in several Western States. 


® Amer. Software (any modules) 


© DB2 © DB2/DBA 
Natural/DB2 Interface 
© Progress 


@M&D/DB2 
CALL/FAX OR MAIL RESUME 


Submit your resume to LEGENT 
Corporation, Attention: Sharon Mangum, 
Two Allegheny Center, Pittsburgh, PA 
15212-5494 Fax (412) 323-9750 


© RS6000 
Analytical Technologies, Inc. 
INTERWEST Succeeding With Technolgy...Through People 
P.O. BOX 6309 . . 
WA 98008-0309 
Fax 206/450-0351 


EQUAL OPPORTUNITY EMPLOYER 


206/450-0374 
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Please mail your resume for consideration to: 
COMPUTERPEOPLE, DEPT. 519 
2005 N.W. 62nd St 20 North Orange Ave 
Suite 3. Suite 1400 

Ft Lauderdale, FL 33309 Orlando, FL 32801 
800-777-8603 407-236-9706 
305-771-8603 FAX 843-8153 
“Serving South Florida “Serving the 
& Jacksonville” Orlando Area” 
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12225 28th St N. 

St Petersburg, FL 33716 
813-573-2626 
FAX 572-1153 


“Serving the 
Tampa Bay Area” 


98 
aa2e 
a 

Ba 
iss 
é 


ce 
i 
i 
5 
i 


ANOTHER 

REASON WHY 
COMPUTERWORLD 

RECRUITMENT 


mR ANAS LMU aa aera 
J BM SYSTE: M Immediate permanent and consulting opportunities 

for professionals with any one of the foliowing skills: 
PROGRAMMER || #0 "2 2“ 

UNIYC 45K HOGAN. a ~ 

. - DB2/SOL 45K M&D or M 

CICS/COBOL 39K PMS 44K 
Saudi Arabia Focus 45K = COMM/X400 : - 
BDM International, Inc., a premier profes- AS 400/RPG I 45k HP 3000 
sional and technical services firm with eas” - a = 
long established programs in support of IMS DB/DC 42K ONCE - 
the Royal Saudi Air Force and others, is MVS/ALC 40K VA 
expanding its operations. As a result, we a 20K WINDOWSIGUL...... 42K 
have an exceptional opportunity for a ia aac aa eae 
degreed System Programmer in Riyadh. 
This role requires 15 years IBM systems 
programming experience to include 10 
years with MVS systems programming. 
Candidates also need experience in the 
installation, customization, and mainte- 
nance of MVS/ESA systems (experience 
with release 3.13 required; 4.2 preferred) 
to include JES2, VTAM, NCP, IMS Weel sale alle as 
DB/DC, RACF, ISPF/PDF, CA-1, and 
SMP/E. Knowledge of Assembler H, 
TSO, and ISPF/PDF Dialog Manager is 
also required. 
BDM offers an excellent international 
compensation package which includes a 
competitive starting salary and a gener- MUMPS 
ous employee benefits package with 28 W 
days paid leave and annual airfare TRUSTAVISION Srsat ADVERTISING ORKS eee 
allowances, service award bonuses, Se 
monthly foreign service premiums as well Savery, 
as furnished housing and local trans- 800-582-JOBS 
portation provided. This is an accompa- TEL (212)967-2910 
nied assignment. For immediate FAX G2 7-4205 
consideration, please send your resume 124 W. 30th St. Suite #302 
to: BDM International, Inc., Dept. SYPSA, New York, N-¥.10001 
7915 Jones Branch Drive, McLean, Vir- 
ginia 22102. An equal opportunity 
employer. U.S. citizenship is required. 


ae 


COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL,X.25 
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Computerworld reaches more highly skilled com- 
puter professionals than any other newspaper or 
magazine — Sunday, daily, or trade. 


629,204 of them to be exact. And this audience is 
even verified by the Audit Bureau of Circulations 
(ABC), the largest independent auditor of publica- 
tion circulations. And from JCL to Unix profession- 
als, DEC VAX to IBM PC professionals, these job 
candidates have the skills your company needs. 
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AS/400 oF S/38 Prog/Anal's... 30-38K 
18M PC-"C” Prog/Anai's. 30-36K 
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We Speak Gui! 


RCG Information Technology has established itself as 
a leading supplier of GUI consultants to major corpora- 
tions across the country. And we are well-known for 
expertise which spans the entire spectrum of software 
development. 


To fill exciting, long-term projects, we have an im- 
mediate need for consultants with proficiency in any 
of the following: 


¢ OS2, PM 
* MOZART 
¢ WINDOWS 


285 
Hy 


° EASEL 
© INFRONT 
¢ PHIGS 


i 
ile 


in return, RCG offers excellent contract rates or full- 
time employment with one of the fastest-growing data 
processing firms in the nation. For details, CALL, FAX, 
or MAIL your resume to: BOB BEAUDET, toll-free: (800) 
832-8766, (212) 398-6170; fax: (212) 398-6189; 111 West 
40th Street, 27th Floor, New York, NY 10018. We are 
an equal opportunity employer. 


ECCUJINFORMATION TECHNOLOGY 


| © New York « Philadelphia * New Jersey ¢ Miami e Dallas 
* Orlando « Washington « D.C. * Los Angeles ¢ Houston 


25 


SOURCE: Skill Survey of Computerworld’s Audience, June 1991. 


folk Bam Spon $46,000.00 Call fi f our Skill S 

Jwk., , $45,000. or a copy of our Skill Survey. 
CTTTITITTTITTT ITT Try rrr ry rir rrr iii) oe =o 7 i “ . , 
CEETIT TTT rrr ir) velop and 


To place your ad regionally or nationally, call 


SYSTEMS ANALYST - 
., Bam- 


per 


and 
on for manufacturing ap- 
ications utilizing Robotics 
software, including robotic sen- 
sors on the VAX 750 main- 
frame, utilizing VAL |i computer 
Requires a Master's 

Science 


9 semester hours of graduate 
level studies in Robotics and 6 
in Systems Software and Artifi- 
cial intelligence. “Employer 
Paid Ad.’ Send resumes to: 

Woodward Avenue, 
Room 415, Detroit, Mi 
48202. Ref. No.: 4492 


80 


e 
Attention: 
8 é 
Hiring Managers 
When you compare costs and the people 
reached, Computerworld is the best news- 


paper for recruiting qualified computer 
professionals. Place your ads today! 


Call toll-free 
800-343-6474 


(in MA (508) 879-0700) 


ment; modify existing software 

and port to IBM 3090, 4341 main- 

sonware: Of i 
are; and C 

es; OS/2, MVS/XA, VM and OS 


and C. Send resumes to: 7310 
Woodward Avenue, Room 415, 
No: 3792. 


COMPUTERWORLD 


John Corrigan, Vice President/Classified Adver- 
a 800/343-6474 (in MA, 508/879- 


Where the qualified candidates look. Every week. 
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Texas: Some workable options 


Region moves to diversified economy to survive recession 


BY JILL VITIELLO 
SPECIAL TO CW 


nformation systems professionals 

who work and live in the sprawling 

business centers and multiple 

“downtowns’’ of Dallas and Houston 

are beginning to see a glimmer in 
the post-1980s gloom. 

That faint ray is emanating from soft- 
ware development companies and consult- 
ing firms that have begun hiring. 

It’s nothing like the old days, of course, 
when the oil industry was riding high. 
Back then, this region was notorious for 
luring talented IS people with offers that 
nearly doubled their salaries. 

Chastened by the hard lesson a one-in- 
dustry economy levied on it, Houston is 
welcoming new businesses and seeking 
economic diversity. 

“In Houston, there’s been a realign- 
ment of the economy away from energy- 
based companies and a movement of IS 
professionals out of oil and gas and into 
software development houses or govern- 
ment contracting, particularly for NASA,” 
says Dick Hudson, vice president of MIS at 
Global Marine, Inc. in Houston. 

The same movement into software de- 
velopment and government contracting 
has been noted in Dallas, where it was the 
financial sector that suffered the most se- 
verely. IS professionals are also now find- 
ing employment opportunities at service 
and manufacturing corporations. 

Dallas has been helped by Texas In- 
struments, Inc.’s introduction of a new 
product, Information Engineering Facility 
(IEF). The firm hired approximately 200 
IS professionals in 1991, and this year, it 
plans to add nearly as many in the Infor- 
mation Technology Group, which sells and 
services IEF. 

TI wants IS professionals who are ex- 
perienced in computer-aided software en- 


Vitiello is a speech writer and free-lance writer 
based in East Brunswick, N.I. 


gineering (CASE) tools for business appli- 
cations to develop, consult, seli and 
service the booming IEF line, said Anita 
Hawiszczak, manager of staffing at the di- 
vision. 

While consulting firms aren’t recruit- 
ing at the same pace, they are in the mar- 
ket for professionals with skills in the new 
technologies such as Unix, open systems, 
CASE tools, personal computer local-area 
networks and telecommunications. Work- 
ing for a consulting or contracting firm 
“used to be a place of last resort for people 
who lost their jobs,” says Richard Bell, 
chairman of the Southwest High Tech Co- 
operative, a consortium of corporate tech- 
nical recruiters with members in Dallas 
and Houston. ‘Now these positions are 
considered cutting edge.”’ 


Sign of the times 

The change in attitude is a sign of the 
times. As companies begin remaking 
themselves to compete more efficiently, 
they are frequently turning to consulting 
firms to build or help them migrate to new 
systems as well as to train employees on 
how to use and maintain them. 

In some of the organizations that are 
not adding staff, retraining programs are 
under way. Keeping and gaining skills is an 
overriding concern in Dallas and Houston, 
where IS survivors have seen all too clear- 
ly that the obsolete are winnowed out of 
serious job competition. 

When Campbell Taggart, Inc., the na- 
tion’s second-largest baker, installed a 
new networking system, employees were 
not only trained to use the new equipment 
but were also sent to a course on using in- 
terpersonal skills in a business environ- 
ment, says Charles Haywood, vice presi- 
dent of MIS at the Dallas-based company. 

“Basically there are three kinds of peo- 
ple in IS right now: the unemployed, the 
underemployed and those afraid of being 
either of the two,”’ says Phil Scott, a part- 
ner in the IS consulting practice at Ernst 
& Young in Dallas. 
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1990 1991 Q3 
$70,700 $76,700 


Source: Nationai Association of Realtors 


Largest Houston employers 


(By 1990 year-end revenue) 
e Tenneco, Inc. 
¢ Enron Corp. 
¢ Coastal Corp. 
e Sysco Corp. 
e Lyondell Petrochemical Co. 


e Continental Airlines Holdings, Inc. 


© Cooper Industries, Inc. 

e American General Corp. 
¢ Houston Industries, Inc. 
¢ Compaq Computer Corp. 


Source: Houston Business Journal 


Houston unemployment rate 
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Dallas unemployment rate 


1991 
6.7% 





Sources: Greater Houston Partnership; 
Dallas Convention and Visitors Bureau 
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1990 
$89,500 


1991 Q3 
$90,300 


Largest Dallas employers 
(By number of employees) 
* General Dynamics Corp. 
° Texas Instruments, Inc. 
¢ AMR Corp. 
® Dallas Independent School District 
e US. Postal Service 
e Electronic Data Systems Corp. 
e LTV Corp. 
e City of Dallas 
e E-Systems, Inc. 
e The Kroger Co. 


Source: Dallas Convention and Visitors Bureau 


Average salaries 
Dallas/Fort Worth/Housten 
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Source: 1990, 1991 CW salary surveys 





Baylor College of Medicine 


CONTRACT 
ASSIGNMENTS 


Belcan TechServices has 
excellent Contract Assign- 
ments available for Program- 
mers, Analysts and Systems 
Engineers. Our needs are on- 
going! 

If you are interested in 
being considered for our cur- 
rent and future opportunities, 
please call (214) 988-8418, fax 
or send resumes to: Belcan 
TechServices, P.O. Box 535026, 
Grand Prairie, TX 75053-5026; 
fax (214) 660-6996. Equal Op- 
portunity Employer. 


Belcan 


The Bight Pag 
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Computer Professionals 


StaffWare Consulting, a leading data processing 
consulting firm in Houston, Texas for more than 10 
years, is seeking computer professionals with the 
following skills for contract and permanent posi- 
tions. 


@ EASEL @ NEXT OR NEXTSTEP 
@ TELON @ ORACLE, UNIX 
@ AM FOR OS/2 @ POWERBUILDER 


© GAS PIPELINE/FORTRAN 


For immediate consideration mail or FAX resume to: 


¢ 1111 North Loop West 
STAFFIWARES ES ae? 
‘ , Texas 77008 


Phone: 713-880-0232 FAX: 713-880-8938 
Member NACCB 


Systems Programmer II 


Baylor College of Medicine System Support Center seeks a qualified candi- 
date to join our in-house system support staff. The position carries the title 
of Systems Programmer II. Working hours are flexible within limits (gener- 
ally some group of 8 hours between 8am and 8pm). Some weekend and eve- 
ning work will be required on occasion. In addition, you will be on call for 
PI related to your area of expertise and will participate in a rotating 
on-call role for initial system support of the 2200 system. This is a exempt 
Position. 

Required Qualifications: This position requires a bachelor’s degree in com- 
puter science or a related field and at least three years of experience as a sys- 
tems programmer on a Unisys 2200 or 1100/90 system. Experience with 
VAX/VMS systems or MAPPER-C is not required but is a plus. 


Job Description: As a systems programmer you will be responsible for help- 
ing to maintain the system software and operating environment for Baylor’s 
2200/400 system. You will have the primary support role for database soft- 
ware (UDS) and MAPPER. 


Hardware Environment: Baylor College of Medicine operates a mixture of 
many different systems. Most of these systems use the UNIX operating sys- 
tem, but other hardware environments include a Unisys 2200, several Primes 
using Prime Information, DEC VAX systems using VMS, some PDP-11s run- 
ning a variety of operating systems, and many MS-DOS and Apple microcom- 
puters. We also have a large local area network using the TCP/IP protocol 
that is connected to the nationwide research network sponsored by the Na- 
tional Science Foundation. 


Contact: If you feel that you have the qualifications to fill this job, send your 
resume to: 


Richard H. Miller 
Assistant Director for Technical Support 
Baylor College of Medicine 
One Baylor Plaza, 302H, Houston, Texas 77030 
(713) 798-4511 Email: rick@bem.tmc.edu 





COMPUTERWORLD 


CW Systems Inc. is a leading consulting firm 
specializing in custom software development. § 
Full-time or contract positions available for 
Senior Consultants and Programmers. If you 
are skilled in one or more of the following 
areas, please call or send your resume: 


e ADABAS/Natural 
e DEC VAX/ORACLE/C 


¢ CICS/DB2 e SAP 


e Excelerator ¢ APS 


600 Congress Avenue 
Suite 2780, Dept. CW/2/17 
Austin, Texas 78701 

(512) 469-0245 

Faxc (512) 469-0150 


2925 Briarpark 

Suite 830, Dept. CW2/17 
Houston, Texas 77042 
(713) 781-7466 

Fax (713) 781-1604 


14643 Dallas Parkway 
Suite 865, cCw2/17 
Dallas, Texas 75240 
(214) 980-0071 

Fax: 214) 980-0076 


1000 West Wilshire 

Suite 300, Cw2/i7 
Oklahoma City, OK 73116 
(405) 843-8484 

Faxc (405) 843-8551 
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HOUSTON /DALLAS REGIONAL SCOPE 


Data 
Administrator 


Meridian Oil, a subsidiary of 
Burlington Resources, Inc., is cur- 
rently seeking a Data Administrator 
to work in our Fort Worth office. This 
position will be responsible for 
implementing a data architecture 
and data administration function for 
Meridian Oil. 


The qualified candidate should 
possess a BBA or technical 
degree with a strong background 
in an MVS/ESA and PC/LAN 
environment, as well as extensive 
practical application of data 
administration principles. Previous 
experience in an Oil and Gas envi- 
ronment with excellent written/ 
verbal skills are essential. 


lf you are a team player and have 
the ability to work in a fast-paced 
environment, Meridian is the 
place for you. For immediate 
consideration, submit your resume 
to: Meridian Oilinc., Employment, 
Box 2757, 801 Cherry Street, Fort 
Worth, Texas 76102. 


We are an equal opportunity 
employer, m/f/hw. 


MERIDIAN OlL 


ANALYSTS INTERNATIONAL CORPORATION (AiC) is anation- 
wide data processing and consulting firm, established in 1966. We 
are hiring professional, degreed, software engineers who are 
interested in working on mid-range systems in the area of systems 
software support, operating systems, compilers, device drivers, 
data communications and systems utilities. Please contact me 
immediately if you have two years work experience with any com- 
bination of the following skills: 


°C * REAL-TIME SOFTWARE 

* PASCAL * PROCESS CONTROL SOFTWARE 

°PLi ENGINEERING APPLICATIONS 

¢ ASSEMBLER ¢ SYSTEMS PROGRAMMING 
INTERNALS 


These positions will be located in Minnesota. Please call or send 
a current resume to: 


asenm"ti0Na” = Shirley Hollywood, Analysts interna- 
= tional Corporation, 3030 LBJ Frwy., 
Suite 820, LB-52, Dallas, TX 75234. 
Phone 214/243-2001, Fax 214/243-7468 
AiC offers a superior salary and 
benefits package. 
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Equal Opportunity Employer 


IS Directors 


lf you need good people, we've got 
them. Computerworld reaches more 
than 629,000 computer professionals 


“1 ypically 40+ percent 
of our total placements 
are a direct result 
of our Computerworld 


recruitment 
advertising.” 


For over 10 years, Robert 
Shields & Associates has been 
specializing in the placement of 
computer software profession- 
als both in the United States 
and overseas. The agency's 
day-to-day business centers 
around finding experienced 
candidates to meet the specific 
software needs of their clients. 
According to Owner and Presi- 
dent Bob Shields, their regular 
advertising schedule in Comput- 
erworld plays an important role 
in their recruitment success. 


‘We serve a very broad mar- 
ket - from start-up companies 
to the Fortune 50 in virtually all 
industries. Because our client 
software requirements are ex- 
tremely diverse, it’s essential 
that we have access to a large 
pool of junior and senior-level 
software professionals with a 
great diversity in expertise. 
Computerworld is by far our 
single best source for reaching 
qualified computer profession- 
als nationally. 


“And to us, national reach is 
key. Although Robert Shields & 
Associates is based in Houston, 
Texas, our membership in No- 
tional Personnel Associates 
puts us in direct contact with 
over 300 affiliate offices all 
across the country. Experience 
has shown us that only Comput- 
erworld delivers the computer 
market nationally. No other 
publication even comes close. 


“With Computerworld...we 
consistently get more re- 
sponses - and higher quality re- 
sponses - than with any indus- 


- Bob Shields 
Owner & President 
Robert Shields & Associates 


try or discipline-specific publi- 
cation. Because these candi- 
dates are much more likely to 
have the right kinds of experi- 
ence, typically 40+ percent of 
our total placements are a di- 
rect result of our Comput- 
erworld recruitment advertising. 


“Having been in the DP busi- 
ness since 1963 - and an avid 
reader of Computerworld from 
the very beginning, I've come 
to one conclusion: If you had to 
choose one publication that 
computer professionals read 
on a regular basis, it would 
have to be Computerworld. As 
our client needs - and our 
needs - continue to grow, | see 
Computerworld continuing its 
role as our best source for 
reaching computer people on a 
national basis.”’ 


Computerworld. |t’s where seri- 
ous employers - like Bob 
Shields - reach qualified candi- 
dates with key computer skills. 
Every week. Whether you use 
computers, make computers, or 
sell computer products and ser- 
vices, Computerworld can help 
you recruit the experienced 
professionals your business de- 
mands. For all the facts, call 
John Corrigan, Vice President/ 
Classified Advertising, at 800/ 
343-6474 (in MA, 508/879- 
0700). 


1 800 343-6474 


fe IN MA 580 879-0700 _ guauiaiae 
every week. That's more qualified com- 
puter pros than any newspaper can 


BEST 
deliver. And you can select either a re- iH I 1] 
gional edition or national edition of Ee i 


Computerworld’s Computer Careers COMPUTER CAREERS 


section for your advertisement. 
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INSIDE 


For more Recruitment information, or to 
place your ad regionally or nationally, 
call Lisa McGrath at 800-343-6474 (in 
MA, 508-879-0700). 


Computerworld 
Weekly 
Regional 
National 


And it Works. 


The hotel welcome mat is out 


ENFORMATION SERVICES 
WALT DISNEY 
ATTRACTIONS 
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COMPUTER CAREERS MMID-WEST 


a fam Anton oad 
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MIS Regional | | |) Yoe'l Find Right Wi 


USAA. 
ond technical drection 


|, commuting, big-city amenities and one of the lowest living costs in the country. It’s 
for our westem Mi region F. acomfortable lifestyle that’s great for families, and it’s only one of the many things 
‘ ~ you'll find right with USAA. You'll also discover our peopie-first attitude, our 
OS ee a Fe ; _ commitment to breakthrough technologies and our 68-year dedication to quality of 
©, service.USAA is successful because we've always made people and advanced 
_ technology our highest priorities. Our people-first orientation means superb work and 
"recreation environments, open communication and team support. It means a four-day 
6 ~ week, a vigorous career development and innovative benefits. 
iclude providing planning assi Join a project which is developing the for a Corporate-wide authori 
divisional business strategies to be join a project which is developing the long sange systems for a Conporste-wide authoring, 
integrated into the overall regional » Storage and distribution environment for USAA's authors and publishers. 


strategy as well as playing a key role in q PROGRAMMER 
the design and development of systems by, APPLICATIONS 
to support community health networks. | Minimum requirements include 2 years data processing experience in the following 


Your in-depth understanding of hospital | environments: 
Operations and their latest DP applica- | *DB2 *COBOLI *PLI  *IMS/MVS *TSO/SPF *ALC *CICS 


Med 
a ale 
babe! , f' 


, and man- _ Experience should include working knowledge of programming, testing, conversion 
agement skills. Either a Bachelor's * and implementation phases of a large system. Exposure with on-line and batch 
degree in an appropriate field or _ application experience using IMS preferred. Experience with development method- 
the equivalent amount of managerial * ology and the use of DB2 helpful. 


ee PROGRAMMER ANALYSTS 


Minimum requirements include: 


In fact, more 
computer 
pros read 


more com- 3-5 years programming experience in an IBM mainframe environment as follows: 
puter recruit- Oui ua SC 29210 - IBM 3090 - MVS/XA or ESA -COBOL -TSO- -ISPF 


ment ads in Fax 803-779-1955 * Experience using IBM mainframe file access methods 


Com uter- Equal Opportunity Employer * Proven systems analysis skills to include structured methodology, writing specifi- 
Pp cation, design, analysis and user interface 
world than in In addition to the diverse chalienges * Proven understanding of SNA Control and Flow, Problem Determination, trans- 
inherent to this position, we offer a mission protocols, Ethernet and Token Ring networks 
any other ee salary and comprehensive * Experience in design and integration of personal and professional publishing 
newspaper eae with aioe lates to systems and IBM mainframe composition language preferable 
, i : Interested and qualified applicants are encouraged to send a resume to: 
confidence to: Human Resources, q PP B 
Health 


Services, Twelv 
Talk tothe | | te Mile Road, Farmington Hills, Mi USAA Building 
“ e or rc 
best. Run Diversity Through Atirmative Action’ San Antonio, Texas 78288-0055 
your ad in Reaseeessteietiilll 


sS 

Attn: Empioyment & Placement/SD/TLL/CW2/10 
An Equal Opportunity Employer, M/F. USAA 

Computer- : 

world. For 


more infor- 
mation or to 
place your 
ad regionally 
or nationally, 
Call Lisa 
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FROM THE GREAT LAKES PRINCIPAL SCIENTIFIC 
yer noermetmweeo. || | SUPPORT ANALYST 


P/A and Sys 
APS/PC and express. 


Midwest & SE Opportunities Syracuse, NY, has an opening in its Scientific Information 
STAFF AND CONSULTING POSITIONS Systems (SIS) Department for a Principal Scientific Support 


i 
ls 
#8 


: 
2 


The Bristol-Myers Squibb Pharmaceutical Research Institute, 


is 


Analyst. 


Cal or Responsibilities include: determining user requirements; 


McGrath at THE 9699 N. Hayden designing ——— coding ere: i systems; provid- 
Suite 108 ing system documentation; and ensu systems meet federa 
800-343-6474 RUSSELL Scottsdale, AZ 85258 . 


(in MA, 508- GROUP regulations. 
879-0700). 


i 


Qualified candidates will possess an. MS ifecomputer or 
physical sciences and 5-8 years systems experience. Required 
e se Sy a f experience: a minimum of 2 years SAS programming; use of 

ALLL a eee relational databases (preferably ORACLE): and use ofa 
Urgent Urgent Urgent Urgent Urgent Urgent systems development methodology. 


Bristol-Myers Squibb offers competitive salaries, attractive 
benefits and opportunities for personal and professional 
r CAE Analyst ; * Oracle-v6,sqL growth. Please forward resume and salary requirements to: 
Catia/Cadam, IBM MVS_ e ID)MS, CA1.3 Manager of Employment, Bristol-Myers Squibb Company, P.O. 
e IMS DB/DC © DB2/SQL — Pst eae NY 13221-4755. An Equal Opportunity 
Team has immediate needs for orn om 
Professionals in Florida, T 
Georgia and Carolinas. The = & el 
above skills are needed ASAP 1 i 
Fax resume to 407/323-9933 1440 Oberlin Terrace BristolMyers Squibb Company 


then call Matt 407/324-5111 Lake Mary, FL 32746 
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EXCEPTIONAL ‘eta. TECHNICAL CONSULTING 
T 
OPPORTUNITY Ma aichsehel shale phe cee 


Grow your earnings and skills! 


GILCOR ENTERPRISES, INC., a national subcontrac- 
tor to IBM with offices in Chicago and Atlanta, has 
“hands-on” technical consulting projects in the Midwest. 


Weekly. : . Requi EXCELLENT BENEFITS 3 These assignments require a minimum of 5 years experi- 
Re gion: al a ; OUTSTANDING PROFIT SHARING. ence in any one or more of the following areas: 
P . it i i i ie Cc. e@ CASE: IEF, Bachman, ADW/IEW 
National. | a i Computer Management Sciences, | Inc. © Sys. Prog.: MVS, NCP/VTAM, DB2, IMS, CICS 
i i pa P/A: DB2, SQL/DS, CICS, IMS, 

And it works. FLORIDA oa — — eaooe Cobol, TELON, OS/2, C 
8663 Baypine Rd. 2839 Paces arter Willi : . 
Jacksonville, FL Ferry Rd./Ste.120 Oak Ave. seaatiieminas =a. et oni 
32256 Atlanta, GA Hartford, CT 


(800)SS2-CMSI 30339 06106 GILCOR ENTERPRISES, INC. 
EFFECTIVE (800)466-CMSI (203)722-1729 Attn: Ms. Judy Reinhardt 
SEARCH, INC. Computer Management Sciences, Inc. ae 
301 N. Main, Suite 1390 
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Oak Brook IL, 60521 
aes Or fax to 708-953-1463 
ee ee Principals Only/EOE 

Fax 316-267-9187 
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COMPUTER CAREERS MID-WEST 


in systems 


devalpreyt og the ond fackone Cage tol Heodguorors or 


ASSISTANT DIRECTOR 
COMPUTER SERVICES 


This is a new opportunity within Claremont and is based in Ohio. Key kno and 
experience areas include effective management of technical contributors and data 
centers within a network of mainframes, mini-computers LANs; prior hardware/ 
softwore planning and installation; and technical staffing, development and prod- 
uction activities associated with a network environment. Significant experience in 
training (operational and technical staff), direct pes of operational con- 
trols/procedures, and establishment/implementation of data center performance 
standards is expected. 

Applicants will possess a bachelors degree in MIS followed by a minimum of five 
years of applicable experience in computer operations. Management of technical 
transitions to an open architecture environment is a high priority. 


IEF CONSULTING DIRECTOR 
Mid-West 
This Chicago based opportunity is new within Claremont. The Director will have full 
responsibility to operate the division as a profit center. As a strategic alliance part- 
ner of Texas Instruments, Claremont has a well established West Coast IEF division 
and a growing East Coast division. 
We expect the Director to possess full life-cycle knowledge of the IEF product. An 
entrepreneurial work ethic and exceptional communication skills are a prerequisite 
for this position. Experience in managing a consulting firm is preferred. 
—_ with ex high technical 
management along with 
strong track records are encouraged to 
forward their resumes to: 


y of the 
Claremont Consulting Group, Inc. is one et apecilizgs i syetora 


Human Resources rtment 


CLAREMONT CONSULTING GROUP, INC. 


1600 Northwest Compton, Suite 305 
Beaverton, Oregon 97006 
FAX: (503) 690-4004 


Equal Opportunity Employer 


claremont 


Consulting Group tne. 


CONSULTING/PERMANENT 
OPPORTUNITIES 
Our Southeastern Regional Office has numerous open- 
ings for Tandem Programmer/Analysts with two or more 
of the following: 

COBOL, SQL, TAL, "C", SCOBOL, 
TELECOMMUNICATIONS, PATHWAY 
Also seeking DBA’s, System Managers and Operators. 
For immediate consideration, mail or FAX your resume 


to: CPU, Inc., 2708 Rocky Point Drive, Suite 103, 
Tampa, Fiorida 33607. FAX (813) 281-0222. 


800-749-0456 


DALLAS/SOUTHWEST Maniacs 
1eF $80K vine 


AY Lene] OR RRO 0 


We provide Fortune 500 companies 


with consulti 


ing Programming 
services. We have immediate 
positions available for P/A in 
Kentucky, Ohio, Indiana, and 
Tennessee. We are the DB2 
Specialist! 


ANOTHER 
REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


Computerworld gives you 
the unique option of RE- 
GIONAL or NATIONAL 
recruitment advertising. 


Whether you want to run 
your ad in the Eastern, 
Midwestern, Western, Na- 
tional, or any combination 
of regional editions. Com- 
puterworld gives you the 


only regional recruitment 
advertising section avail- 
able in the United States 
exclusively for computer 
professionals. And no other 
newspaper or magazine 
reaches so many qualified 
computer professionals re- 
gionally or nationally! 


Benson, Douglas & Associates, Inc., a 
leader in the systems integration industry, offers 
leading-edge expertise in Business Solution Serv- 
ices, Project Integration Services & Technical 
Contract Services. This “total solution” approach 
affords challenging, long-term career opportunities 


fe ional staff. i , 
— Reatias aomey, ADABAS 


NATURAL 
IBM _DB2, CSP, HOGAN, CICS, IMS, VIANTIS 
IDMS, NOMAD, SAS, TELON, 


ADABAS/NATURAL, CASE TOOLS, 
somes habanene CICS 


VAX Fortran, NETWORKING, COBOL, 
ULTRIX, All 4GLs, C, CASE TOOLS TAY bes 
RDBs ORACLE, SYBASE, INFORMIX, 
INGRES, UNIFACE, PARADOX, DB2 
FOXPRO, DataModeling 
IDEAL 


Unix/C All Platforms 
Sequent, C+ +, UNIX, KERNAL, WINDOWS 

DATACOM 
Sa em oe 


DBAs / Sys. Admin. - All platforms 
If you are interested in 


PROGRAMMER/ 
ANALYST POSITIONS 
SYSTEMS 
PROGRAMMERS 


With at least 3 years experience in 
*IMSDB/DC,DL1 *CICS 
“NATURAL * 


HP9000 HP-UX, X-WINDOWS, MOTIF, C, ADABASE 
PROTOS 


+ TANDEM aE Computerworld’s 
ADS/O Regional Editions 


it 
: 


3 


Networking - NOVELL, BANYAN, ete. 


1231 
se 8 
EE PE 


fs 
.} 


BD&A’s outstanding benefits package includes 
Medical, Dental, 401k, and Health Club or Day 
Care reimbursement. To join our dynamic team on 
projects nationwide send resumes immediately to: 
(Refer to ad CW02109) 
113 Edinburgh S. Suite #104 
Cary, NC 27511. 
FAX (919) 467-7688 


; 


uy 


; 


Building 
Pittsburgh, PA 15219 
(412)391-0714 
(800)722-9820 
aon To place your ad regionally 
or nationally, call John Cor- 
rigan, Vice President/Clas- 

sified Advertising, at 
800/343-6474 (in MA, 


508/879-0700). 


RECRUIT 
THE BEST! 


Place your ad in regional or 
national editions of Computer- 
world's Computer Careers sec- 
tion. For more information 
call Lisa McGrath. 


800-343-6474 


lin MA, 508-879-0700) La w Gn 5 cient. Pay , 
Ave., Room 415, Detroit, Michi- 
Reference 


e 48202. 
ployer Paid Ad 1. Employer paid ad. 
COMPUTERWORLD 


629,000 
Computer 
Professionals 


asad COMPUTERWORLD 


Where the qualified candidaies look. Every week. 
Computerworld 


weekly, 
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OMMAND A CAREER 
IN INFORMATION 
TECHNOLOGY 


The Institute of Systems Science of the National University of is a centre for 
advanced education and ey aime Yeah 


. It is a specialist training institute vital to the transfer 


research for 
edge technology and IT management skills 


{At ISS you can acquire leading edge skits, keep abreast of technologies and share your expertise with others. 


Opportunities Exist for IT Specialists to: 
® Develop and teach postgraduate and professional 
courses 


. annie 
© Expert Systern Shells & Tools 
© Neural Architectures 


Network 
© Computer Vision & Voice Systems 
Classification 6 


® Diagnostic & 


ystems 
© Intelligent Planning & Scheduling Systems 


WORKSTATION TECHNOLOGY 
© Client/Server Architecture 

® Distributed Computing & Cooperative Processing 
© Networking & Network Management 

You should be enthusiastic, creative with good 
business acumen. 


Shinebews vironment equipped with the 
eAst aad . A 
facilities. 


and progressive location at the hub of South 
East Asia. 
© Attractive remuneration and fringe benefits. 
if you wish to take up this challenge, write with 
your resume to: 


Director of Personnel 
National University of 
joan ms + mee 
Singapore 0511 


or Fax ISS Recruitment 
(Education) at 65-7750938 


Institute Of Systems Science 
National University of Singapore 
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DB2/IMS & AS400 INTERNALS 
ALL NEW SOFTWARE DEVELOPMENT 


Work on the most exciting and unique 
3090, AS400 & UNIX development project in recent history. 
There's an urgent need for SW developers 


ROYALTIES & STOCK * 401K * RELO 
TRAVEL * CASH * BONUSES ¢ JOB STABILITY 
NEWEST TECHNOLOGY * 40-90K 


SALESMEN, S/E'S & S/P'S & INTERNALS DEV'S 


PRODUCTS INCLUDE: Sys. Mgmt. & Performance Tools 400, 
IMS/DB2 Prod's, Distrib. Sys. Processing, Networking 


OS400 - UNIX KERNALS - SYSTEMVIEW - BAL - "C" - IMS 
DB2- MVS -CICS - APPN - SNA - VTAM - LU6.2 
API - PLMI - GUI - APPS - OBJECT ORIENTED DEV 
MOTIF - PRESENTATION MGR - TABLE SERVICES 


CALL WAYNE CARTER TODAY 
213-658-1550/408-241-6044 FAX 213-658-1570 
6380 WILSHIRE BLVD, #1108, LOS ANGELES, CA 90048 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


For over two decades, Com- 
puterworld has delivered qualified 
job candidates to America’s em- 
ployers. 


And ever since Computer- 
world’s first weekly issue in 
1967, America’s companies have 
relied on Computerworld to tar- 
get America’s most qualified com- 
puter job candidates. 


To place your ad regionally or na- 
tionally, call John Corrigan, Vice 
President/Classified Advertising, 
at 800/343-6474 (in MA, 
508/879-0700). 


Where the qualified candidates look. Every week. 


~ RICHMOND. VA 


CONSULTANTS 
SHOULD CONSULT 


GERMANY 
CAMERON 
Computer Specialist 
UNIX, XENIX, SINIX, C, OR- 
ACLE, INFORMIX, Ethernet 
LAN, WAN, X.25, MS-DOS 

Standard Software 

if yeu are seeking a 
enced computer person’ 
fluent in both English and 
German, to work in Germa- 
ny, please contact: 


Vincent A. Cameron 
Loretto Steig 36 
7750 Konstanz, German 
Tele: 011-49-7531-3448: 
Fax: 011-49-7531-56653 


CONS UANTS 


DB2/CSP... JD 


COMPUTERWORLD 


OMPUTER CAREERS 


SOFTWARE 
CONSULTANTS 


We’re The Registry a dynamic, rapidly growing 
Software Consulting Company with unique and highly 
challenging assignments for both Software Engineers 
and MIS programmers at all levels of experience. 
NATIONAL MCLEAN, VA 
AS400/RPG 400 os? 
TELON/DB2 VAX/S1032 
SUN SYBASE 
MVS SYS PROG ) DOS WINDOWS DEV 
ACMSRDS IEWAEF 
Contact: Sue 
(800) 248-9179 
FAX: (617) 237-0723 
DURHAM, NC 
SAS/CLINICAL TRIALS 
ORACLE 
CMISE/OSI 
PROTOCOLS 
AS/400/PRISM 
IMS DB/DC/DB2 
Contact: Chris Blair 


(800) 338-9119 
FAX: (918) 544-9668 


RICHMOND, VA 


Contact: 
677-9119 
FAX: (312) 558-1388 


VM/C/SQL 
ULTRIX 
Centact: Mike 
(880) 248-9119 
FAX: (617) 237-0723 


ps 


Contact: Susan 
(804) 747-1000 
FAX: (804) 747-6182 


The Regist 


UNIVERSITY OF 
WISCONSIN-MADISON 


Position 1: Computer Consultant - 
TECH Partners Program Coordinator 


The UW-Madison Academic Computing Center(MACC) seeks a 
C motivated individual full-time to coordinate, the Tech 


phone (716) 223-0720 
tax (718) 


PACBASE 
CASE:W 
N ACMS 
SONET 
U C RDB 
OS/2, C, PM 
ADA SQL 
a DISOSS 
XWindows 
A Tens 
SYBASE 
DMS 1100 
T BASISplus 
S Focus 


COMSYS 


Atlanta, Colorado Springs, 
Research Triangle, 
Phoenix & Washington, DC 








oF 
, 


Regional. National. 
The Computer Merchant, Ltd. has become the recognized source for 
software consulting excellence among Fortune 500 Companies. Due to 
expanding demand for our services, the following opportunities currently 
exist for experts with a minimum of 3 years experience: 

DB2/CICS INFORMIX/PLEXUS 
SAS - MVS/VMS VAX/RDB - SQL 
MS-WINDOWS/SDK PROGRESS 
CROSS-NETWORK SYSTEMS UNISYS SYSTEM P/A 
ESI/NOVA/TITA AIX/UNIX SYS. ADMIN. 
AS-400/COBOL/RPG C++/MOTIF 
IBM-CSP PORTFOLIO/BROKERAGE 


For more information on The Computer Merchant, Ltd.’s professional 
services and opportunities, contact us by mail, fax or call: 


zB 
~~ 
= 
THE COMPUTER MERCHANT, LTD. 


CORPORATE HEADQUARTERS 
80 Washington St.. Bldg. E, Norwell, MA 02061 
(617) 878-1070 FAX: (617) 878-4712 
449 Pleasant Hill Rd., Suite 301 180 Newport Center Dr., Suite 180 


Lilburn, GA 30247 Newport Beach, CA 92660 
(404) 279-8009 (714) 720-8435 


SOFTWARE ENGINEER - 
. $40 


rf 


2 
ae 


PENNSTATE 


BS University Park 
| Campus 


DIRECTOR OF 
INFORMATION TECHNOLOGY SECURITY 


The Pennsylvania State University invites applications and 
nominations for the position of Director of Information 
Technology Security. This position, reporting to the 
Executive Director of Computer and Information Systems, is 
responsible for the development and implementation of 
University-wide policies and procedures relating to 
computer, network, and information security. 


The Office of Computer and Information Systems is the 
University's central provider of computing and 
telecommunications resources. It supports the instruction, 
research and public service activities of Penn State’s more 
than 18,000 faculty and staff and 70,000 students at twenty- 
three campuses located throughout the Commonwealth. 


The successful candidate will be responsible for the 
development, implementation and promulgation of security 
policies that affect the University’s existing and planned 
publicly accessible communications networks, making 

ions for enhancements of security support 
systems and providing training programs for the University 
community relating to network and information security. 
Applicants must have at least a bachelor's degree in 
computer science or related field and at least 4 years of 
effective network security experience. Comprehension of 
network systems design and/or computer operating systems 
is essential. 


Salary is negotiable and competitive. Starting date is no later 
than July 1, 1992. 


Send letter of application, resume and salary requirements 
to: 


Employment Division 
Job #W-2205 
120 South Burrowes Street 
University Park, PA 16801 


Those applications received by March 27, 1992 will receive 
full consideration. Those received after that date may be 
considered if received before the final recommendation is 
submitted. 


An Affirmative Action/Equal Opportunity Employer 
Women and Minorities Encouraged to Apply. 


Over 629,000 Computer 
Professionals Read 
Computerworld weekly. 
To place your ad call. 


800-343-6474 


(In MA, 508-879-0700) 


Computerworld/Corptech Career Index 


IN ONE YEAR — 14,378 jobs were created by the 4,682 U.S. firms Corptech surveyed in 1991. The computer software 
industry added the most new jobs, with a 7.7% increase, while defense equipment firms experienced the largest cutbacks. 


_— © 


6% 1---- Percent change in number of employees, 


from Jan. 1, 1991 to Jan. 1, 1992 
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Subassemblies 
& components companies 


© Copyright 1992, Corporate Technology Information Services, Inc., Woburn, Mass. 


; ial 


equipment 


: 


Holding Environmental Computer 
hardware 


equipment 
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Chemicals Medical 


ANOTHER 

REASON WHY 
COMPUTERWORLD | 
RECRUITMENT 
ADVERTISING 
WORKS ... 


A late advertising close means 
you get quick response. Com- 
puterworld needs just 2 working 
days notice for your ad to ap- 
pear in the next weekly issue! 


In fact, when we receive your 
materials or faxed copy for your 
ad by 3 p.m. the Thursday be- 
fore the Monday issue date, 
your ad will appear that Mon- 
day!* (Space reservations clos- 
ing date is the same time the 
previous day). 


* Holiday closings may vary. Please call for details. 


To place your ad regionally or 
nationally, call John Corrigan, 
Vice President/Classified Ad- 
vertising, at 800/343-6474 
(in MA, 508/879-0700). 


Where the qualified candidates look. Every week. 


Bio- Telecom- } 
} i 
Computer 

equipment software 
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quality of reader 
responses.” 


As President Wayne Kiley candidly ex- 
plains, Computer Marketplace ‘bought 
IBM" in order to offer end users, dealers, 
and leasing companies big savings on thou- 
sands of new and used IBM systems, pe- 
ripherals, upgrades, and parts. From its 
headquarters in Corona, California, the 
company has built an impressive list of ac- 
counts in virtually every state nationwide. 
Now, with Computerworld classified adver- 
tising playing an instrumental role, Computer 
Marketplace is making a concerted effort to 
expand its business into the European arena 
as well. 


‘In just six years, Computer Marketplace 
has established a reputation as an industry 
leader, ranking among the top 10% in terms 
of volume. For companies of all sizes, from 
one-man shops to the Fortune 500, we offer 
unmatched selection, competitive pricing, 
stability, and follow through from one of the 
largest sales teams servicing the used 
equipment industry. We're also one of the 
first to aggressively buy used equipment 
and sell off dismantled component parts. In 
fact, much of our recent growth can be attri- 
buted to our expansion into the used PC 
parts business. 


“With this year's revenues up 30%, our 
goal is to establish an ever increasing end- 
user customer base for new and use 
equipment. In other words, we want to ob- 
tain additional sources and outlets for IBM 
products of all types, particularly for AS/ 
400's, 36's, PS/2’s, and RISC 6000 sys- 
tems. Experience tells us that the classified 
section is where potential customers turn 
first - and our customers tell us that Comput- 
erworld is what they read first. 


‘‘Computerworld's Marketplace Pages con- 
sistently rank highest in both quantity and 
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“Computerworld’s Marketplace Pages 
consistently rank highest 
in both quantity and 
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- |. Wayne Kiley 
President 
Computer Marketplace 


quality of reader responses. In a typical 
month, our advertisements in Computer- 
world’s Marketplace Pages generate at 
least 40% more calls than the other classi- 
fied advertisements we run. And these are 
from serious callers who are likely to be- 
come customers. Clearly, Computerworld’s 
timely news and in-depth articles are read 
by high-level MIS directors who have the 
authority to buy and sell computer equip- 
ment. Not only is it the one publication we 
see most often in the field, but I've even 
seen Computerworld on desks overseas! 


“Week after week, our ongoing advertising 
schedule in Computerworld's Marketplace 
Pages produces results above and beyond 
all expectations. While we were initially 
looking for - and got - new domestic busi- 
ness, the real bonus came when we earned 
substantial revenues as a result of inter- 
national responses in Europe, Canada, and 
South America. In fact, Computerworld’s 
widespread pull has been a major impetus 
behind our efforts to expand into the Euro- 
pean marketplace. 


For Computer Marketplace, Computer- 
world's Marketplace Pages have proven to 
be a very effective vehicle for expanding 
our end-user bases and international pres- 
ence.” 


Computerworld’s Marketplace Pages. It’s 
where computer buyers meet computer sel- 
lers - every week. Just ask Wayne Kiley of 
Computer Marketplace. 


To put your classified sales message into 
the hands of America's most influential buy- 
ers, call John Corrigan, Vice President/Clas- 
sified Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


MARKETPLACE PAGES 
Where computer buyers meet computer sellers. Every week. 
CLASSIFIES 


1 800 343-6474 


IN MA 508 879-0700 
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PRODUCT SHOWCASE 
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PC ASSET MANAGEMENT & HELP DESK-SYSTEM 
NOW AVAILABLE WITH 
AUTOMATIC INVENTORY SCANNER 


HELP DESK + 
PC ASSET MGMT 


en ee ee ee 
ee ee asset mai 
See eo scanner to capture 


ind update your hardware/software inventory. Free 
dGamnenppenintte. 


PC-SOFT Inc. 4.416-282-8890 
Bramalea 


, Ontario L6T 2B6 


ROR ae end 
| For Managing a World of DP Assets 


DP Umbrella keeps your 
network running smoothly. 
DP Umbrella desk 
. Automatically Pall each 
‘component data. Track vendors, contracts. 
parts inventory. 


CALL TODAY 
«ian -800-888-9267 


VITOR 
5411 Road 


4 COLOR PHOTO or Graphic 


PREFERRED 4 COLOR MATERIALS: 4-color neg- 
atives, right reading emulsion side down. Accept- 
able also (in order of preference to maintain op- 
reproduction quality) are: 4-color transpare- 
ncles; 35mm color slides; color photos. 


if 4color artwork Is not available, Computerworld 
will assist Product Showcase advertisers in the 
development of appropriate for their 
advertisements. Ad width: 3*, Ad Depth: 3 1/2* 
Photo width: 2 3/4"; Photo depth: 1 3/4". 


Name Of Your Product 


Your Message can appear here and 
will reach Computerworld’s 629,204 
readers. Place your message today. 


fas man ame” J. B00KXXAXKK 


123 Main Street 
Anytown, USA 12345 


PC Administrator 


HARDWARE/SOFTWARE INVENTORY 


TROUBLE L¢ 


The Low-Cost Solution to 
Improved End-User Support 
The software computer assets 


reporting 
included. ‘A network version and source code are available. 


ConsulNet 
Computing Inc. 1-416-441-0363 


Don Mills Fax: 1-416-449-1985 
Ontario, CANADA, M3C 2E6 


LOCK OUT UNAUTHORIZED USE 


The FILE-LOK data security product fits most 

disk drives. Prevents ouniaden copying and d 

see re Mounts quickly and easily with a iow 
nent bonding system. Call for free PC Security 

Catalog of over 70 products: 


| Qualtec | 1-800-628-4413 


Fax: 1-510-490-8471 
47767 Warm Springs Bivd 
Fremont, CA 94539 


PinPoint™ Pinduik™ 


@ Makes UNIX easy for the end user 
® Automated UNIX Commands 

@ Menu Builder 

@ Safety Net 

@ Available in AIX 


* 30 DAY MONEY BACK GUARANTEE * 
pr 5 

Ro/Sim™ CALL TO ORDER or FAX: 
14201 Memorial Drive, Suite4 1-713-598-6866 


Houston, TX 77079 FAX: 713-558-8857 





ELECTRONIC 
COMPUTER 
GLOSSARY 


The meaning of virtually 
every computer term! 


More than 5,000 definitions in this award-winning 
reference cover the entire computer industry. Add 
your own terms to create an internal standards 
dictionary. Unlimited-use site licenses for DOS or 
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PC GIS: Expect gain but also some pain 


BY ALAN RADDING 
SPECIAL TO CW 





&P Canada Ltd., a su- 

permarket chain in To- 

ronto, used to rely ona 

manual “‘pins-in-a- 

map” system to keep 
track of customer market stud- 
ies. However, with Spans, a geo- 
graphic information system 
(GIS) from Arlington, Va.-based 
Tydac Technologies Corp. that 
costs about $6,000, what used to 
take weeks is now done in hours 
— with more detail to product re- 
search. 

Corporations such as A&P are 
realizing the benefits of GIS pro- 
grams and are looking toward 
personal computer-based offer- 
ings such as Spans to help 
simplify the arduous 
task of plotting demo- 
graphic information. 

These programs 
combine maps with 
demographics, allow- 
ing data to be analyzed 
in spatial form rather 
than in a table. Users can 
manipulate the data much 
like a spreadsheet, change 
boundary lines between sales 
territories and see how the reve- 
nue potential changes for each 
sales representative. 

Only recently have GIS ven- 
dors targeted the corporate mar- 
ket, which traditionally focused 
only on large-scale, big system 
users such as the government, 
utilities, transportation indus- 
tries and natural resources com- 
panies. But as the availability of 


Radding is a free-lance writer in New- 
ton, Mass. 


new PC-based programs in- 
creases, so does their popularity, 
thanks to lower costs and ease of 
implementation, which for large 
systems requires an experienced 
consultant to set up. 

What businesses look for to- 
day in a PC GIS is ease of use, 
ability to import data in a variety 
of formats and the availability of 
data and applications. 

“We went with the PC-based 
system because my program 
managers can use it them- 
selves,” says Chris Difani, divi- 















Scott Matthews 


sion chief at the California De- 
partment of Forestry and Fire 
Protection in Sacramento. 

Particularly easy to use are 
systems based on Microsoft 
Corp.’s Windows, such as Map- 
info from Mapinfo Corp. in Troy, 
N.Y., and Windows on the World 
from Geovision, Inc. in Norcross, 
Ga. 

One enterprise familiar with 
Windows products is the Coat- 
ings and Resins Group at PPG In- 
dustries, Inc. in Pittsburgh, 


which turned to Mapinfo for a 
sales prospecting application 
“because we were already using 
Windows and were familiar with 
the environment,” says Stan So- 
lak, a senior business analyst. 
However, before a GIS be- 
comes worthwhile to an organi- 
zation’s business, the company 
must be able to put corporate 
data into the GIS program. For 
this to happen, the GIS system 
must be compatible with the 
company’s database. Luckily, 
most GIS systems import and ex- 
port data in ASCII format, but 
even if they don’t, there are a 
number of other formats avail- 
able, including Borland Inter- 
national, Inc.’s Dbase, Fox 
Software, Inc.’s Foxbase, 
> Lotus Development 
Corp.’s 1-2-3 and Micro- 
. soft’s Excel spreadsheet 
formats, as well as rela- 
tional databases such as 
Oracle Corp.’s Oracle, 
Sybase, Inc.’s Sybase and 
Ingres from The Ask Cos. 
Next to ease of use, cost 
clearly makes PC-based GIS pro- 
grams more attractive than their 
large-system counterparts. 
Larger GIS programs start at 
$25,000 and can cost in the mil- 
lions of dollars, whereas a simple 
automated mapping system can 
be purchased for several hundred 
dollars. Even the top PC-based 
GIS sells for only about $10,000. 
Users lured by the lower cost 
include Difani and his staff, who 
opted for San Jose, Calif.-based 
Strategic Mapping, Inc.’s PC- 
based Atlas, a $2,500 system, to 
plot potential fire areas through- 
out the state. Solak purchased 
the $995 Mapinfo product for 


$695 during a promotion. 

These PC-based systems gen- 
erally do not have the processing 
capability of the large-platform 
products, limited by the power of 
the underlying database and 
their analytical capabilities. But 
they do meet the requirements 
for mapping and data overlay of 
many applications. 

For now, a PC GIS typically 





comes as a shell program. Users 
have to add their own applica- 
tions and data. Atlas GIS and 
Mapinfo have taken the lead in 
providing data and commercial 
applications. 

Once a system is acquired, us- 
ers should be prepared to climb a 
steep learning curve. Training 
programs introducing a user to 
the basics of GIS are available 
from vendors, but users report 
expending several months of ef- 
fort before they feel productive 
with the systems. 


Filling in the data 





onsultants estimate that 60% to 80% of the full cost of 
implementation comes from acquiring data or prepar- 
ing existing data for use in the GIS. 
If an organization already uses paper-based maps, 
scanning those maps into the system and vectorizing 
them to add intelligence is a slow process. 

The U.S. Census Bureau offers Topologically Integrated 
Geographic Encoding and Referencing (TIGER) files, digitized 
maps of the entire country, at a reasonable cost; however, these 
maps are often not detailed or accurate enough for many appli- 
cations. A number of independent companies, such as Geo- 
graphic Data Technology, Inc. in Lyme, N.H., sell enhanced 
versions of the TIGER maps, which have been made more accu- 
rate by having inconsistent street addresses and wrong biock 
numbers cleaned up. 

Also, some GIS vendors and many market research firms sell 
prospect, demographic and other types of data that may be 
used, depending on the application. 

Another cost factor is that of geocoding. Whether a user pur- 
chases outside data or uses internal databases, such as custom- 
er files, the data must be “‘cleaned”’ for use by the GIS. 

“Dirty” data is data that is simply inaccurate or, at the least, 
lacks a standard address scheme. Street, city, county and state 
names may be spelled incorrectly or abbreviated differently 
from the style a user follows. Errors are often found in ZIP codes 
or street numbers. Automated tools can correct much of this, | 
but a substantial portion still must be handled manually. 

Studies suggest that more than 70% of data conversion and 
development costs are directly attributable to deficiencies in the 
source material. 
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INDUSTRY 
ALMANAC 


SECTOR FOCUS: 
PERSONAL COMPUTERS 


Andrew Neff 

Bear, Stearns & Co. 

Feb. 7, 1992 

Based on early returns from a Bear, Stearns survey 
conducted in January, unit demand for personal 
computers is climbing. 

However, factors for success have changed. In 
the 1980s, scarcity of 32-bit microprocessors 
meant that a close relationship with Intel Corp. 
(INTC) was key to prosperity. However, chips 
from Advanced Micro Devices, Inc. (AMD) led 
to the growth of firms that had developed alternate 
distribution channels, such as AST Research, 
Inc. (ASTA) and Dell Computer Corp. (DELL). 

And the model is changing again. The PC is a 
commodity with certain price points. Key differen- 
tiating factors are service, support, packaging and 
cheap distribution. 

Apple Computer, Inc. (AAPL), which started 
the $1,000 price point, reported an excellent first 
quarter for fiscal 1992 — better than Wall Street 
estimates. However, this stock is a hold, given that 
sales have peaked for the year and unit growth is 
slowing. 

An analyst meeting with Compaq Computer 
Corp. (CPQ) gave the impression that the compa- 
ny’s turnaround effort could take longer than ex- 
pected because of the competitive environment 
and level of change required. Some necessary 
steps, including low-end products, could be de- 
layed. Plus, Compaq will have to spend a lot of cash 
as the product mix shifts to lower margin goods. 

Intel is riding on momentum from its new 1486 
processors. Reduced dependence on the 80386 
line puts Intel in good shape relative to rival AMD. 


RECOMMENDATION CHANGES 


UPGRADED FROM HOLD TO BUY: Mentor 
Graphics, Inc. (Prudential Securities, Inc.). Eco- 
nomic and product transition problems caused un- 
certainty for Mentor (MENT) in recent months, 
but the firm has turned the corner. Share price 
could grow by 25% in the next 12 months. After 
years of delay, Mentor is shipping Version 8.0 of its 
flagship graphics package for machines from Sun 
Microsystems, Inc. (SUNW) and Hewlett- 
Packard Co. (HWP). Mentor said it will port to 
workstations from Digital Equipment Corp. 
(DEC) and IBM (IBM) by year’s end. 


UPGRADED FROM NEUTRAL TO OUTPER- 
FORM: Adaptec, Inc. (Shearson Lehman Broth- 
ers, Inc.). Sales of the company’s small computer 
systems interface adapter boards have increased 
sharply recently. Adaptec (ADPT) announced it 
will ship laser printer controllers to a major printer 
maker starting in the current quarter, which is ex- 
pected to bring in an additional $3 million in reve- 
nue for fiscal year 1992. 


UPGRADED FROM MARKET PERFORMER 
TO OUTPERFORM: Micrografx, Inc. (Mont- 
gomery Securities). The company showed strong 
sales gains in the quarter just reported, driven by 
the successful launch of Windows Draw, a low-end 
drawing program for Microsoft Corp. (MSFT) 
Windows. Micrografx (MGXI) management has 
regained control of expenses following a disap- 
pointing quarter last summer. In March, Micro- 
grafx is slated to ship its first upgrade to Picture 
Publisher since it acquired the product in 1990. 
KIM S. NASH 











STOCKS 


STOCK TRADING INDEX 


THIS WEEK’S HIGHLIGHTS 


e Among big gainers, Digital Equipment Corp. climbed 
8% points to close Thursday at 61%. DEC and Microsoft 
Corp. announced an agreement to provide better intero- 
perability between their products, based on Microsoft’s 
Windows New Technology operating system. Microsoft 
sank 3% points to 12212. 

e Unisys Corp. completed its sixth consecutive week of 
gains last week, adding 1% points to 9%. Unisys has 
soared 45% points — nearly doubling — since the begin- 
ning of the year. 

e Other gainers included Informix Corp., which advanced 
4% points to 32 after reporting better than anticipated 
financials for its fiscal fourth quarter. 

e Among the week’s losers was Borland International, 
Inc., which fell 4% points to close Thursday at 75%. 
Electronic Data Systems Corp. (General Motors Corp. 
Class E) plummetted 5% to 56%, while Computer Asso- 
ciates International, Inc. slipped % of a point to 15%. 
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Leasing Companies 


OTC 16.25 10.50 
NYS 26.38 18.13 
OTC 16.25 11.25 


Amplicon inc. 
Comdisco Inc. 
LDI Corporation 


Copyright Nordby International, inc., Boulder, Colo 


This information is obtained from sources believed to be reliable but cannot be guaran- 
teed to be completely accurate. This information is subject to change without notice. 


FEBRUARY 17, 1992 














IN BRIEF 


Consulting 
at Amdahl 


@ Amdahl Corp. se- 
gued into the services sec- 
tor last week with the de- 
but of two open systems 
consulting services: the 
systems implementation 
service and the perfor- 
mance tuning service. 










@ With one Malcolm 
Baldrige National 
Quality Award under 
its belt and a high-profile 
resolve that it will not be 
the last, IBM has bor- 
rowed from the Baldrige 
criteria by selecting six of 
its 4,000 business part- 
ners as recipients of the 
first annual IBM Mark of 
Quality awards. The 
award salutes members 
of the IBM alliance pro- 
gram that have “adopted 
the best quality process- 
es” in the award year. 










g Electronic Data 
Systems Corp. is about 
to finalize an agreement 
with Japan Systems 
K.K. that will give the 
General Motors Corp. 
outsourcing and services 
division a 20% stake in the 
22-year-old Japanese 
computer products and 
services company. The 
pact will give EDS a base 
from which to leverage it- 
self into the Japanese in- 
formation technology 
market. 






























NCR names EDS 
to integration team 


BY ELLIS BOOKER 


CW STAFF 





DAYTON, Ohio — NCR Corp. 
last week significantly increased 
the strength of its systems inte- 
gration alliance program, nam- 
ing Electronic Data Systems 
Corp. one of its chief partners. 

EDS, by far the largest inte- 
grator to sign up with NCR to 
date, joins more than 10 integra- 
tors that NCR has tapped for 
specific projects, such as Bell In- 
formation Systems in Cincinnati 
and Pacific Access Computers, 
Inc. in Sacramento, Calif., ac- 
cording to Mike Ruffolo, director 
of the NCR program. 

In 1992, he said, NCR ex- 
pects to do 80% to 90% of its 
business with eight integrators, 
many of whom will specialize in 


specific vertical markets. 

“With EDS, the difference is 
there are so many areas of inter- 
section that we’ll have lots of 
very large opportunities,’ Ruf- 
folo said. 

The two companies have 
spent the last year evaluating 
which markets to target initially, 
he said, but they have yet to ar- 
rive at a decision. 

The deal’s value and length 
were not disclosed. 

EDS will no doubt cast a 
broad net in the commercial 
marketplace, concentrating on 
“Jarge, complex, multimillion 
dollar contracts,” said Steve 
Widen, a senior analyst at Work- 
group Technologies, Inc. in 
Hampton, N.H. 

“Tt bodes well for NCR. They 
won’t need to worry about the 
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North America. 


systems integration require- 
ments of big deals,” he ex- 
plained. 


According to Ruffolo, the two 
companies already have a num- 
ber of proposals pending and 
hope to announce major wins 
shortly. He declined to comment 
further. 

Under the agreement, EDS 
will be able to market NCR’s 
complete range of open, cooper- 
ative computing solutions, in- 
cluding its seven-level System 


Partnering up 
NCR's other integration allies are the following: 


eData Systems Network Corp., Farmington Hills, 
Mich.: $25 million contract covering commercial 














contracts in 


e Pacific Access Computers, Sacramento, Calif.: $10 
million deal to provide telecommunications solutions to Bell 
companies, Fortune 500 companies and government agencies. 

e ERI, Hauppauge, N.Y.: $10 million pact targeting the 
telecommunications, financial and education industries. 


3000 line of microprocessor- 
based systems and its enter- 
prisewide office automation soft- 
ware, called Cooperation, as well 
as NCR products for specific in- 
dustries. 

Indeed, EDS’ belief in NCR’s 
computing architecture appears 
to run deep. Sources close to 
EDS indicate that the company’s 
technology assessment organi- 
zation is now testing the viability 
of standardizing on a broad range 
of NCR products. 





Joint venture will pitch cellular systems 


BY ELLIS BOOKER 
CW STAFF 


SCHAUMBURG, Ill. — Motor- 
ola, Inc. and telecommunications 
switching giant Northern Tele- 
com, Inc. last week formed a 
venture focused on wireless 
communications. 

Dubbed Motorola-Nortel 
Communications Co., the 900- 
person joint venture will sell cel- 
lular systems from both compa- 
nies in the Americas and the 
Caribbean and will explore the 
development of new wireless 


technologies, according to exec- 
utives at the two firms. 

“This is basically a continua- 
tion of the worldwide trend in 
telecommunications to get big- 
ger or get out,” said Herschel 
Schosteck, president of Schos- 
teck Associates Ltd., a telecom- 
munications economics and mar- 
ket research firm in Silver 
Spring, Md. 

The deal, Schosteck added, 
means that two of the cellular in- 
dustry’s four biggest players are 
now allies. The other two domi- 
nant players are AT&T and 


Ericsson, Inc. 

Motorola-Nortel, which will 
be based in Chicago with a manu- 
facturing facility in Dallas, will 
sell and support Northern’s 
DMS-MTX and  Motorola’s 
EMX cellular switch lines; the 
company will also develop an in- 
terface to link the Northern 
switch and Motorola’s HD-II cel- 
lular cell site. However, the com- 
pany’s inventory will not include 
the cellular telephones now sold 
by Motorola’s cellular subscrib- 
er group. 


Qther industry watchers 


speculated last week that the 
pact may result in products for 
CT-2 wireless networks. CT-2, a 
technology now being explored 
in the UK, involves extremely 
lightweight, low-powered wire- 
less handsets that allow users 
passing within a few hundred 
feet of a cell site to place calls. 
Both Motorola and Northern 
have developed products for 
these “‘telepoint” systems in the 
UK. 

Motorola-Nortel is expected 
to be operational in the second 
quarter, with a unified product 
arriving in the first quarter of 
1993. Financial details of the alli- 
ance were not disclosed. 
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By the end of this week 
Computerworld readers will have spent 
over $10.9 Billion on 
Information Technology — representing nearly half of 
all spending in the last seven days. 
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OVERVIEW 


WORDS/(TYPE 


Computer jargon is moving into the dictionary. 
Among the 180,000 words in Random House's 
New College Dictionary. WYSIWYG and GUI. 
In Merriam-Webster's Ninth New Collegiate 
Dictionary: LAN, desktop publishing, hard disk and 
laser printer. 


SACRE BLEU! 


In 1989, 41,000 Parisians got letters accusing them 
of various crimes — such as murder, prostitution 
and drug dealing — and demanding payment of a 


H 
onER A yo 


small fine. The recipients 
were supposed to get 
letters reminding them 

of unpaid traffic tickets, 

but apparently the 


From our reader file: 


A joke going around IBM, as told to us by an IBM programmer: 


computer codes for 
traffic offenses got 
mixed up with the 
codes used for illegal 
activities. Officials 
issued 41,000 letters 


Q: How much land does it take to bury IBM? 


A: Akers 


A 
generic 
software 
review 


» Do you have anecdotes about your users, your boss or your job? Know any industry trivia? If so, please 
contact Lory Zottola or Jodie Naze at (800) 343-6474. If we use your ideas, we'll send you a gift. 


Sources: Word Watch, The Delahaye Group; Computerization and Controversy, Academic Press, Inc., 1991; The Atlantic, January 1992 


INSIDE LINES 


Et tu, PC? 


> Users should expect to see an Alpha-based PC 
from DEC within 18 months, or at least by the summer 
of 1993, according to Terry Shannon, principal at 
Gander Resources in Ashland, Mass. Windows New 
Technology would be the operating system of choice 
for such a platform, though DEC has yet to officially 
endorse the still-emerging Microsoft operating sys- 
tem for its next-generation RISC platform. Pricing 
could go as low as $3,500, Shannon suspects. 


LAN Server lives 


> Seeking to stanch rumors that its LAN Server is 
destined for the scrap heap, IBM said in a Networld ’92 
briefing in Boston last week that it has committed 200 
people to filling key gaps in the client/server system. 
During the next two to three years, IBM will incorpo- 
rate X.500-compatible directory services, naming ser- 
vices and remote procedure calls based on the OSF’s 
Distributed Computing Environment standard, execu- 
tives said. The resulting application framework will 
support OS/2, Microsoft’s DOS and Windows clients 
and all major IBM host systems. 


Intelligent switching 
> Smart-hub vendors plan to soon bring Asynchro- 
nous Transfer Mode (ATM) switching to local-area 


networks. The cell-based fast-packet technology is 
suitable for delay-sensitive voice and video and could 
usurp the need for FDDI-2, the emerging fiber-based 
LAN aimed at handling isochronous traffic (traffic de- 
pendent on timing). Cabletron Systems said it plans to 
make an ATM announcement within two months. 
Chipcom is also working in the ATM area but declined 
comment. y 


Big Blue waffle 


> IBM may drop plans to release its first U.S. note- 
book computer on Feb. 25 as part of a major PC an- 
nouncement. Sources said IBM is waging an internal 
battle over whether it has to release a notebook prod- 
uct now, even if it’s subpar (for starters, it’s based on 
the 16-MHz version of the 80386SX), or whether it 
should give the box another face-lift (the first came 
after it called off a late November ’91 release) and de- 
but it later. A new, undefined relationship with Zenith 
Data Systems is also a factor in the debate. 


Technician’s nightmare 

» It was almost like test-driving a used car: An Intel 
demo of a new fax/modem chip set for portables at | 
Networld ’92 ran into some serious and em! 

(for the demonstrator) problems. The chip set worked 
fine — once the machine had been reset, Windows 
had gone through an Unrecoverable Application Error 
and a game called “Lemmings” was removed from 
the engineer’s hard drive to make room for the faxed 
image. 


COMPUTERWORLD 


of apology. 


Hype 
Editors 


Object-oriented: 
Excessively materialistic 


Groupware: 
Vaporware for more than 
one person 


Fuzzy logic: 
What R&D thinks of most 
marketing strategies 


Net gain? 

> Netframe, the superserver maker, promises a 
“‘where blue meets pink, and old and new worlds con- 
verge” in a product release expected tomorrow. On 
closer inspection, this means the company will intro- 
duce a card that runs Netware and will later support 
OS/2 and Unix, sources said. 


Modular moves 


> Add Librex to the growing category of notebook 
vendors that feature modularity. The company will 
soon announce an upgradable notebook based on In- 
tel’s SL chip, with an expected ship date of May 1st. 


When Wang starts shipping IBM’s RS/6000 in 
third-quarter 1992, sales reps will market the line as 
a server and recommend Wang- and IBM-made 
PCs as clients. Wang, however, will tout Microsoft’s 
ever-popular Windows over OS/2, according to Joe 
Tucci, who manages Wang’s alliance with IBM. 
Wang will also introduce a board-level upgrade for 
high-end proprietary VS 10000 minicomputers this 
quarter as part of a 30-product rollout. The VS 
12000 will be 1! times faster and able to support dou- 
ble the number of users — up to 128 — as the 10000. 
However, the RS/6000 — not the VS or the AS/400 — 
is “our strategic platform,” Tucci said. Computer- 
world’s strategic platform is news. Phone, fax or Com- 
news tips to News Editor Alan Alper at 
(800) 343-6474, (508) 875-8931 or 76537,2413, respec- 
tively. 


WYSIWYG design: Janell Genovese 
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CAPTIVATING 
PRESENTATIONS 
ARE EASY WITH 
DECPRESENT FOR 

SUN SPARCSTATIONS. 


Now your presentations can 
really excite your audience. 
All you need to turn your 
great ideas into compelling 
visuals is your Sun® SPARC- 


station” and DECpresent™ 
software. 


With DECpresent, you 
can build clear and attractive 
slides from a simple outline 
in minutes, mix and match 
slides from other presenta- 
tions, and even link your 
slides to live data on the 
network. The sorter view 
displays your entire presen- 
tation on the screen, and 


speaker notes ensure that 


you'll make the most con- 


vincing points. You'll create 
presentations that look like 
they took hours to prepare 
in just a few short minutes. 
Call your favorite reseller 
listed below for our demon- 
stration disk and see how 
DECpresent can make you 


a Star. 


CB GGeD é 


DUX Corporation 
1-800-543-4999 


UNIX Central 
1-800-553-UNIX 


Qualix Group 
1-800-245-UNIX 


DIGITAL. THE OPEN ADVANTAGE. 


ark and SPARCstation is a trademark of Sun Microsys 


RAD Technologies, Inc. 
1-800-2GET-RAD 


© Digital Equipment Corporation 1992. The DIGITAL logo and DECpresent are trademarks of Digital Equipment Corporation. Su registered tra 





SATISEACTION (SUARANTEED 


If you have been searching for a software company that can provide you with a wide range of software 
solutions, backed up by first-rate support, we invite you to join the over 7,500 MVS, VSE and VM installations 
that have found long-term software satisfaction with Software Engineering of America. SEA has always developed 
and enhanced products based on your input and backed these products with support you can count on 7 days a 
week, 24 hours a day, worldwide. The results have been impressive for both us and our users. With products 
licensed at 9 of the Fortune 10, 85% of the Fortune 500 as well as thousands of installations of all sizes and 
configurations, SEA software has set new standards of efficiency and performance. 


SEA PRODUCT GROUPS 


Operations Automation Group 


SEA provides a comprehensive and integrated line of high-quality 
operations automation software that covers ail critical areas of 
data center management. SEA is a leader in this integral part of 
today's operations environment, with over 2,500 installations 
choosing SEA as a proven source for automated operations 
software solutions. Many users tell us that they have selected our 
products because of our superior support and our philosophy of 
pursuing all development and enhancement based on user input. 


DASD / Data Management Group 


SEA's DASD/Data management tools are corporate standards, 
licensed at thousands of MVS data centers worldwide. These 
DASD management products provide dramatic savings under any 
configuration and have set new standards for efficiency and high 
performance. SEA's software has achieved this wide acceptance 
due to our unique ability to transparently interface with virtually 
any existing DASD management system. We guarantee you 
significant savings in DASD expenditures in any MVS 


environment regardiess of your present DASD management 
SAVRS - Sysout, Syslog and JCL Management, Viewing, configuration. 


Archival and Retrieval. 


PDSFAST - High speed DASD/PDS Management, 


TRMS - Report Management and Distribution. 100% IEBCOPY replacement. 


JES-MASTER - interactive JES Spool Analysis, Control, 


FASTGENR - High speed replacement for IEBGENER. 
Viewing and Management. 


ODDS/MVS - Unattended Operations, 
Master Console Management. 


WALDO - For Automatic and Remote IPL of the 


Mainframe from a PC, using ODDS/MVS. Application Development 


PRO-2, used at hundreds of MVS and VSE Installations, is a 
powerful time-saving tool for programmers working in application 
development environments, including on PCs. It automatically 
generates industry-standard production-ready CICS Command 
level Cobol code and BMS macros. PRO-2 reduces development 
time by as much as 85%. 


CSAR - Automated Job Scheduling MVS-VSE-VM. 


KEYS - Problem/Change, Hardware/Software Inventory 
and Help Desk Management System. 


PDSUPDTE - High speed global JCL/PDS editor, scanner. 


SEA software will save budget dollars and increase efficiency, whatever your installation's size or 
configuration. SEA is a recognized industry leader with a comprehensive line of high-quality software solutions 
backed up by the highest levels of technical support. We invite you to join the over 7,500 installations that have 
found long-term software satisfaction with SEA products. 


For further information about any of SEA's software solutions, call 1-800-272-7322. 


™ SOFTWARE ENGINEERING OF AMERICA’ 
2001 Marcus Avenue, Lake Success, New York 11042 


(516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 


Products Licensed In Over 50 Countries 








